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The  world  is  unpredictable.  Your  Internet  operations  shouldn’t  be.  Our 
advanced  Opsware  automation  technology  can  help  your  business  save  money, 

reduce  downtime,  and  deploy  web  content  faster  than  ever. 

To  find  out  how  Loudcloud’s  automation  technology  can  streamline  your 
Internet  operations,  read  our  white  paper  at  www.loudcloud.com/networkworld 

or  call  866-259-1550. 
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RNALLY,  THE  ONE  THING  APACHE 

HAS  BEEN  MISSING  ALL  ALONG. 


First  we  helped  create 
the  world’s  most  widely 


deployed  Web  server. 


Now  we  make  it  work 


for  your  enterprise. 


Covalent  Enterprise  Ready  Server,  powered  by  Apache  2.0 


Centralized  browser- based  management  of  hundreds  of  servers 
Enterprise  grade  Web  server  security 
Built  on  Apache  for  proven  reliability 


Visit  www.covalent.net/apache20  and  find  out  how  to  save  30% 
on  your  Web  infrastructure  today.  Or  call  us  at  800/444-1935. 
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Covalent  Technologies  Inc.  645  Howard  Street,  San  Francisco.  CA  94105  415/536-5200 
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A  tribute  to  network  power 


Here  we  are,  at  the  end  of  one  of 
the  most  desperate  years  the  net¬ 
work  industry  has  ever  endured. 
Mainstay  telecom  equipment  pro¬ 
viders  have  withered,  one-time 
high-flying  application  service 
provider,  DSL  and  Web  hosting 
markets  have  collapsed,  and  countless  e-com- 
merce  ventures  have  flamed  out.  Yet,  despite  the 
misfortunes  at  so  many  companies,  you  don't 
have  to  look  too  far  for  evidence  of  power. 


Within  the  pages  of  this,  our  eighth  annual 
Power  Issue,  you’ll  find  it  in  the  profiles  of  com¬ 
panies  exercising  their  influence,  people  grab¬ 
bing  opportunity  and  technologies  making 
their  mark  in  the  enterprise.  This  issue  stands 
as  a  testament  that  networking  as  a  whole, 
despite  the  foundering  economy,  will  continue 
to  thrive. 

Beth  Schultz,  Editor,  Signature  Series 
bschultz@nww.com 


POWER  ONLINE 


POWER  PACK 

The  most  powerful  vendors  in  the  network  industry 


7  The  10  most  powerful  companies 
in  networking 

Selected  by  Network  Wor/d  editors  and  advisers,  the 
following  companies  lead  their  respective  niches,  as  well 
as  the  network  industry  as  a  whole.  They  demonstrate 
technology  influence  and  prowess  beyond  compare. 

12  2001  Company  Powerometer:  Cisco  loses  face 

Microsoft  edges  out  Cisco  for  the  top  spot  while  Cisco's 
rating  drops  a  big  4.5  points  in  our  annual  reader  survey 
of  the  most  powerful  network  companies. 


POWER  STRUGGLES 

Four  contentious  issues  playing  out  in  the 
network  industry 

48  RBOCs  go  the  distance 

RBOCs  continue  their  march  into  long-distance,  but  the 
gains  won't  necessarily  lead  to  success  in  the 
enterprise  market. 

51  Can  Ethernet  he  your  MAN? 

Ethernet  in  the  MAN  offers  bandwidth  at 
attractive  prices,  but  will  technology  and  availability  limi¬ 
tations  keep  it  from  overtaking  frame  relay  and  ATM? 


THE  POWER  OF  TECHNOLOGY 

Emerging  technologies  empowering  the  enterprise 

15  Global  empowerment 

Web  globalization  promises  powerful  new  business  oppor¬ 
tunities  for  companies  that  can  effectively  handle  infrastruc¬ 
ture  updates,  content  management  and  language  barriers. 

21  Take  a  SIP 

This  IETF  protocol  promises  to  bring  Ethernet-like  interop¬ 
erability  to  voice  IP  networks. 

24  Power  on  the  go 

Wireless  Web  access  revs  up  productivity 
and  efficiency  at  early  adopters. 

PROFILES  IN  POWER 

The  most  powerful  people  in  the  network  industry 

25  The  50  most  powerful  people  in  networking 

Network  World  staff  and  trusted  advisers  voted  to  single 
out  50  individuals  who  control  the  network  ball. 

Power  profiles 

26  Power  executives  36  AT&T's  next-in-command? 
30  Power  users  38  Cisco’s  development  hope 

32  Power  standard-setters  40  IBM's  CEO-in-waiting 
32  Power  in  Washington  43  Microsoft's  .Net  apostle 
34  Power  thinkers  45  Verizon’s  master  builder 

46  2001  CEO  Powerometer:  Tussle  for  the  top 

Chambers  retains  his  No.  1  title  in  our  annual  reader  sur¬ 
vey  on  the  most  powerful  vendor  CEOs,  but  Ballmer  closes 
the  gap. 


53  The  VPN  performance  game 

Hardware  and  software  VPN  vendors  go  head  to  head  over 
performance.  What  you  need  to  know  about  their  claims. 

55  Trash  talk  over  data  disposal 

Making  data  disposal  a  part  of  your  information  management 
strategy  can  put  an  end  to  the  strife  between  IT  and  users 
over  storage  and  help  keep  the  corporate  network  clean. 

PERSONAL  POWER 

Our  guide  to  a  more  powerful  you 

57  Power  of  the  purse  strings 

These  tough  times  call  for  new  budget  negotiation  strate¬ 
gies.  Here  are  some  surefire  tips. 

59  Vision  talk 

Unless  you  impart  your  vision  clearly  to  others,  it 
may  never  fly. 

SIGNATURE  SIGN-OFF 

2001  power  wrap-up 

60  We  plot  the  year's  highs  and  (mostly)  lows 
in  our  Power  timeline. 


The  Signature  Series 

The  Power  Issue  is  one  of  six  bimonthly  supplements  providing 
insights,  opinions  and  information  on  the  biggest  trends  shaping 
the  networked  world.  Look  for  our  guide  to  conducting  e-com- 
merce  in  the  next  Signature  Series  installment,  the  Electronic 
Commerce  Issue,  coming  Feb.  18. 
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Go  to  our  Power  Issue  portal,  at 
\/wwv.nwfusion.com/power2001 , 
for  special  features,  including:  . 

A  taxing  dilemma  for  telework 

Unwitting  IT  managers  could  get 
caught  in  the  crossfire  among  corpo¬ 
rations,  teleworkers  and  state  gov¬ 
ernments  over  inconsistent  tax  rules. 
DocFinder:  7349 

Powering  down 

How  some  network  pros  let  off 
steam  after  a  hard  day  at  work. 
DocFinder.  7350 


Play  the  Power  game. 

Who  has  more  power.  Bill  Gates  or 
Vint  Cerf?  You  tell  us  in  this  bracket 
game  that  matches  the  power  elite 
against  each  other.  DocFinder:  7345 

2001  Power  timeline. 

Revisit  the  year's  highs  and  lows 
in  this  enhanced,  interactive  2001 
timeline.  DocFinder:  7346 


More  Powerometer  stats. 

Find  out  more  about  the  readers  who 
participated  in  our  annual 
Powerometer  survey  on  the  most 
powerful  network  companies  and 
CEOs,  as  well  as  additional  results. 
DocFinder:  7325 


•  You'll  also  find 

more  stories,  including: 

Blue-collar  mobility. 

See  how  wireless  Web  access  is 
empowering  utilities  and  other  dis¬ 
patch  organizations.  DocFinder:  7323 

.  j  •  ■  Ji 

O  VoIP  protocols  side  by  side. 

Compare  the  lETF’s  SIP  and  the  ITU's 
H.323  protocols.  DocFinder:  7322  ' 


Fiber  and  a  five-year  wait 

Find  out  what  roadblocks  optical 
Ethernet  faces  in  metropolitan  areaty: ) 
DocFinder:  7347 


r3ge;ca 


lieacjaClies  associated  Wrm 


100%  of  your  disk  capacity  is  now  usable 
for  storage.  We  call  this  revolutionary  idea 

getting  what  you  pay  for. 


StoraceTek 
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Our  guide  to  the 
most  powerful 
vendors  in  the 
network  industry. 


•  10  MOST  POWERFUL  COMPANIES  See  story  this  page. 

•  THE  2001  COMPANY  POWEROMETER  Page  12. 


AT&T:  Patents 
and  data 


Although  AT&T  endured  a 
bumpy  2001  (like  most  telecom 
providers),  it  smoothed  over 
enough  rough  spots  to  ensure  its 
continued  presence  among  the  power  elite. 

AT&T  made  headway  in  its  plans  to  tread  more  heavily 
into  business  services  and  away  from  the  go-nowhere 
long-distance  market.  AT&T  Business  gained  traction  in  IP 
services,  increasing  revenue  year  over  year  in  the  third 
quarter  by  about  25%,  according  to  financial  reports.This 
included  gains  in  IP  connectivity, VPNs  and  especially 
hosting  services. 

White  AT&T  remained  the  No.  1  long-distance  provider, 
the  terminally  ill  prospects  of  that  line  of  busine.ss  has  led 
gossipmongers  to  premature  proclamations  that  AT&T  is  a 
goner. True,  prices  already  have  eroded,  and  the  regional 
Bell  operating  companies  will  soon  gobble  up  most  of  the 
market.That  makes  AT&T  Consumer,  which  provides  con¬ 
sumer  long-distance  and  the  fiscally  difficult,  consumer 


netwoiK 


Selected  by  Network  World  editors  and  advisers, 
the  following  companies  lead  their  respective 
niches,  as  well  as  the  network  industry  as  a  whole. 
They  demonstrate  technology  influence 
and  prowess  beyond  compare. 
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DSL,  ripe  for  a  sale  by  year-end  2002,  as  AT&T  finishes 
its  restructuring. 

AT&Ts  restructuring  doesn’t  automatically  diminish  the 
company  in  the  network  industry.  In  fact,  a  well-executed 
restructuring  should  let  AT&T  focus  more  heavily  on 
serving  the  enterprise,  its  best  bet  for  growth.  And  with  its 
.state-of-the-art  backbone  and  hosting  facilities,  AT&T 
should  remain  a  premier  data  network  service  provider. 

Likewise,  AT&T  Labs,  long  a  center  of  network  tech¬ 
nology  creation,  continues  to  make  strides  for  AT&T’s 
future  with  the  patents  it  earns,  such  as  one  this  year 
on  fraud  management, call-handling  methods.The  lab 
is  currently  working  on  advanced  IP  management, 
network  visualization  and  4G  wireless  streaming,  as 
well  as  voice  command  and  other  consumer-oriented 
gambits. 

FUN  FACT:  AT&T  has  been  working  on  speech-recogni¬ 
tion  technology  since  1929,  when  its  labs  invented  an 
artificial  larynx. 


Stronghold 
on  IT  loyalty 

Even  mighty  Cisco  suffered 
a  brutal  year  of  painful  finan¬ 
cials,  a  major  restructuring 
and  big  layoffs  —  it  shed 
8,000  employees,  or  about  1 1%  of  its  workforce. 

But  the  company  still  inspires  fanatic  loyalty  among 
network  executives.  Readers  named  Cisco  products 
sweeping  winners  in  every  category  in  which  they 
competed  in  our  2001  Best  Products  survey  (www.nw 
fusion.com,  DocFinder:  7333).  And  readers  who  partici¬ 
pated  in  our  annual  Powerometer  poll  consider  it 
more  powerful  than  any  other  vendor  in  the  industry 
but  Microsoft  (see  story, page  12). 

Still,  Cisco  faces  big  challenges.  It  must  convert 
itself  from  a  New  Economy  technology  buyer  to  an 
Old  World-style  research-and-development  incubator. 
No  longer  can  it  acquire  handfuls  of  start-ups  to  see 
which  ones  pan  out.  (This  year  Cisco  introduced  an 
IP  storage  router  that  came  from  its  $450  million  buy¬ 
out  of  NuSpeed  Internet  Systems  in  July  2000,  while 
lack  of  demand  led  it  to  kill  an  optical  Internet 
router  picked  up  in  its  $500  million  acquisition  of 
Monterey  Networks  in  August  1999.)  In  2001,  Cisco 
bought  only  two  companies:  Allegro  Systems,  for 
VPN  acceleration  technology,  and  AuroraNetics, 
for  10  Gigabit  chip  designs.  In  2000,  it  bought  1 1 
companies. 

Nevertheless,  $18  billion  in  cash  is  a  thick  cushion 
for  restructuring  into  1 1  technology  business  units. 

Tliat  cash  also  earns  Cisco  enough  interest  to  pad  rev¬ 
enue,  getting  Wall  Street  off  its  back  while  it  builds 
R&D  experience. 

To  that  end,  Cisco  is  racing  after  a  boatload  of  emerg¬ 
ing  markets:  telephony;  Gigabit  Ethernet  in  the  enter¬ 
prise;  IP  storage;  lOG  Ethernet  in  the  metropolitan-area 
network/WAN;and  wireless  LANs.  Beyond  these,  it  has 
been  tinkering  with  content  networking,  and  more  re¬ 
cently,  disaster  recovery. 

Cisco  also  boosts  its  product  power  with  frenetic 
slandards-related  activity.  Nary  a  consortium  exists 
without  Cisco's  membership,  be  it  the  Optical  Inter¬ 
networking  Forum  or  the  Storage  Networking  Industry 
Assi.-.-iation.And  Cisco  retains  its  influence  at  the 
Internet  FjigineeringTask  Force:  Cisco  Fellow  Fred 
Baker  this  year  handed  over  his  longtime  position  as 
captain  of  the  IETF  to  another  Cisco  engineer,  Harald 
Aivestrand. 


FUN  FACT:  Cisco,  founded  in  1984  by  two  Stanford 
University  professors,  now  has  a  chairman,  John 
Morgridge,  who  teaches  part  time  at  Stanford's  School 
of  Business. 


Dell: 

Master  of 
commodities 

Dell  continues  to  reach 
beyond  its  traditional  PC  mar- 
ket.This  year,  it  upped  the 
ante  of  its  network  business 
by  adding  low-cost  switching  to  its  successful  repertoire 
of  servers  and  storage  products. 

When  Dell  moves,  the  industry  takes  notice.  Its  game 
plan  is  simple  and  effective.  Rather  than  developing 
new  technology  as  IBM  does  and  Cisco  wants  to  do, 
Dell  sells  lower-cost  commodity  products  and  then 
inches  its  customers  up  to  higher-margin  items  such  as 
storage  and  services.  Case  in  point:  In  June,  Dell  part¬ 
nered  with  Inktomi  to  create  a  Web  caching  device  us¬ 
ing  Inktomi  software  and  a  pair  of  Dell  servers. Voila! 

An  instant  higher-margin  device  for  PC  customers,  with 
hardly  a  penny  spent  on  R&D. 

Storage  remains  among  Dell’s  strongholds. This  year 
it  moved  its  storage  lines  beyond  Windows  and  into 
Solaris  shops,  and  it  revamped  its  popular  PowerVault 
network-attached  storage  (NAS)  line.  It  then  signed  a 
multibillion-dollar  deal  to  private  label  EMC’s  lower- 
end  NAS  product,  Clariion. 

In  May,  it  cut  desktop  prices  10%,  launching  an  old- 
fashioned  PC  price  war  against  Compaq  and  Hewlett- 
Packard. This  move  typifies  Dell’s  strategy  as  the  No.  1 
seller  of  PCs.  At  the  same  time,  the  company  scruti¬ 
nized  the  bottom  line.  After  Wall  Street  analysts  skew¬ 
ered  Dell  for  missing  earnings-per-share  expectations  by 
1  cent  in  January  the  company  was  determined  to  meet 
its  plan. To  do  so  it  had  two  rounds  of  layoffs,  cutting 
1,700  employees  in  January  and  another  4,000  in  May, 
and  revised  its  expectations  downward. 

FUN  FACT:  In  the  first  quarter  of  2001,  Dell  shipped  the 
most  servers  worldwide,  unseating  long-standing  No. 

I  market  share  leader  Compaq,  according  to  IDC. 


EMC: 

Storage  star 

Although  suffering  from  the 
sluggish  economy,  EMC  used 
2001  to  attack  the  midrange, 
step  into  open  systems  and 
engage  high-profile  —  perhaps 
brilliant  —  partnerships. 

EMC  started  the  year  by  releasing  a  new 
Clariion  line  that  took  on  lower-end  NAS 
vendors.  In  February,  EMC  released  multiven¬ 
dor  storage  management  software,  ESN 
Manager,  for  the  first  time  acknowledging 
others’  hardware  and  taking  a  major  step 
toward  open  systems.  In  May,  EMC  partnered 
with  then  undisputed  leader  in  the  optical 
market.  Nortel,  to  create  optically  networked 
storage  systems. 

In  September,  EMC  hit  Compaq  and  Dell 
where  they  live  by  launching  a  midrange 
Symmetrix  box.  Not  long  after  that,  it 
shocked  the  storage  world  by  partnering 


with  those  rivals.  Dell  will  once 
again  resell  EMC  products  and 
market  Clariion  under  its  own 
label. This  revives  the  reseller 

agreement  of  two  years  ago,  before  Dell  slapped  EMC  in 
the  face  and  went  solo  in  storage.  Compaq  and  EMC 
will  cross-license  each  other’s  APIs  in  a  move  that  sends 
EMC  even  farther  down  the  open  systems  road. 

To  offset  effects  of  the  sluggish  economy  and  seri¬ 
ously  reduce  net  income,  EMC  went  on  a  cost-control 
diet  in  which  it  shed  2,400  employees,  or  4%  of  its 
workforce,  and  reorganized  into  three  business  units. 
The  stock  price  of  this  one-time  Wall  Street  darling 
dove  from  the  $70s  in  January  to  the  mid-teens  at  year- 
end.  Still,  EMC  controls  a  market  that  will  boom  once  IT 
departments  start  spending  again. 

FUN  FACT:  EMC  sponsors  the  EMC  World  Cup,  the  only 
team  competition  in  the  four-tournament  PGA  World 
Golf  Championships. 


More  online! 


Read  the  latest  news  and  get  more 
background  information  on  these 
10  companies. 

DocRnder  7358 


Shining 
products 
and 

financials 

IBM,  the  perennial  power¬ 
house,  often  shined  brightly  in 

this  otherwise  dusky  year. Throughout  2001,  the  vendor 
extended  the  breadth  of  its  technology,  pressured  its 
competitors  and  made  money 

Its  massive  R&D  labs  produced  several  creative  prod¬ 
ucts  this  year,  such  as  the  “pixie  dust”  hard  drives 
launched  in  November.  Based  on  atomic-sized  storage 
media  that  IBM  scientists  had  been  working  on  since 
1990,  pixie  dust  is  said  to  quadruple  disk  drive  density 
Then  there’s  the  eLiza  Project,  IBM’s  efforts  to  imbue  its 
servers  and  software  with  self-healing,  self-managing 
properties.  IBM  used  this  self-healing  technology  to  at¬ 
tack  Sun  in  October  with  the  wirelessly  managed, self- 
healing  eServer  p610,starting  around  $7,500.  IBM  claims 
the  server  is  faster,  more  energy-efficient  and  less  expen¬ 
sive  than  the  comparable  Sun  Fire  280R,  introduced  in 
September  at  $10,000  and  up. The  p610  employs  new 
high-performance  dual-chip  technology  and  may  be  able 
to  lower  costs  of  per-processor  software  licensing  fees  by 
performing  well  with  fewer  chips.  IBM^initiated  price 
wars  with  Sun  on  other  products  this  year,  too.  It  priced 
its  four-way  eServer  p660  starting  at  $93,000  when  the 
comparable  Sun  Fire  3800  costs  about  $175,000  and  up. 

IBM  also  focused  on  Linux,  making  it  an  option  on 
almost  all  midrange  or  low-end  boxes,  introducing 
Linux  clustering  software  and  donating  a  $40  million 
development  platform  tool  to  a  Linux  advocacy  group. 

Voice  over  IP  was  also  a  thrust.  In  October,  IBM  part¬ 
nered  with  Nortel  to  sell  hardware  and  software  for  con¬ 
verged  networks,  and  with  Cisco  to  create 
and  sell  turnkey  IP  PBX  systems. 

True  to  its  nickname.  Big  Blue  stood  out 
for  its  financials.  Although  sales  were  down 
from  last  year  for  most  of  its  units,  IBM  met 
or  beat  expectations  throughout  the  year. 
Even  its  layoffs  hardly  qualify  as  a  workforce 
reduction.This  year,  IBM  ditched  1,000 
Global  Services  workers,  183  Lotus  employ¬ 
ees  and  about  250  Tivoli  employees  from  a 
total  workforce  of  316,000  in  2000. 


FUN  FACT:  IBM  employs  five  Nobel  Prize 
winners  at  its  research  labs. 

See  10  Companies,  page  10 


Free  IPSec  VPN  SEMINARS 

CHICAGO  Jan  29  RTP 

DALLAS  Jan  30  WASHINGTON 

SANTA  CLARA  Jan  31  BOSTON 


Feb  5 
Feb  6 
Feb  7 


A  seminar  for  developers  and  service  providers.  Learn  about  the  evolution  of  VPN  technology, 
principles  and  components  behind  IPSec,  applications  and  performance  of  VPNs,  VPN  test 
issues  and  strategy,  case  studies,  and  LIVE  tests. 


PerformaneeX. 


For  more  info  and  to  register:  email  vpn@spirentcom.com  and/or 

www.spirentcom.com/vpn 
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10  Companies,  continued  from  page  8 

Microsoft: 

Nonstick 
vendor 

Not  even  an  antitrust  case 
can  keep  Microsoft  from 
industry  power.  By  the  end 
of  2001,  Microsoft  clearly 
came  out  the  winner  of  the  governments  historic 
antitru.st  case  —  despite  officially  losing. The  restric¬ 
tions  imposed  amounted  to  a  slap  on  the  wrist,  al¬ 
though  long-term  implications  are  uncertain. The  im¬ 
mediate  downside  is  that  because  the  states  have  not 
wrapped  up  their  complaints,  this  suit  will  remain  a 
drag  on  Microsoft’s  attention  and  coffers  into  2002. 

Legal  goings-on  haven’t  diminished  Microsoft  in 
users’  eyes.  Readers  who  participated  in  our  annual 
R)werometer  poll  named  it  the  industry’s  most  power¬ 
ful  company  in  2001  (see  story,  page  12). 

Microsoft  remains  as  arrogant  as  ever,  too.  In  May,  it 
angered  corporate  cu.stomers  worldwide  with  new, 
confusing  and  costly  licensing  schemes.  Microsoft 
extended  the  deadlines  for  adoption  when  users 
balked,  but  it  plans  to  march  ahead  anyway. 

And  it  carried  on  its  tradition  of  dressing  up  stan¬ 
dards  in  proprietary  code.  Microsoft’s  Web  services 
tools  use  the  company’s  C*  language  and  .Net  frame¬ 
work,  while  all  other  Web  services  products  rely  on 
Sun’s  open  Java  language  and  Java  2  Platform  Enter¬ 
prise  Edition  (J2EE)  framework. 

The  antitrust  case  didn’t  even  deter  Microsoft  from 
bundling  new  features  into  its  products.  Even  as  it  was 
awaiting  word  on  punishment  in  October,  it  announced 
plans  to  bundle  collaboration  features  into  Windows 
.Net  Server,  perhaps  damaging  the  emerging  collabora¬ 
tion  market  in  the  process. 

Microsoft  stands  alone  as  the  industry’s  hardiest  em¬ 
ployer  this  year.  It  completed  the  year  without  a  layoff. 

FUN  FACT:  A  Popular  Mechanics  story  inspired  Paul 
Allen  and  Bill  Gates  in  1975  to  create  the  BASIC  com¬ 
puter  language  that  ujould  spawn  the  mighty  Microsoft. 


Network 
Associates: 

Antivirus 
voltage 

Computer  safety  has  long 
been  in  the  thoughts  of  net¬ 
work  executives,  and  viruses 
among  the  most  worrisome  aspect.  Network 
A.ssociates  dominates  the  all-important  area  of  corpo¬ 
rate  antivirus  software,  controlling  34%  of  the  market, 
according  to  IDC. 

This  year,  Network  Associates  extended  its  antivirus 
breadth  by  imbuing  McAfee  products  with  protection 
from  Zombie  code;  shipping  the  e500,a  speedy  anti¬ 
virus  gateway  appliance;  and  launching  ePblicy  Or- 
c:hestrator  2.5,  a  management  console  that  processes 
virus-detection  alerts  from  McAfee  and  Norton  Anti- 
Virus  from  archrival  Symantec. The  company  also  con¬ 
trols  75%  of  the  emerging  managed  antivirus  services 
market,  IDC  says. 

Add  to  that  the  outright  dominance  of  its  Sniffer  prod- 
ui  t  line,  and  Network  Associates  emerges  as  a  power¬ 
house  in  critical  areas  of  network  management. 

Nt'twork  Associates’  R&D  labs  —  McAfee’s  Anti-Virus 
Emergency  Response  Team  and  the  NAI  Labs  —  have 


placed  it  among  the  most  respected  authorities  on  secu¬ 
rity,  too.  Its  labs  helped  it  add  two  key  patents  in  2001  for 
technologies  that  ease  corporate  software  management 
and  update  software  over  the  Internet. 

In  August,  Network  Associates  elbowed  into  the  emerg¬ 
ing  anti-distributed  denial-of-service  (DoS)  market  by 
announcing  it  would  collaborate  with  three  start-ups  to 
help  create  end-to-end  protection. This  after  it  was  the 
target  of  a  distributed  DoS  attack  in  February. 

Another  coup  was  the  creation  of  a  more  secure  ver¬ 
sion  of  Linux  with  the  National  Security  Agency 

Still,  Network  Associates  has  shouldered  ongoing,  al¬ 
beit  improving,  financial  woes  that  led  it  to  kill  its  strug¬ 
gling  PGP  firewall  and  encryption  unit  in  October  and 
to  reshuffle  its  management  team  in  December. 

FUN  FACT:  CEO  George  Samenuk  played  football  for 
Brown  University. 


Oracle: 

Database, 
app  power 

In  2001  Oracle  wobbled  on 
the  power  tightrope,  but  safely 
crossed  to  the  other  side.  While 
market  researchers  quibble  on 

the  exact  numbers,  most  concur  that  Oracle’s  lead  over 
No.  2  IBM  in  the  Unix  database  market  lessened  this  year. 
The  reasons  are  many:  IBM’s  purchase  of  Informix,  the  dif¬ 
ficulty  in  doing  business  with  a  company  as  arrogant  as 
Oracle,  high  prices,  a  fallout  in  Oracle’s  2000  core  growth 
markets  (dot-com  and  ASP)  and  —  critically  important 
—  Oracle’s  hands-off  policy  on  its  applications. 

But  competition  can  be  a  source  of  strength,  and  so 
it  was  for  Oracle. The  software  maker  showed  the  sense 
to  shift  its  weight  on  several  core  issues.  In  June,  Oracle 
met  IBM’s  price-war  challenge  and  dropped  its  contro¬ 
versial  capacity-based  pricing  scheme  for  a  more  con¬ 
ventional  processor-based  one.  Oracle  claims  such 
licensing  makes  9i  more  affordable  than  DB2,and 
drops  prices  for  its  customers  by  as  much  as  18%. 

In  August,  Oracle  promised  to  publish  the  APIs  to  its 
1 1  i  E-Business  suite.  Customers  have  long  pressured 
Oracle  to  open  its  applications,  and  in  this  case  they  got 
help  from  a  class-action  lawsuit  filed  in  March  on 
behalf  of  investors.The  suit  claims  Oracle  released  1  li 
knowing  it  had  major  flaws. 

Users  hail  any  move  that  opens  the  Oracle  APIs, 
which  have  been  glued  shut.  But  the  company  has  cer¬ 
tainly  not  yet  rescinded  its  position  that  customers  use 
it  as  a  single  source. 

FUN  FACT:  Oracle’s  initial  funding  was  $2,000,  all 
from  founders'  pockets. 


Sun:  Beefy 


plus  Java 

When  most  companies 
reach  the  size  and  power  of 
Sun,  they  become  the  Estab- 
lishment.Yet.Sun.the  top 
seller  of  Unix  servers  and  operating  systems,  continues  to 
act  the  rebel,  constantly  pursuing  so-called  disruptive 
technologies.Think  of  all  that  Java  has  become. 

In  2001,  Java  grew  beyond  a  straightforward  attack  on 
Microsoft’s  operating  system  dominance  into  a  de  facto 
.standard  for  Web  services.  Vendors  such  as  BEA  Systems, 
IBM  and  Oracle  have  licensed  J2EE  for  building  their 


Web  services  development  tools. 

That  leaves  Microsoft’s  .Net  sup¬ 
ported  only  in  Redmond, Wash. 

Yet  sometimes  Sun  is  so  focused 
on  trumping  a  rival  that  it  loses  track  of  the  areas  in 
which  it  already  dominates.  Sun  continually  rolls  out 
faster  scalable  processor  architecture  (SPARC)  chips  for 
servers  but  has  let  its  creativity  lag.  Analysts  contend 
that  it  has  fallen  behind  competitors  such  as  IBM  on 
CPU  performance.  IBM’s  price-war  tactics  this  year  also 
hit  Sun  in  its  sweet  spot  —  higher-margin  servers. This 
occurred  on  top  of  the  pains  of  watching  one  of  its 
major  customer  markets,  telecom,  implode.  Sun  joined 
the  ranks  of  the  layoff  lords  in  August  when  it 
announced  it  would  cut  300  jobs  —  although  a  pit¬ 
tance  of  its  nearly  44,000-employee  workforce. 

This  year  it  again  set  its  sights  on  usurping  the  mid¬ 
range  Wintel  market  by  introducing  theV880  SPARC  serv¬ 
er.  Priced  to  compete  with  Dell’s  64-bit  servers,  in  most 
configurations  it  is  still  more  expensive. This  is  not  the 
best  way  to  tackle  a  market  known  for  its  cost-conscious¬ 
ness.  Still, Sun  never  plays  the  ostrich.  It  has  always  con¬ 
sciously  decided  it  would  rather  own  the  high  end  than 
the  low,  and  has  so  far  executed  according  to  plan. 

FUN  FACT:  Disney  used  more  than  100  Sun  Enterprise 
4000  servers  to  create  “Toy  Story,” the  first  fully  com¬ 
puter-generated  feature  film. 


Verizon: 

Telecom 
steamroller 

Clearly  the  New  York  finan¬ 
cial  markets  can’t  operate 
without  communications,  and 
that  means  Verizon.That  alone 
would  be  enough  to  name  a  network  company  among 
the  nation’s  most  powerful.  But  keeping  the  markets 
online  is  only  a  tiny  portion  of  its  influence.  Its  newfound 
stature  in  long-distance,  coupled  with  massive  wireless 
and  consumer  telephone  share,ensure  its  power. 

Verizon,  the  nation’s  largest  RBOC,  gained  approval  in 
2001  to  operate  long-distance  services  in  yet  another 
state  in  its  region,  Pennsylvania,  bringing  the  total  to 
four  with  Connecticut,  Massachusetts  and  New  York.  It 
offers  long-distance  in  nearly  all  of  its  coverage  area  — 
40  states  so  far  —  able  to  compete  in^those  areas 
where  it  is  not  considered  the  incumbent  local  carrier 
through  the  former  GTE  territories.  It  expects  to  nab 
approval  for  New  Jersey  and  Washington,  DC.,  in  less 
than  two  years. 

Verizon  dominates  in  wireless,  too.  It  claims  27  million 
wireless  voice  and  data  customers,  and  availability  in  96 
of  the  top  100  U.S.  markets.That  base  will  likely  grow  fol¬ 
lowing  the  Federal  Communications  Commission’s 
November  decision  to  relax  and  ultimately  drop  the 
cap  for  the  amount  of  spread  spectrum  one  carrier  can 
dominate. Verizon  could  acquire  competitors  or  their 
spectrum  licenses  in  high-margin  populated  areas. 

While  most  of  the  telecom  industry  struggles  from  an 
economic  kick  in  the  stomach,Verizon  continues  to 
operate  profitably,  although  it  also  has  felt  effects.  In 
February  it  announced  that  it  would  trim  6,000  jobs,  pri¬ 
marily  through  attrition,  and  cut  the  equivalent  of  anoth¬ 
er  4,000  jobs  by  eliminating  overtime  and  contract  work. 
In  March  it  reorganized  its  wireless  unit,  cutting  800  jobs 
and  postponing  a  planned  IPO  until  next  year. 

FUN  FACT:  Verizon  set  aside  $70  million  for  philan¬ 
thropy  in  2001,  as  one  of  the  top  10  U.S.  corporate 
foundations. 


THE  BOOK  OF  @  BUSINESS 


GROWTH. 


HOW  WILL  YOUR  INFRASTRUCTURE 

HANDLE  IT? 


Infrastructure  a  tad  skimpy? 
Our  free  Web  seminar  can  fix  that. 


Is  your  infrastructure  scalable?  Which  application  architec¬ 
tures  are  the  most  flexible?  Does  your  hardware  maximize 
performance?  Before  you  answer,  consider  that  a  recent 
study  revealed  that  a  majority  of  Web  apps  and  servers 
I’ailed  to  scale  when  tested  at  their  projected  capacity. 

Fortunately,  IBM  and  its  Business  Partners  can  help. 
IBM  offers  a  wide  range  of  complete  and  comprehensive 
solutions  to  enhance  the  performance  and  scalability  of 
your  mission-critical  e-business  infrastructures. 

Resources  such  as  IBM  Global  Services  help  identify 
and  eliminate  compromising  infrastructure  issues  that 
could  limit  performance.  Software  like  IBM  WebSphere® 
provides  a  platform  for  deploying  multiple  apps  at  once. 


And  hardware  like  IBM@server  with  Capacity  on  Demand 
delivers  instant  growth  at  the  touch  of  a  button. 

To  learn  more  about  scalability,  including  mission- 
critical  e-business,  performance  strategies,  the  impact 
of  Java™  and  Linuxf  plus  trends  and  recommendations, 
click  into  our  Web  seminar.  It’s  absolutely  free— just 
take  a  few  seconds  and  register  online. 

This  30-minute  co-production  by  ITworld.com  and 
IBM  will  bring  you  up-to-date  information  on  the  people, 
hardware  and  software  that  can  help  you  plan  for  every¬ 
thing  your  system  may  require,  including  the  unexpected. 
It’s  what  you  need  to  know  to  keep  your  infrastructure 
reliable,  scalable  and  —  oh,  yeah  —  looking  good. 


REGISTER  NOW  FOR  A  FREE  SCALABILITY  WEB  SEMINAR. 


^  ibm.com/e-business/scale  ^  1 800  IBM  7080,  ask  for  Scale 
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Company  Power 


Microsoft  edges  out  Cisco  for  the  top  spo 
of  the  most  powerful  network  companies. 


OSes 


What  one  hand  giveth,the  other  taketh  away. 

Ciscos  perch  atop  our  annual  Powerometer 
ranking  of  most  powerful  network  companies 
was  short-lived.  After  handing  the  title  to  the 
router  king  for  the  first  time  last  year,  the  250  Network  World 
readers  polled  for  this  sixth  annual  survey  restored  the 


BY  JULIE  BORT 


honor  to  its  near-perennial  holder,  Microsoft. 


But  the  match  was  so  close  that  if  our  survey  were  a  football  game,  Microsoft’s  finish  would 
have  been  the  Hail  Mary  play  of  the  week.The  software  maker  scored  77.2  compared  to  Cisco’s 
77  —  practically  a  tie.Yet  even  a  virtual  tie  represents  a  significant  loss  of  face  for  Cisco  among 
users,  while  Microsoft’s  power  remains  steady.  Last  year,  Cisco  earned  a  Fbwerometer  score  of 
8 1.5,  compared  with  Microsoft’s  77.5. 

The  change  illustrates  how  Cisco,  one  of  the  emblems  of  the  New  Economy  (in  its 
peak  and  crash)  is  no  longer  viewed  as  invincible.While  respondents  acknowledged 
Cisco’s  weakened  state  in  2001,  they  said  it  will  rebound:  52%  predict  the  company’s 
power  will  rise  in  2002. 

Up-and-comers  such  as  Alcatel  are  quickly  slipping  into  the  space  created  by 
Cisco’s  power  reduction. True,  Alcatel  and  Cisco  aren’t  in  the  same  league  —  Alcatel 
only  ranked  22  out  of  25.  But  its  almost  9%  year-to-year  increase  was  the  biggest  per¬ 
centage  jump  on  the  survey. 

Among  telecom  providers,  AT&T  landed  first,  at  No.  8,  down  two  notches  from  last 
year.  Clearly,  the  carrier  faces  many  challenges,  including  its  inability  to  stop  incum¬ 
bent  local  exchange  carriers  from  gaining  long-distance  nods.  Verizon,  understand¬ 
ably,  is  gobbling  up  influence  faster  than  a  shark  in  a  feeding  frenzy.  Its  long-distance 
wins,  charismatic  leaders  and  enormous  wireless  reach  helped  it  earn  the  survey’s 
biggest  leap  in  rank,  a  six-spot  gain  to  No.  12.  (CEO  Ivan  Seidenberg  made  a  huge  leap 
up  the  CEO  Powerometer  ranks,  too.  See  story,  page  46.)  BellSouth  also  jumped  the  ranks 
—  up  four  spots  to  No.  18  —  in  part  because  of  its  relative  stability  during  these  rocky  tele¬ 
com  times  (still  in  the  black), and  also  from  the  noise  it’s  making  about  long-distance, although 
it  has  yet  to  win  any  regulatory  approvals. 

But  long-distance  isn’t  enough.  SBC  Communications,  which  offers  long-distance  in  Texas, 
Oklahoma  and  Kansas,  still  slid  five  spots.  Huge  layoffs  and  the  foundering,  once-hyped  DSL 
buildout.  Project  Pronto,  contributed  to  its  shrunken  stature. 

Also  understandably,  telecom  equipment  manufacturers  tanked.  Lucent,  constantly  trou¬ 
bled  this  year,  lost  the  most  influence.  A  20%  drop  in  its  score  sunk  it  14  spots  to  No.  23. 
Nortel  lost  11%,  dropping  four  spots  to  No.  14. 

But  do-it-all  hardware/software  giants  IBM  and  Hewlett-Packard  fared  well.  IBM  in  par¬ 
ticular  rushed  for  big  yardage.  On  the  strength  of  its  technology,  IBM  scampered  up  four 
spots  to  No.  4.  Recently,  readers  named  its  WebSphere  servers,  collocation  facilities  and 
network-attached  storage  products  best  in  class  (www.nwfusion.com,  DocFinder: 
7339).  And  HP  climbed  to  No. 9  from  No.  1 1 .  Besting  both  in  gain  is  Network  Associates, 
leaping  six  spots  to  No.  10  on  its  strength  in  the  white-hot  security  market. 

Overall,  despite  the  troubled  economy,  seven  of  the  25  Powerometer  vendors  gained 
power  in  2001.  ■ 
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ometer  2001: 


/vhile  Cisco's  rating  drops  a  big  4.5  points  in  our  annual  reader  survey 


THE  MOST  POWERFUL  COMPANIES 

Using  a  mean  scale  of  1  to  1 00.  250  Network  World  readers 
ranked  Cisco  and  Microsoft  in  a  virtual  power  tie.  They  also 
considerably  upped  the  power  status  of  IBM,  Network 
Associates  and  Verizon,  and  tanked  Lucent. 


2001 

Rank 

1 

Company 

Microsoft 

2001 

Power 

Rating 

77.2 

2000 

Power 

Rating 

77.5 

Change 

0% 

2000 

Rank 

2 

2 

Cisco 

77.0 

81.5 

-6% 

1 

3 

Intel 

70.6 

74.6 

-5% 

3 

4 

IBM 

68.3 

64.3 

6% 

8 

5 

Oracle 

64.1 

68.5 

-6% 

4 

6 

Sun 

62.7 

67.2 

-7% 

5 

7 

Dell 

61.8 

64.5 

-4% 

7 

8 

AT&T 

61.5 

65.1 

-6% 

6 

9 

Hewlett-Packard 

60.9 

63.0 

-3% 

1 1 

10 

Network  Associates 

57.0 

56.2 

1% 

16 

11 

EMC1 

56.7 

N/A 

N/A 

N/A 

12 

Verizon 

56.6 

54.2 

4% 

18 

13 

3Com 

56.0 

62,6 

-11% 

12 

14 

Nortel 

56.0 

63.2 

-11% 

10 

15 

Sprint 

55.6 

57.1 

-3% 

15 

16 

WorldCom 

55.6 

60.2 

-8% 

13 

17 

Compaq 

54.8 

56.0 

-2% 

17 

18 

BellSouth 

54.3 

50.3 

8% 

22 

19 

SBC 

54.1 

59.3 

-9% 

14 

20 

SAP 

54.0 

53.1 

2% 

20 

21 

Qwest 

53.5 

54.2 

-1% 

19 

22 

Alcatel 

53.0 

48.7 

9% 

23 

23 

Lucent 

51.2 

64.1 

-20% 

9 

24 

Computer  Associates 

50.9 

51.2 

-1% 

21 

25 

Novell 

50.0 

47.4 

6% 

24 

'  Not  on  last  year's  list. 


PACKING  ON  THE  POWER 

Only  7  companies  gained  power  in  2001 ,  respondents  said 
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2000 


2001 

Rank 

22 

Company 

Alcatel 

Power 

Rating 

53.0 

Power 

Rating 

48.7 

Gain 

9% 

2000 

Rank 

23 

18 

BellSouth 

54.3 

50.3 

8% 

22 

4 

IBM 

68.3 

64.3 

6% 

8 

25 

Novell 

50.0 

47.4 

6% 

24 

12 

Verizon 

56.6 

54.2 

4% 

18 

20 

SAP 

54.0 

53.1 

2% 

20 

10 

Network  Associates 

57.0 

56.2 

1% 

16 

POWER  ORAIN 

While  respondents  lowered  the  scores  of  1 7  out  of  25  companies 
from  2000  to  2001 ,  they  only  reduced  the  ranks  of  these  1 0  by 


5%  or  more. 

2001 

2000 

2001 

Power 

Power 

2000 

Rank 

Company 

Rating 

Rating 

Loss 

Rank 

23 

Lucent 

51.2 

64.1 

-20% 

9 

14 

Nortel 

56.0 

63.2 

-11% 

10 

13 

3Com 

56.0 

62.6 

-11% 

12 

19 

SBC 

54.1 

59.3 

-9% 

14 

16 

WorldCom 

55.6 

60.2 

-8% 

13 

6 

Sun 

62.7 

67.2 

-7% 

5 

5 

Oracle 

64.1 

68.5 

-6% 

4 

8 

AT&T 

61.5 

65.1 

-6% 

6 

2 

Cisco 

77.0 

81.5 

-6% 

1 

3 

Intel 

70.6 

74.6 

-5% 

3 
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More  online! 

Go  to  the  Power  portal  for  additional  survey  results. 
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POWER  IN  FLUX  Here's  a  look  at  the  expectations  survey  respondents  have  of  how  various  network  companies  will  fare  in  the 
year  ahead. 


Cisco  to  recover 

Slightly  more  than  half  of 
respondents  expect  Cisco  to 
bounce  back  from  its  lousy  year. 


%  of  respondents  who  said 
Cisco's  power  wouid: 


Increase 

52% 


Decrease 

11.2% 


Don't  know 

3.2% 


IRM  to  remain  influential 

Few  respondents  expect  IBM 
to  fumble  away  its  large 
influence. 


%  of  respondents  who  said 
IBM's  power  would: 


Increase 

42.8% 


Don’t 

know 

4.4% 


Decrease 

6.4% 


Stay  the  same  46.4% 


Novell  to  dwindle  further 

Despite  a  slight  increase  in  score 
this  year,  almost  half  of  respon¬ 
dents  see  Novell's  stature 
sinking. 


%  of  respondents  who  said 
Novell's  power  would; 


Increase 

17.6% 


Decrease 

47.6% 


Don’t 
know 

9.2%  Stay  the  same  25.6% 


Alcatel  to  be  tested 

Alcatel  hasn’t  yet  convinced 
respondents  that  it  can  break 
into  the  big  power  leagues. 


%  of  respondents  who  said 
Alcatel's  power  would: 


Increase 

16.4% 


Decrease 

6.4% 


Don't 

know 

58.4% 


Stay  the  same  18. 


tell  us  wli£ 
has  clout 

In  our  annual  survey, 
250  readers  rank 
the  power  of  25 
network  vendors 
and  their  CEOs. 

this  phone  survey, 
conducted  for  Net¬ 
work  World  by  Re¬ 
search  Concepts  in 
Berlin,  Mass.,  250 
readers  ranked  a  vendor’s 
and  CEO’s  power  on  a  scale  of 
1  to  100,  with  100  equaling 
most  powerful  (see  story, 
page  46,  for  CEO  rankings). 
Research  Concepts  then  cal¬ 
culated  the  mean  average, 
and  we  compared  those 
averages  against  last  year’s. 
To  chart  historical  perfor¬ 
mance,  we  use  the  same  list 
of  25  vendors  annually,  until  a 
vendor  is  acquired,  goes  out 
of  business  or  is  otherwise 
not  an  appropriate  choice. 

We  removed  Cabletron  this 
year  because  it  spilt  into  four 
companies.  This  opened  a 
slot  for  EMC,  an  editors’ 
choice  for  our  annual  10  most 
powerful  companies  in  net¬ 
working  list  for  two  years 
running  (see  story,  page  7). 

We  queried  readers  from 
more  than  a  dozen  indus¬ 
tries,  from  aerospace  tp  util¬ 
ities.  Readers  from  the  man¬ 
ufacturing,  government  and 
finance  sectors  contributed 
most  —  but  still  less  than 
half  —  of  the  total  responses. 
All  respondents  worked  for 
companies  with  more  than 
1,000  employees  and  almost 
40%  worked  for  global  firms 
that  employ  more  than  20,000 
people.  (Demographic  details 
are  available  on  the  Power 
portal,  at  www.nwfusion.com 
/power2001,  DocFinder:  7325.) 

—  Julie  Bort 


...  especially  in  business  communications. 
That's  the  NEC  Corporate  Networks 
Group  promise:  communications  without 
compromise.  Greater  choices.  More 
capability.  Technology  with  an  open  future 
—  yours.  For  converged  enterprise  voice/ 


data  networks  to  flexible  small  business 


telephone  systems  to  virtually  everything 


in  between  —  step  up  to  NEC's 


Family  of  Communications  Systems. 

Where  reliability  across  every  resource  — 
people,  products  and  applications  — 
keeps  you  a  step  ahead. 


Where^others  seellimits,  we  see  solutions. 


^  / 

itrftuti  compromise.' 


communication 


1 


www.cng.nec.com 
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A  look  into  emerging  technologies  that 
promise  to  empower  the  enterprise. 

•  GLOBAL  EMPOWERMENT 
8«4»  story  this  pegs. 

•  TAKE  A  SIP  Page  21. 

•  imE  PO WER  OF  MOBILITY  P^o  2A. 
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Web  globalization  promises  powerful  new 
business  opportunities  for  companies  that  cari  f’ 
effectively  handle  infrastructure  updates,  content 
management  and  language  barriers. 


Like  many  corporations,  Canada’s  Scotiabank  has  global  aspira¬ 
tions.  And,  naturally,  it  has  turned  to  the  Web  for  the  power  to 
meet  those  goals. 

Scotiabank  has  consumer  and  business-to-  Language  is  the  most  obvious  hurdle.  Makers 

business  Web  sites  in  50  countries,  several  of  content  management  system  (CMS)  software 

e-commerce  services,  and  a  1-year-old  sub-  —  a  staple  for  many  Web  operations  —  have 

sidiary,  e-Scotia,  to  drive  further  into  only  begun  to  add  translation  features.  Corpor- 

e-commerce.  “Our  vision  is  to  be  the  ations  that  have  long  since  built  out  Web  sites  in 
conduit  for  many  e-commerce  needs,  other  countries  already  had  to  make  their  sup- 
not  just  banking,  on  a  global  port  choices.  They  let  each  locale  maintain  its 

scale,”  says  Albert  Wahbe,  who  own  Web  site  with  oversight  from  central  IT,  or 

orchestrated  Scotiabank’s  e-busi-  they  maintain  a  centralized,  English-only  site 
\  ness  initiatives  and  conceptual-  that  they  update  and  disseminate.  Scotiabank 
\  ized  the  e-Scotia  plan  while  he  keeps  a  front  end  of  marketing  and  other  non- 

i  was  CIO.  The  bank  has  largely  transactional  material  that  is  replicated  to  all 

I  achieved  that  goal  under  sites.  Each  site  prepares  content  updates,  which 

I  Wahbe,  who  is  now  executive  a  team  in  Toronto  inspects  for  consistent  brand- 

/  vice  president  of  electronic  ing  and  messaging.  Pre-Web  back-end  customer- 

/  banking  at  Scotiabank  and  CEO  transaction  systems  remain  housed  in  and  specif- 
of  e-Scotia.  Its  online  businesses  ic  to  each  country,  Wahbe  says. 

/  and  international  reach  have  Other  corporations  have  circumvented  the 

y'  helped  Scotiabank  double  revenue  content  quagmire  by  collapsing  far-flung  sys- 

^  from  its  traditional  cash-man^ement  terns  into  one.  That’s  what  Honeywell  Industrial 

business  in  the  past  three  years.  Automation  and  Control  OAQ  group  did  when  v 

But  knowing  the  CEO’s  global  vision  is  it  decided  it  could  best  serve  its  international  ; 

one  thing,  developing  to  it  is  quite  another.  customer  and  employee  bases  by  consolidating 

roughly  17  sites  into  one  domestically  hcKtied-  ; 

Global  goals,  local  ties  site.  The  lAC  group  has  to  provide  customers 

As  they  must  with  any  satellite  Web  site  resid-  with  information  on  service  contracts,  pricing  . 
ing  outside  the  corporate  network,  network  agreements  and  repair  requests.  “There  were  a 
executives  have  to  exert  some  control  over  the  lot  of  inefticiencies  before  we  consolidated,” 
site  and  those  responsible  for  administering  it  says  Paul  Orzeske,  vice  president  of  e-business 
locally.  The  twist  with  globalization  is  the  level  at  Honeywell  lAC  in  Chicago, 
of  cu.stomization  required  in  each  locale.  Previously,  international  sites  and  databases 


Albert  Wahbe.  execu¬ 
tive  vice  president  of 
electronic  banking, 
helped  take  Scotia¬ 
bank  online  and  global, 
-  and  in  the  process  4 
doubled  revenue  in  the 
past  three  years. 
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were  independent,  not  synchronized 
with  the  Honeywell  lAC  network.  Sales 
representatives  fetched  answers  for  cus¬ 
tomers  primarily  by  e-mailing  employees 
who  had  access  to  the  inventory,  pricing, 
contract  or  other  databases.  Those  data¬ 
bases  relied  on  a  variety  of  incompatible 
software  and  platforms. 


Now  lAC’s  international  Web  infra¬ 
structure  resides  in  its  Phoenix  data 
center,  with  one  portal  giving  customers 
and  employees  secure  access  to  the 
data  they  need,  from  wherever  they  are. 
The  data  center  houses  the  myriad  data¬ 
bases,  along  with  10  development  and 
test  servers  and  four  production  servers. 


On  the  other  side  of  the  protected  net¬ 
work  sits  one  production  server  that 
receives  batch  updates  of  customer  and 
product  information  from  the  data  cen¬ 
ter’s  back-end  databases  and  a  CMS 
server,  which  acts  as  a  communications 
interface  between  the  databases  and 
the  public  Web  server. 


Customers  can 
retrieve  answers 
themselves  almost 
instantaneously.  And 
by  letting  customers  and  employees 
access  one  server  that  receives  batch 
updates  from  back-end  databases,  as 
opposed  to  having  them  access  back¬ 
end  systems  with  separate  requests,  lAC 
has  improved  performance  while  han¬ 
dling  more  requests,  Orzeske  says. 


PowerQuest  PowerManage  Suite  provides  IT  professionals  with  a  data 
availability  solution  for  enterprise-wide  Windows®  2000  and  NT®  Servers.  This 
suite  is  a  comprehensive  set  of  products  that  allows  you  to  prevent  storage 
problems  before  they  occur,  minimize  system  downtime  in  the  event  of  a 
problem,  and  reduce  the  overall  cost  of  network  storage  administration. 


PowerQuest  PowerManage  Suite 


includes: 
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PowerQuest  PowerExpert  ST™ 

•  Monitor,  manage  and  enforce  disk  storage  limits  in  real  time  to  maximize 
disk  space 

•  Generate  standard  and  customizable  reports  on  all  major  storage  criteria 

•  Capacity  plan  by  recording  storage  usage  over  time  to  estimate  future 
storage  requirements 


PowerQuest  VoIumeManager™ 

•  Easily  resize,  reconfigure,  check,  format,  delete  and  copy  volume  sets 

•  Reconfigure  and  add  drives  to  your  RAID  storage 

•  Securely  shred  partitions  to  protect  your  valuable  data 


PowerQuest  StorageMonitor™  (included  in  VolumeManager) 

•  View  volume/partition  and  server  information  domain-wide  via  a  web  browser 

•  Receive  automatic  threshold  notification  via  e-mail  or  pager 


Combine  these  products  with  PowerQuest’s  consulting,  training  and  education, 
and  premium  support,  and  it’s  no  wonder  that  77%  of  Fortune  500  companies 
and  over  4  million  satisfied  customers  rely  on  PowerQuest  solutions. 


To  find  out  more  about  PowerQuest  Storage  Management  Solutions, 
or  to  receive  a  FREE  demo  of  PowerQuest’s  PowerManage  Suite,  call  us 
today  at  1-800-379-2566,  or  simply  visit  us  at 
www.powerquest.com/powermanage/nww 


Many  Companies  predict 
storage  problems,  but 


how  many  can 


solve 


them  before  they  occur? 


Documents  without  borders 

Global  e-commerce  managers  have 
learned  that  most  effective  sites  are  pre¬ 
sented  in  local  languages.“ln  order  to 
sell  products  in  some  countries,  you 
have  to  be  perceived  as  a  local  com¬ 
pany,”  says  Tami  Bernier,  manager  of  Web 
technology  at  Redback  Networks. 

The  company  recently  launched  sites 
in  China,  Japan,  South  Korea  and  Taiwan 
that  provide  marketing  and  sales  informa¬ 
tion  in  local  languages.  Redback  relies  on 
a  centralized  Web  operation  whose  infra¬ 
structure  remains  largely  untouched  ex¬ 
cept  for  some  tweaking  of  the  directory 
stmcture  supporting  the  sites. 

That  development  work  was  made  pos¬ 
sible  by  globalization  software.  This  rela¬ 
tively  new  type  of  application  provides 
many  of  the  functions  of  a  CMS  while 
smoothing  the  process  of  Web-page 
translation. Templates  dictate  page  de¬ 
sign,  regardless  of  language,  and  let  peo¬ 
ple  translate  pages  without  touching  the 
format.  The  only  additional  hardware  re¬ 
quired  to  handle  Redback’s  new  sites 
was  one  server.  Instead  of  storing  the 
Web  server  and  content  database  on 
one  machine,  Redback  split  them  onto 
two  to  accommodate  the  rise  in  traffic. 

The  key  to  globalization  software  is  XML, 
which  lets  documents  be  presented  in  a 
standard  format,  regardless  of  origin,  and 
easily  integrated  into  a  Web  site. 

The  same  need  exists  for  English-only 
sites.  At  Honeywell  lAC,data  comes  from 
sources  such  as  enterprise  resource  plan¬ 
ning,  financial  and  manufacturing  applica¬ 
tions  that  are  scattered  around  legacy, 
Unix  and  Windows  NT  systems.  With  a 
CMS  that  can  pull  data  from  those  systems 
and  encapsulate  them  in  XML,  the  incom¬ 
patibility  of  the  underlying  file  format  be¬ 
comes  a  nonissue  when  the  data  is  passed 
into  an  XML-enabled  Web  system. 

Without  globalization  software,  corpo¬ 
rations  can  still  create  international  Web 
sites  with  little  disturbance  to  the  exist¬ 
ing  infrastructure.  Companies  that  want 
to  add  international  content  yet  keep 
servers  and  data  stored  in  a  central  loca¬ 
tion  can  give  users  access  to  those 
servers  through  a  directory  tacked  on  to 
the  existing  site  address.  Unfortunately, 
e-commerce  might  require  faster  access 
to  data  than  can  be  achieved  by  travers¬ 
ing  many  network  hops  across  the  globe. 
A  company  might  need  servers  and  con¬ 
tent-routing  equipment  in  each  region. 
Web  users  could  choose  a  specific  lan¬ 
guage  from  the  initial  home  page  and  be 
routed  to  the  appropriate  group  of  inter- 
See  Global,  page  18 


Proven  Solutions  for  Storage  Management 


VPN-1  is  easier  to  manage 


han  two. 


Check  Point’s  integrated  VPN-r“  and  FireWall-l®  solution  is  not  only  easier  to  manage,  but 
ultimately  more  secure  than  two  separate  solutions.  When  integrated,  the  firewall  and  VPN 
share  the  same  user,  resource  and  pohcy  information,  to  provide  the  highest  level  of  granular 
access  control  and  security.  With  the  power  of  centralized  management,  integrated  user 
authentication,  consohdated  logging,  and  the  utmost  in  security,  you  get  the  best  of  both 
worlds.  Which  explains  why  we  have  more  VPN  and  firewall  installations  than  anyone 
else.  To  satisfy  your  security  needs  for  today  and  all  your  tomorrows,  download  our  white 
paper,  “Integrated  VPNyT'irewalls”  at  www.cfaeckpoint.com/vpn  1  and  ease  your  mind. 
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national  servers  housing  the  content  in 
that  language.  Such  a  setup  typically 
requires  load-balancing  routers  at  the 
central  location  to  redirect  traffic. 

A  more  cost-effective  method  for  speed¬ 
ing  access  while  maintaining  a  Web 


infrastructure  in  one  location  is  to  use  a 
caching  service.  Here,  the  Web  request 
would  go  to  the  nearest  cache  server 
rather  than  to  the  central  domestic  loca¬ 
tion. This  would  minimize  the  infrastruc¬ 
ture  changes  required  for  the  new  sites, 
keeping  them  in  one  location  and  re¬ 
ducing  administration  costs. 
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As  many  network  executives  have 
learned,  maintaining  international  Web 
sites  from  a  single  data  center  will  help 
keep  globalization  costs  down.  Of  course, 
with  that  control  comes  the  need  for  more 
programming  sleight  of  hand  to  ensure 
data  consistency  in  a  number  of  lan¬ 
guages  and,  in  general,  more  rigorous  site 
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maintenance.  No 
matter:  The  result 
can  mean  powerful 
new  opportunities. 


Wi 


Mendel  is  a  freelance  writer  in  San  Fran¬ 
cisco.  He  can  be  reached  at  brett@mendel 
.net. 
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UnkProof 


LinkProof  intelligently  load  balances  and  manages  multiple 
ISP  connections.  It  guarantees  high  availability  between 
ISP  links  by  instantly  detecting  failures  and  redirecting 
ISP2  traffic  to  the  best  performing  and  healthy  link.  End  users 

receive  their  content  faster  and  costs  are  reduced  through 
ISP3  link  optimization  and  Bandwidth  Management.  Optimize 

your  links  with  Radware's  Linkproof. 


S  "Us  toll  free:  1-888-234-5763  I  www.radware.com  I  info@radware.com 


radware  get  certain 


EDITORIAL  DIRECTOR:  JOHN  GAIIANT 
EDITOR  IN  CHIEF;  JOHN  DIX 

■  NEWS 

EXECUTIVE  EDITOR,  HEWS:  BOB  BROWN 
ASSOCIATE  NEWS  EDITOR:  MICHAEL  COONEY 
ASSOCIATE  NEWS  EDITOR:  PAUL  MCNAMARA 

■  INFRASTRUCTURE _ 

SENIOR  EDITOR:  JOHN  FONTANA  (303)  377-9057 
SENIOR  EDITOR:  JOHN  COX  (978)  834T)554 
SENIOR  EDITOR:  DENI  CONNOR  (512)  345-38.50 
SENIOR  WRITER:  APRIL  JACOBS.  (603)  742-1789 
STAFF  WRITER:  PHIL  HOCHMUTH 

■  WET.WORKER 

MANAGING  EDITOR:  TONI  KISTNER,  (201)  587-0124 

■  SERVICE  PROVIDERS 


SENIOR  EDITOR:  TIM  GREENE 

SENIOR  EDITOR:  DENISE  PAPPALARDO,  (202)  737-7614 

SENIOR  WRITER:  MICHAEL  MARTIN.  (201)  556-1280 

■  THE  EDGE _ 


MANAGING  EDITOR:  JIM  DUFFY 

STAFF  WRITER:  TERRI  GIMPELSON,  (207)  324-1136 

■  ENTERPRISE  APPUCATIONS _ 

SENIOR  EDITOR:  ELLEN  MESSMER,(941)  792-1061 

SENIOR  EDITOR:  CAROLYN  DUFFY  MARSAN,(703)  917-8621 

SENIOR  WRITER:  JENNIFER  MEARS.  (608)  275-6807 

SENIOR  WRITER:  KATHLEEN  OHLSON 

SENIOR  WRITER:  ANN  BEDNARZ 

STAFF  WRITER:  DENISE  DUBIE 

■  COPY  DESK/LAYOUT 

ASSISTANT  MANAGING  EDITOR:  RYAN  FRANCIS 
SENIOR  COPY  EDITOR:  IAN  LAMONT 

COPY  EDITORS:  BRETT  COUGH,  GREG  CUSACK.  JOHN  DOOLEY, 
MONICA  HAMILTON 

■  ART 


DESIGN  DIRECTOR:  ROB  STAVE 
ART  DIRECTOR:  TOM  NORTON 
SENIOR  DESIGNER:  MICHELLE  BARBERA 
SENIOR  DESIGNER:  STEPHEN  SAUER 
GRAPHIC  DESIGNER:  USA  HOVSEPIAN 
INFOGRAPHICS  RESEARCHER:  JACY  EDELMAN 

■  FEATURES _ 

FEATURES  EDITOR:  NEAL  WEINBERG 
MANAGING  EDITOR,  FEATURES:  AMY  SCHURR 
FEATURES  WRITER:  SHARON  GAUDIN 
OPINIONS  PAGE  EDITOR:  SUSAN  COLLINS 
FEATURES  WRITER:  SUZANNE  CASPAR 

■  REVIEWS 


TEST  ALLIANCE  DIRECTOR:  CHRISTINE  BURNS,  (717)  243-3686 
SENIOR  REVIEWS  EDITOR:  KEITH  SHAW,  (508)  4906527 
REVIEWS  EDITOR:  MIKE  AVERY 

TEST  ALLIANCE  PARTNERS:  JOEL  SNYDER,  Opus  One:  DENNIS  WILLIAMS. 
ProductReviews.com;  JOHN  BASS, Centennial  Networking  Lairs; 

BOB  CURRIER,  Duke  University;  BARRY  NANCE,  independent  consuF 
tant;  THOMAS  POWELL.  PINT;  EDWIN  MiEXMiercom;  THOMAS 
HENDERSON,  ExtreineLabs;  NTS/XXCAL;  TRAVIS  BERKLEY. 
University  ol  Kansas;  DAVID  NEWMAN.  Network  Test;  CHRISTINE 
PEREY  IVrey  Research  &  Consulting-.JEFFREY  FRITZ. VWsl  Virginia 
University;  JAMES  GASKIN.  Gaskin  Computing  Services 
CONTRIBUTING  EDITORS;  DANIEL  BRIERE.MARK  GIBBS. JAMES 
KOBIELUS.MARK  MILLER 

■  UnWOBK  WOWJ)  FUSlOW _ 

EXECUTIVE  EDITOR,  ONLINE:  ADAM  GAFFIN 
MANAGING  EDITOR:  MELISSA  SHAW 
EVENTS  EDITOR:  SANDRA  GITTLEN 

MANAGING  EDITOR,  ONLINE  NEWS:  JEFF  CARUSO,  (650)  577-2714 

ASSOCIATE  OHUHE  HEWS  EDITOR:  JOANNE  CUMMINGS  (978)  6884)109 

MUUIMEDIA  EDITOR:  JASON  MESERVE 

ONUHE  COPY  CHIEF:  SHERYL  HODGE 

ONLINE  COPY  EDITOR:  CARRYL  HALISER 

SENIOR  WEB  PflOOUCER:  MAKLO  MATOSKA 

WEB  PRODUCERS:  CHRIS  CORMIER.  KRIS  GUAY.  KATIE  WARD 

ONLINE  ASSISTANT  ART  DIRECTOR:  MEGHANA  BHEDA 

ONUNE  GRAPHIC  DESIGNER:  ZACH  SULUVAN 

ONLINE  RESaRCHER:  ELAINE  VAU)VIC 

■  SIGNATURE  SEMES _ 

EDITOR:  BETH  SCHULTZ.  (773)  2830213:  Fax:  (773)  2830214 
EXECUTIVE  EDITOR:  JUUE  Bf)RT.  (970)  468-2864 
COPY  EDITOR;  BRETT  COUGH 

EDITORIAL  OPERATIONS  MANACEH:  CHERYL  CKIVELLO 
OFFICt  MANAGER,  EDITORIAL;  CLENNA  FASOLD 
EDITORIAL  OFFICE  AOHINISIRATOR:  PAT  JOSEFEK 
RESEARCH  ASSISTANT:  DEJDRA  MASSENBERG 
MAIN  PHONE:  r508)  460-3333 
E-MAIL  lira  naiiie_laa  name@nww.com 


r  ■  V' A,  i:* 


\  ‘t  rfr’v  Ar 


'  ‘jfr.  •>''■  ‘  ■  ■-.  ;-’■' t 


■ 


A  powerful  new  VPN  solution 
from  the  leader  in  WAN  connectiW 
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VPN  gateway  and  firewall 
functionality 

Secure  communication 
over  the  Internet 


Supports  up  to  10  IPSec 
VPN  tunnels 


Network  Address  Translation 
(NAT)  protects  IP  addresses 

Internal  router  supports 
multiple  users 

Data  security  using  Data 
Encryption  Standard  (DES) 
orSDES 
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In  choosing  your  VPN  access  solution,  consider  the  ^ 

company  that  makes  connectivity  its  business.  The 

NetV^ta  VPN/Internet  Security  series  comes  to  you  from  ^ 

ADTRAN — a  company  that  sells  more  network  termination  > 
equipment  across  more  service  technologies  than  any  other  v  ' "  ^ 
vendor.  A  company  with  more  than  250  established  products 
for  fast,  reliable  and  economical  enterprise  networking.  '  ;  v  ^  ^ 


NetVanta  is  a  logical  extension  of  ADTRAN’s  dynamic 
networking  series,  and  is  one  of  the  most  risk-free  decfsions 
you  can  make  for  VPN.  It  carries  the  ADTRAN  reputation  for 


User  authentication  using 
Internet  Key  Exchange  (IKE) 

Stateful  inspection  firewall 
protects  against  cyber  attacks 

Web-based  configuration 
and  management 


Prompt  notification  of 
irregular  network  activity 

Industry-leading  5-year  warranty 
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quality,  reliability  and  dependability  A  reputation  evidenced  v  ;  . ,  ^ 

by  leading  market  share  positions  year  after  year.  Whether  ;  / ;  "  y  y 

you’re  a  small,  medium,  or  large  business,  NetVanta  delivers  ■ ;  y  ■  ;  y 

the  exact  VPN  functionality  you’re  seeking,  backed  by  a  ,  ^^4  :  y;  ^ 

five-year  warranty  and  great  technical  support.  ■  iyyy 
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For  a  free  VPN  technology  primer,  visit 
www.adtran.  com/n  w0 1 0202 
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877.894.4614  Technical  Questions 


877.280.8416  Where  to  Buy 
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Experts  choose  ADTRAN’.” 
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Security  and  wireless 
enhancements  are 
under  way. 


he  basics  are  completed 
on  the  lETF’s  Session 
Initiation  Protocol,  so  now 
come  the  enhancements. 

SIP  crafters  are  focusing 
on  two  areas  —  security 
and  wireless. 

They  have  agreed  on  a  standard 
way  for  SIP  to  traverse  firewalls, 
says  Henry  Sinnreich,  IETF  member 
and  a  distinguished  member  of  engi¬ 
neering  with  WorldCom.  Vendor  sup¬ 
port  is  expected  by  early  next  year,  he 
says.  “Everyone  in  the  firewall  busi¬ 
ness  will  want  to  be  compliant  with 
SIP,  especially  now  that  it's  been 
adopted  by  Microsoft  [in  Windows 
XP],’’  he  says. 

The  working  group  also  is  devel¬ 
oping  SIP  for3G  wireless  applica¬ 
tions  such  as  packet  voice  and 
videoconferencing. 

One  serendipitous  development  in 
SIP/3G  wireless  is  the  fact  that  the 
shapers  of  3G  technology  chose  SIP 
from  the  start  as  the  choice  multi- 
media  protocol  for  the  new  high- 
bandwidth  wireless  service, 

Sinnreich  says.  "That  proved  in  hind¬ 
sight  to  be  a  good  idea.  We  didn’t 
.know  at  the  time  that  the  wireless 
[device]  world  would  go  with  SIP," 
hesays. 

One  3G/SIP  product  that  has 
already  emerged  is  the  Nokia 
.Communicator,  a  PDA/cell  phone 
''hybrid  that  is  capable  of  SIP-based 
^atant  text  messaging.  And 
has  promised  that 
■^iwtovys  CE  devices  such  as  the 
will  be  SIP-enabled  in 

i:  .  —  Phil  Hochmuth 


contact  and  set  up  all  the  parties,  says  Theresa  Hastings, 
multimedia  product  engineering  director  for  WorldCom. 
With  WorldCom’s  IP  Centrex,  users  also  will  get  more 
control  over  their  voice  network  than  they  have  with  tra¬ 
ditional  Centrex.Through  a  Web  interface,  they  can  add 
and  remove  users  or  change  features  and  applications. 
In  the  old  Centrex  world,  these  tasks  could  take  weeks, 
Hastings  says. 

This  self-provisioning  will  be  the  biggest  plus  over 
traditional  Centrex, says  Steve  Blair, senior  network 
engineer  at  the  University  of  Pennsylvania,  a  beta-test 
site  for  WorldCom’s  IP  Centrex  service. 

“We’re  hoping  WorldCom’s  [IP  Centrex]  will  provide  the 
level  of  service  our  customers  are  asking  for  while  improv¬ 
ing  our  process  for  activating,  changing  and  deactivating 
[phone]  services  on  campus,”  Blair  says.  Of  course,  he  adds, 
the  university  also  is  excited  about  the  potential  of  not  hav¬ 
ing  to  buy  a  new  PBX  or  phone  switch. 

Besides  WorldCom,  carriers  with  SIP-based  service  plans 
include  Broadwing,  GoBeam,Net2Phone  and  TalkingNets. 

SIP  on  the  rise 

For  now,  user  organizations  that  prefer  building  their  own 
voice  IP  networks  are  limited  in  their  choices  of  SIP  gear. 
Most  major  voice-over-lP  vendors,  including  3Com,Avaya, 
Cisco,  Nortel  and  Polycom,  rely  on  the  ITU  H.323  standard 
because  it’s  been  tried  and  proven  in  ISDN  videoconference 
applications. 

“[H.323]  works, and  it’s 
deployed,”  says  Tom  Valovic,  an 
analyst  at  IDC. 

Some  vendors  also  run  propri¬ 
etary  protocols  in  their  voice-over- 
IP  gear.  Cisco  voice-over-lP  phones 
and  servers  come  with  a  default 
protocol  called  “Skinny”  Users  can 
choose  among  Skinny  H.323  and 
Media  Gateway  Control  Protocol. 

SIP  can  also  co-exist  in  a  net¬ 
work  with  Cisco  CallManagers  by 
adding  a  SIP  proxy  server,  available 
from  Cisco,  3Com  and  others.  Open  source  options  are  also 
available  for  organizations  that  want  to  build  their  own  SIP 
servers.  Columbia  University  in  New  York  has  developed 
H.323-S1P  gateway  software  that  can  be  used  to  register  SIP 
phones  directly  to  a  Cisco  CallManager. 

Menlo  College  uses  Skinny  and  SIP  The  school  uses  the 
default  Skinny  protocol  on  some  Cisco  7960  IP  phones 
because  it’s  easier  to  deploy  and  manage  on  a  LAN  than  SiP 
and  is  less  taxing  on  a  CallManager  server  in  terms  of  pro¬ 
cessing  power,  Olson  says.  But  a  majority  of  handsets  rely  on 
SIP  via  a  server  running  Columbia’s  H.323-S1P  software, 
which  ties  into  CallManager.  In  a  nutshell, “You  can  do  more 
with  SIR”  he  says. 

In  cases  where  voice-over-lP  phone  makers  support  or  plan 
to  support  Java  and  XML,  that  means  the  option  of  develop¬ 
ing  special  applications.  Java  applets  running  on  SIP  phones 
could  deliver  stock  reports,  the  weather  conditions  or  corpo¬ 
rate  announcements  on  the  LCD.  Or,  using  a  SIP  phone’s 
touch  screen,  a  teacher  could  enter  daily  class-attendance 
records  into  a  database.The  ability  to  use  applications  such 
as  these  on  a  voice  IP  network  will  eventually  give  SIP  a  leg 
up  over  H.323,  experts  say. 

Another  reason  SIP  has  not  yet  broken  the  enterprise 
voice-over-lP  market  wide  open  is  that  the  early  voice-over-lP 
landscape  has  mirrored  the  traditional  telecom  model  of 
closed  systems, says  Brian  Strachman,  a  senior  analyst  with 
Cahners  In-Stat. 

“You  can’t  have  a  system  with  a  Nortel  [IP  PBX]  and  plug 
in  Cisco  or  3Com  phones,”  Strachman  says.“Frankly,  most 
vendors  don’t  want  to  be  interoperable.  No  one  wants  to  say, 
‘Go  ahead  and  buy  our  IP  PBX  phone  system,  and  oh, you 
can  use  Cisco  or  3Com  phones  with  it  too.’  ” 

Standard  telecom  practice  in  large  companies  has  been  to 
buy  PBXs  and  phones  from  the  same  vendor,  mostly  for 


^“One  of  the 
biggest  benefits 

of  SIP  Is  the  addition  of  the 
SIMPLE  extension  [for  Instant 
messaging]  and  presence.” 

imad  Yanni 

Product  manager  for  Windows  XP,  Microsoft 


interoperability  reasons. 

“It’s  the  telecom  mindset,  but  it’s  been 
changing  over  the  past  five  years,” says 
Strachman,  adding  that  SIP  could 
become  a  driving  force  for  making 
enterprise  voice-over-IP  networks  as  interoperable  as 
Ethernet-based  client/server  LANs.“Eventually  they  will  be 
open.You’ll  just  have  to  give  it  a  few  years  before  you  can  go 
out  and  build  a  LAN  telephony  system  piecemeal  with 
phones  and  switches  from  different  vendors.” 

Microsoft  takes  a  big  SIP 

Vendor  commitments  to  SIP  are  growing.  Besides  Cisco, 
Pingtel  and  Siemens  already  support  the  IETF  protocol. 
Avaya  says  it  plans  to  have  SIP  integrated  into  its  IP600  IP 
PBX  and  phones  by  mid-2002. 3Com,  which  already  sells 
SIP-based  phones  and  SIP  servers  for  service  providers  such 
as  WorldCom,  says  it  will  support  SIP  in  its  enterprise  NBX 
in  2002. 

And  Microsoft  has  thrown  its  considerable  clout  behind 
SIP  by  including  the  protocol  as  a  piece  of  its  new  Windows 
XP  operating  system. The  protocol  carries  IP  voice  and 
video  traffic  in  the  new  Windows  Messenger,  an  XP  applica¬ 
tion  for  real-time  voice,  video  and  instant-messaging  com¬ 
munications. 

Windows  Messenger  not  only  will  integrate  multiple  real¬ 
time  communications  applications,  but  also  add  “presence" 

to  the  software.  Presence  is  an 
instant-messaging  feature  that  noti¬ 
fies  users  who  on  their  “buddy 
lists”is  available  to  chat.  Windows 
Messenger  will  use  the  SIP  for 
Instant  Messaging  and  Presence 
Leveraging  (SIMPLE)  extension  to 
bring  buddy  lists  to  voice  and 
video  users  registered  on  a  service 
provider’s  network  or  in  an  enter¬ 
prise  environment. 

“One  of  the  biggest  benefits  of 
SIP  is  the  addition  of  the  SIMPLE 
extension  and  presence,”  says 
Imad  Yanni,  product  manager  for  XP  at  Microsoft.“In 
NetMeeting  [Windows  Communicator’s  H.323-based  prede¬ 
cessor]  ,  it  was  difficult  to  find  someone  to  start  a  session  . . . 
most  people  would  end  up  calling  each  other  first,  then 
starting  the  [videoconference]  meeting.  And  asking  for 
someone’s  IP  address  is  not  practical.” 

Going  one  step  beyond  the  “SIP  on  every  desktop”  future 
that  it  anticipates  with  XF?  Microsoft  also  has  outlined  plans 
for  Windows  Real  Time  Collaboration,  a  SIP-based  server 
application  for  letting  many  kinds  of  devices  communicate. 
The  SIP  server  could  be  used  in  a  company  as  a  voice,  video 
and  text  messaging  hub  for  myriad  devices.  Microsoft  has 
not  announced  when  it  plans  to  release  the  product. 

Menlo  College’s  Olson  likes  the  fact  that  his  SIP-enabled 
network  will  be  ready  to  handle  new  SIP  applications, 
such  as  Windows  Messenger  in  XP  Olson  says  he  could  see 
the  school  offering  students  the  choice  of  an  IP  phone  in 
their  dorms  or  a  phone  application  based  on  Windows 
Messenger  and  SIP 

“Ultimately  what  we  want  is  interoperability  so  we  can 
have  anyone’s  phone, anyone’s  [IP  voice]  switch  on  our  net¬ 
work,”  Olson  says,  noting  that  while  Menlo  College’s  voice- 
over-IP  network  is  Ciscocentric  now,  he’s  looking  to  add 
Pingtel  SIP  phones  soon. 

What  he  wants,  Olson  says,  is  the  ability  going  forward  to 
pick  and  choose  products  from  multiple  vendors,  whether 
he’s  looking  for  new  features  or  lower  prices.“SIP  is  what  will 
let  us  do  that.”B 


More  online! 

SIP  is  just  one  protocol  for  carrying  voice  over  IP. 
Go  orine  to  compare  SIP  with  H.323. 
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THE  AMAZINGLY  SCALABLE  IBM  NAS. 

SEE  FOB  YOURSELF  -  WITH  FINANCING  AS  LOW  AS  4.2%. 


Massively  scalable  data  storage  that  fits  into  just  about  any  LAN  - 
fast.  That’s  the  power  and  flexibility  of  the  IBM  Network  Attached 
Storage  (NAS)  family  of  products.  See  for  yourself.  Order  an  IBM 
NAS  product  before  December  31,  2001,  and  get  financing  for 
as  little  as  4.2%.  You’ll  see  IBM  NAS  makes  file  sharing  easier  - 
and  easier  to  manage.  It  scales  as  your  data  needs  grow.  It  offers 
integrated,  multi-protocol  support.  And  it’s  quick  to  install,  with 
little  or  no  downtime.  Start  something  big  today.  For  more  details, 
or  to  ask  about  a  demonstration  at  an  IBM  TotalStorage  Solution 
Center,  call  1800  426-7777  and  ask  for  Priority  Code  101EY002  or 
visit  ibm.com/totalstorage/nasl8.  And  remember  to  ask  for  your 
complimentary  IBM  NAS  Information  Pack. 


IBM  TotalStorage™  NAS  Family 

•  Powered  by  an  optimized  Windows  operating  system 

•  250  Persistent  True  Image™  data  views,  enabling  client 
file  restorations,  non-disruptive  backups,  and  elimination 
of  backup  windows 

•  Integrated  with  leading  systems  management  tools 

•  Redundant  components  for  system  availability 

•  Multiple  RAID  levels  for  additional  on-disk  data  protection 

•  Multi-platform  file  sharing  in  mixed  operating  system 
environments 

Order  before  December  31,  2001 
and  get  financing  for  as  little  as  4.2%. 
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0  1  800  426-7777  Priority  Code  101EY002 


IBM.TolalStorage  and  the  e-business  logo  are  trademarks  of  International  Business  Machines  Corporalion  In  Ihe  Uniled  States  and/or  other  countries.  Persislent  True  Image  is  a  trademark  of  Columbia  Oala  Products.  Inc.  Products  are  provided  subiect  to  the 
tBM  Customer  Agreement  (or  equivalent).  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  IBM  Global  Financing  olterings  are  provided  through  IBM  Credit  Corporation  in  Ihe  United  Slates.  IBM  Canada  Ltd.  in  Canada, 
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Wireless  Web  access  revs  up  productivity 
and  efficiency  at  early  adopters 


BY  CASSIMIR  MEDFORD 


tandards  and  tools  might  be  immature,  service  coverage  spotty, 


client  operating  systems  divergent,  security  a  thorn  and  costs  unpre¬ 
dictable,  but  a  wide  cross-section  of  enterprise  users  are  embracing 


wireless  data  access. 


Some  network  executives  are  willing  to  endure  the 
pain  of  early  adoption  in  exchange  for  the  competitive 
advantages  they  say  are  inherent  in  wireless  data  access, 
especially  the  always-on  mobility  “The  tools  are  still 
immature,  and  techniques  are  still  changing,”  says  Rick 
Rawlings,  IS  director  at  Ray  &  Berndtson,an  executive 
search  firm  in  Fort  Worth,Texas.  Still,  he  suggests  the 
firm's  wireless  project  has  been  well  worth  it. 

For  one,  sales  partners  have  been  more  than  excited 
about  accessing  the  company’s  principle  application, 
SearchNet,  wirelessly.  Most  readily  exchanged  their  Dell 
laptops  for  Compaq  iPaq  PDAs,  Rawlings  says.  With  the 
PDAs,  the  partners  can  use  SearchNet 
discretely  and  almost  instanta¬ 
neously  —  they  can  get  to  the 
information  they  need  in 


the  time  it  would  take 
just  to  get  to  a  laptop’s 
logon  screen.  Plus, 
the  always-on  fea¬ 
ture  keeps  the  part¬ 
ners  current  in  an 
industry  that  prof¬ 
its  from  change. 

SearchNet, 
which  runs  on  a 
i'itrixthin 
client/server 
system,  is  inte-  . 
grated  with 


Microsoft  Outlook,  uses  an  Oracle  9i  database  and  fea¬ 
tures  a  candidate  registration  system.  Rawlings  chose 
the  Windows  CE  operating  system  because  it  could  sup¬ 
port  the  thin-client  technology,  with  some  customiza¬ 
tion,  and  the  Oracle  database. 

The  only  additional  element  Ray  &  Bemdtson  needed 
was  synchronization  software  because  it  has  not  yet 
found  a  carrier  that  can  meet  its  coverage  needs  in  eight 
U.S.  cities,  Rawlings  says.  For  now,  partners  synchronize 
information  with  the  company’s  server  using  tools  from 
Synchrologic.They  dial  up  or  use  a  connection  cradle. 
Ray  &  Bemdtson  recently  completed  its  rollout  of  the 
wireless  system,  issuing  iPaqs  to  about  80  sales  partners. 
Each  setup  cost  about  SGOO.TTie  company  also 
will  issue  each  partner  a  Dell  desktop,  valued  at 
about  $2,000.“The  desktop  plus  the  iPhq  and 
all  its  accessories  adds  up  to  about  half  the 
cost  of  a  standard  businessclass  laptop. 
Right  there,  the  reallocation  of  our  assets 
paid  for  the  transition,”  Rawlings  says. 


Rick  Rawlings,  IS 
:  director  at  Ray  & 
Bemdtson.  says 
^  pain  endured 
an  early  wire- 
s  Web  adopter 
i  been  well 


Legal  motion 

Like  Ray  &  Bemdtson,  Los  Angeles  law 
firm  Phul,  Hastings,  Janofsky  and  Walker 
used  its  laptop  refreshment  budget  to 
transition  to  wireless.  In  its  case,  a  critical 
application  has  been  adapted  for  use  on 
the  BlackBeny  wireless  handheld  from 
Research  in  Motion  and  made  available  to 
700  attorneys  and  support  staff. 

The  firm  chose  wireless  for  edmost  the 
same  reasons  as  Ray  &  Berndtson’s-Hie  at¬ 
torneys  considered  laptops  overkill  —  90%  of 
those  who  had  laptops  only  ussi  them  fcff 
e-mail.  Now  attorneys  get  e-mail,  fa:^  and  veice 
mail  via  a  imiversHn-box  on  the  BlackBerryJt’s 
ideal  becaase  it  doesn't  r^uoe  ^msfeonization 
with  a  hoa,says  the  CI0 

Aisi  it  turr^  oiiniPt>e  a  good  dedi  ft^tt 


BlackBerries  [for  support  staff  amd  researchers],” she  notes. 

Overall,  the  firm  has  reduced  its  laptop  budget  and  tlie 
attendant  “toll-free”  dial-in  costs  by  30%,  while  its  attorneys 
are  more  efficient  and  happier. 

On  the  server  side,  the  costs  are  relatively  modest.The 
base  server  configuration  with  a  20-user  license  is  about 
$3,000.  Ongoing  communications  costs  amount  to  ap¬ 
proximately  $40  per  month,  per  user. 

And  for  the  first  time,  the  firm  will  use  a  customer  rela¬ 
tionship  management  (CRM)  application.  It’s  chosen  the 
InterAction  CRM  application  designed  for  the  Black- 
Berry  by  Interface  Software. 


Hatvard  goc»s  wireless 

Repurposing  applications  for  wireless  devices  can 
pose  more  of  a  challenge  than  building  wireless  applica¬ 
tions  from  scratch,  but  Harvard  Medical  School  rose  to 
it.  Starting  this  fall  semester,  the  school  supports  wireless 
Web  access  from  all  PDAs.  Students  and  faculty  can  get 
access  to  the  entire  curriculum,  class  and  faculty  evalua¬ 
tions,  schedules  and  events,  and  can  share  information 
via  whiteboards.  Doctors  can  write  prescriptions  and  ac¬ 
cess  patient  records  and  lab  results. 

The  project  is  the  brainchild  of  Dr.  John  Halamka,  asso¬ 
ciate  dean  of  Harvard  Medical  School  and  CIO  of  Care- 
Group,  an  integrated  delivery  network  of  six  hospitals  in 
the  Boston  area.“Doctors  and  medical  students  are  very 
mobile  people,  and  we  wanted  to  give  them  accessibility 
to  all  the  business  and  educational  processes  and  infor¬ 
mation  when  needed.  1  sent  incoming  students  a  letter 
saying, ‘Bring  whatever  device  you  have,’"  Halamka  says. 

About  160  students  arrived  at  school  with  27  different 
models  of  PDAs.“A  browser  solution  allowed  us  to  be 
device-neutral  and  standardsTiased.We  also  made  it 
capable  of  ^chronization  and  wireless  communica¬ 
tions,”  Halamka  says^We  used  a  standard  HTML  set,  Java¬ 
Script  and  [Secure  Sockets  Layer].” 

Halamka  uses  the  M-Busines  Server  from  AvantG<xa 
San  Mateo,  Calif.,  developer  of  software  that  enables  the 
integration  of  wireless  systems  with  existing  enterprise 
applications.  Arcstieam,  a  wir^ess  ^ems  integrator  in 
'i^^ertown.  Mass.,  worked  with  Hamud  on  the  I 
tation.  Internal  IT  is  riiainttdhiii^  wiieteSBaetu|L 
“(Xir  baielits  are  the  ability  to  MgnnB 
any  poriailale  (tevtce  via 
Halamkft^gs  of  the  $25SM  i 


8. 


I  want  to  receive/continue  to  receive  my  FREE 
subscription  to  Network  World.  No,  thank  you.  □ 


Slfuhiie  (required)  Date 

0  (JUAUFY:  You  must  supply  your  company  name  and  address.  If  military,  please  speciliy 
branch/base.  If  government,  please  specify  division. 


Name 


Title 


Comparry 


Dhition/Mail  Stop'Military  Brandi  or  Base 


Street  Addreu 


City 


State 


Zip 


Business  phone  ( _ } _ 

FAX( _ )_ _ 

E-mail  address 

We  would  like  to  send  you  periodic  information  via  e-mail  on  3rd  party  networking  products/services. 
□  Check  here  If  you  DO  NOT  wish  to  receive  this  information. 


If  there  is  a  parent  company,  please  provide  name: _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Street  Address 


City  State  Zip 

PuUisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be 
answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates 
available  upon  request 

BI20I 


What  is  the  principat  business  activity  at  your  location? 

Idndi  ONE  only) 


OLD  Manufacturing  (Non-Computer/ 
Communications  OEM) 

02. □  Finance/Banking 
03.D  Insurance/Real  Estate/Legal 
04.D  Health  Care  Services 
05.D  Hospitality/Entertainment/ 
Recreation 

06.  □  Media^/Cable/RadioTrint 
07.D  Retail/Wholesale 

Trade/Business  Services 
08.  □  Transportation 


09.n  Utilities/Process  Industries 
(Mining/Construction/ 
Petroleum  Refining/ 
Agriculture/Forestiy) 

10. DGovemment/Military 

11. D  Consulting  (Independent)  * 

12.  □  Education 

13. n  Carriers^oice/Data/ISP 

14.  □  Web  Hosting/HSP 

15. DASP/SSP/MSP 


16.n  Manufacturing  (Computer/ 
Communications/OEM) 
IT.DResellersA'ARsA'ADs/ 
Integrators/Distributors* 
(Computers/Communications) 
18.n  Other  (please  specify) 


•Attn  Consultants,  Integrators, 
Distributors,  Resellers;  Please  com¬ 
plete  form  based  on  ALL  clients  and 
your  own  business  needs 


2. 


P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  additional  job  functions  are  you  involved  in?  (check  all  that  apply) 

PS  PS 


□  1.  □  Network  Management 

□  2.aCIO/CTO/IS/IT/MIS/ 

Systems  Management 

□  3.  □  LAN  Management 


□  4.  □  Datacom/Telecom  Management 

□  5.  □  Intemet/Intranet/Web/ 

E-Commerce  Management 

□  6.  □  Engineering  Management 


□  7.  □  Corporate  Management 

(CEO,  COO,  CFO,  Pres.,  VP, 
Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


What  is  the  estimated  value  of  network  equipment  and  services  that  you  specify, 
recommend,  or  approve  the  purchase  of?  (Please  print  the  appropriate  number  code  on 
the  line  next  to  each  product  category.  Please  complete  ALL  categories  A-0.) 


1. 

$100  Million  or  more 

A 

Large  Systems 

H 

Intemet/WelVE-commerce 

2. 

$50  Million  to  $99.9  Million 

/ Mainframes/Minis) 

1 

Intranet/Extranet 

3. 

$25  Million  to  $49.9  Million 

B 

_ Desktops 

J 

4 

$10  Million  to  $24.9  Million 

( Micros/Laptops/  Workstations) 

(including  Routers.  Switches) 

5. 

$1  Million  to  $9.9  Million 

(including  PDAs,  Wireless) 

K 

_  Storage 

6. 

$100,000  to  $999,999 

D 

Servers 

L 

_ Remote  Access 

7. 

$50,000  to  $99,999 

E 

LANs 

M 

_ Peripherals 

8. 

Under  $50,000 

F 

_ WAN  Equipment 

N 

_ Software 

9. 

None  of  the  above 

G 

_ Carrier  Services 

0 

_ Service/Support  Services 

Sukcription  Applkotion 


Please  indicate  the  Web/Security/LAN/tnternetworking/Wireless/Mobile/WAN  Equipment/ 
Carrier  Services  that  you  are  currently  involved  in  purchasing  or  plan  to  purchase: 

(check  ALL  that  apply)  A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


□  OLD  Web  Servers/Software 

□  02.  □  Web  Traffic  Management 

□  03.  □  Electronic  Commerce  Tools 


SECURITY - 
A  B 


□  04.  □  Web  Development  Tools 

□  05.  □  Web  Content  Management 

□  06.  □  Web  Collaboration/ 

Groupware 


A  B 

□  07.  □  Web  Acceleration/Caching/ 

Load  Balancing 

□  08.  □  Web  Hosting  Services 

□  09.  □  Other 


□  lO.D  Firewalls 

□  ll.n  Anti-Virus  Software 

□  12.  □  Private  Key  Encryption  Tools 

UNs/INTERNETWORKING _ 

A  B 

□  19.  □  Fast  Ethernet 

□  20.  □  Gigabit  Ethernet 

□  21.  □  Layer  3-7  Switches 

□  22.  □  ATM  Switches 

□  23.  □  Routers 

□  24.  □  Network  Attached  Storage 

(NAS) 

□  25.  □  Storage  Area  Networks  (SANs) 

WIRELESS/MOBILE  - 

A  B 


□  13.  □  DES  Encryption  Tools 

□  14.  □  Authentication  Tools 

□  15.  □  Intrusion  Detection 


A  B 

□  16.  □  Certificate  Authorities 

□  17.  □  Biometrics 

□  18.  □  Other 


□  26.  □  Storage  Backup 

(Optical,  Disk,  Tape,  RAID) 

□  27.  □  Network  Test/Diagnostic 

Tools 

□  28.  □  Uninterruptable  Power 

Supplies  (UPS) 

□  29.  □  Network  Interface  Cards 

(NICs,  PCMCIA) 


□  30.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  31.  □  Cables.Connectors,  Baiuns 

□  32.  □  WiringTiber  Systems 

□  33.  □  Net  Management  Systems 

□  34.  □  Voice  Over  IP  (VoIP)  Tools 

□  35.  □  Network  Analyzers 

□  36.  □  Other  Local-Area  Network/ 

Internetworking 


□  37.  □  Wireless  UNS 

□  38.  □  Wireless/Cell  Phones 

WAN  EQUIPMENT - 

A  B 

□  43.  □  Frame  Relay  Equipment 

□  44.  □  Bandwidth  Managers 

□  45.  □  Bandwidth  Shaping/QOS 

Tools 

□  46.  □  VPN  Equipment 

□  47.  □  ATM  Switches 


A  B  A  B 

□  39.  □  Wireless  LAN  Extension  Tools  □  41.0  PDAs 

□  40.  □  Mobile  Data  □  42.  □  Other  Remote/Wireless 

Equipment/Services 


□  48.  □  Voice/Video  over  IP 

Gateways 

□  49.  □  Modems 

□  50.  □  Cable  Modems 

□  51.  □  xDSL  Products 

□  52.  □  Diagnostic/Tesl  Equipment 


CARRIER  SERVICES _ 

A  B 

□  59.  □  Internet  Access 

□  60.  □  Private  Lines 

□  61.  □  Frame  Relay  Services 

□  62.D  ADSI/DSL 

□  63.  □  T-l/r-3  Services 


A  B 

□  53.  □  DSUs/eSUs 

□  54.  □  PB)Cs 

□  55.  □  Call  Center  Tools 

□  56.  □  Videoconferencing  Gear 

□  57.  □  ISDN  Equipment/Services 

□  58.0  Other  WAN 

Equipment/Services 


□  64.  □  ATM  Services 

□  65.  □  Managed  Services 

□  66.  □  VPN  Services 

□  67.  □  LAN-Extension  Services 

□  68.  □  OC-3/OC-12 


□  69.  □  Wavelength  Services 

□  70.  □  Dark  Fiber 

□  71.  □  Other  Carrier  Services 

A  B 

None  of  the  above  (1  -  71)  □  72.  □ 


Please  indicate  the  Systems/Peripherals/Software/Applications/Business  Services 
that  you  are  currently  involved  in  purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


SYSTEMS/PERIPHERALS  - 

A  B 

□  01.  □  Laptops/Notebooks 

□  02.  □  Desktops 

□  03.  □  Intel-Based  Servers 

□  04.  □  Rise-Based  Servers 

□  05.  □  Print  Servers 

SOFTWARE/APPLICATIONS  _ 

A  B 

□  14.  □  Desktop/Server  Operating 

Systems 

□  15.  □  Network  Management 

□  16.  □  Systems  Management 

□  17.  □  Directory  Services 

□  18.  □  E-Mail 

□  19.n  Groupware 


BUSINESS  SERVICES - 
A  B 


□  06.  □  Fax  Servers 

□  07.  □  Remote  Access  Servers 

□  08.  □  Video  Servers 

□  09.  □  Mid-Range  Systems 

(including  workstations) 


A  B 

□  10.  □  Mainframes 

□  11.  □  Printers 

□  12.  □  Enclosures/Racks/Fumiture 

□  13.  □  Other  Computers/ 

Peripherals 


□  20.  □  Database  Management 

Systems 

□  21.  □  Customer  Resource 

Management  (CRM) 

□  22.  □  Enterprise  Resource 

Planning  (ERP) 

□  23.0  XML  Tools 

□  24.  □  Desktop  Videoconferencing 


A  B 

□  25.  □  Middleware 

□  26.  □  Document  Management  Tools 

□  27.  □  Site  Metering  Tools 

□  28.  □  Software  Distribution  Tools 

□  29.  □  Data  Warehousing 

□  30.  □  Applications  Development 

Tools 

□  31.n  Other  Software/Applications 


□  32.  □  Application  Service 
Provider  Services 


A  B  A  B 

□  33.  □  Systems  Integration/  □  35.  □  Other  Services 

Consulting  A  b 

□  34.  □  Education/Training  Services  At>®''e  (1-35)  □  36.  □ 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS - 

A  B 

□  01.  □  TCP/IP  v4 

□  02.  □  TCP/IP  v6 

tAN/WAN  ENVIRONMENT - 

A  B 

□  08.  □  Gigabit  Ethernet 

□  09.  □  Switched  Ethernet 

□  to.  □  Fast  Ethernet 

□  ll.n  Ethernet 

□  12.  □  ATM 

DESKTOP/SERYER  OPERATING  SYSTEMS 
A  B 

□  23.  □  Windows  2000 

□  24.  □  Windows  95fl8 

□  25.  □  Windows  NT/Windows  2000 

□  26.  □  Novell  (NetWare  5.X,  4.X, 

3.x,  2.x) 

□  27.  □  UNUX 


□  03.  □  SNA/APPC/APPN/LU6i 

□  04.  □  Novell  IPX^PX 


□  05.  □  NETBIOS/NETBUEI 

□  06.0  NFS 

□  07.  □  Other  Network  Protocols 


□  13.  □  Token  Ring/Token  Ring 

Switching 

□  14.  □  Layer  3-7  Switching 

□  15.  □  FDDI 

□  16.  □  Fibre  Channel 

□  17.  □  Wireless  LANs 


□  18.  □  DSL 

□  19.  □  ISDN 

□  20.  □  Frame  Relay 

□  21.  □  Private  Line  Tl,  T3,  OC-3, 

OC-12 

□  22.  □  Other  LANAVAN 

Environment 


□  28.  □  Intel  based  UNIX 

□  29.0  RISC  based  UNIX 

(incl.  SOLARIS) 

□  30.  □  IBM  MVSAWVSE/ESA 

□  31. 0  05/400 

□  32.  □  Digital  VMS 

□  33.  □  Macintosh 


□  34.  □  Palm  OS 

□  35.  □  Windows  CE 

□  36.  □  Other  Network  Operating 

System 

.  A  B 

None  of  the  above  (1-36)  □  37.  □ 


Continued  on  next  page.. 


Continued  from  page  one... 


5. 

What  is  the  total  number  of  Servers/Clients  installed/planned  at  your  location/in  your 
entire  organization?  (check  one  box  in  each  column) 

SERVERS 

CUENTS 

At  Location 

Entire  Org. 

At  Loution 

Entire  Org.  I 

A 

B 

C 

D 

□  1. 

50,000+ 

□ 

□  1. 

50,000+ 

□ 

□  2. 

10,000 10  49.999 

□ 

□  2. 

10.000  to  49.999 

□ 

□  3. 

1.000  to  9,999 

□ 

□  3. 

1,000  to  9.999 

□ 

□  4. 

100  to  999 

□ 

0  4. 

too  to  999 

□ 

□  5. 

50  to  99 

□ 

□  5. 

50  to  99 

□ 

□  6. 

10  to  49 

□ 

□  6. 

10  to  49 

□ 

□  7. 

lto9 

□ 

□  7. 

I  to  9 

□ 

□  8. 

none 

□ 

□  8. 

none 

□ 

a 

What  is  the  estimated  number  of  employees  in  your  entire  organization/at  your 
location?  (check  one  m  each  section) 

A.  Entire  organization: 

1.  □  Over  20.000  5.  0  1,000-2,499 

2.  □  10,000-  19.999  6.  □  500-999 

3.  □  5,000  -  9,999  7.  □  499  or  less 

4.  □  2,500-4,999 

B.  At  your  location: 

1.  □  Over20,0()0  6.  □  500-999 

2.  □  10,000-19,999  7.  □  250  -  499 

3.  □  5,000  -  9,999  8.  □  100  -  249 

4.  □  2500  -  4.999  9.  □  99orless 

5.  □  1,000  -  2,499 

II. 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 

A  •  Servers  B  •  Workstatlom/Desktops/Laptops 

1.  □  IBM  (Mainframes)  5'  9  Unisys  i.  Q  Sun  Microsystems  5.  □  Dell 

2.  □  IBMRSBOOO  6-  □  H  P  2.  □  H  P  6.  □  Gateway 

3.  D  IBM  AS/400  □  Other  q  CompacpDigital  7.  □  Fujitsu 

4.  □  CompatyOigital/  4.  □  IBM  8.  □  Other 

Tandem 

12. 

What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 

1.  □  S20  Billion  or  More  5.  □  $100  Million  to  $499.9  Million  9.D  $4.9  Million  or  Less 

2.  □  $10  Billion  to  $19.9  Billion  6.  □  $50  Million  to  $99.9  Million  lOO  None  of  the  above 

3.  □  $1  Billion  to  $9.9  Billion  7.  □  $10  Million  to  $49.9  Million 

4.  □  $500  Million  to  $999.9  Million  8.  □  $5  Million  to  $9.9  Million 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products 
and  services  for  your  enterprise? 

A.  Scope  (chtek  ONE  only) 

CORPORATE/ENTERPRISt 
!.□  Entire  Enterprise/  3.D  Division/Multiple 

Multiple  Enlemrises  Divisions 

B.  Involvement  (check  ALL  that  apply) 

I.O  Create  Network/IT  4.0  Evaluate 

Strategy  Products/Services 

2.0  Recommend/Specify  5.0  Determine  the  Need 

Brand  6.0  None 

3.0  Approve  Purchase 

2.0  Multinational  4.D  Department 

Enterprise  5.0  None 

Sign  Up  and  Start  Immediately  Receiving  our 
FREE  Weekly  e-Newsletter  This  Week  on  NWFusion 
and  easily  stay  current  on  today’s  networking  challenges! 


lYES!  start  my  subscription 


immediately.  My  e-mail 


address  is: 


Your  colleagues  may  also  qualify  for  a  FREE  subscription! 

Please  list  below  names  and  job  functions  of  other  individuals  at  your  location  who  might  also  benefit  from  a  FREE  subscription  to 

NAME _  JOB  FUNQION _  E-MAIL  ADDRESS 


NAME 


NAME 


JOB  FUNQION. 


JOB  FUNQION. 


NAME 


JOB  FUNQION. 


E-MAIL  ADDRESS 


E-MAIL  ADDRESS 


E-MAIL  ADDRESS 


FORM  0002 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CUSS  MAIL  PERMIT  NO  1752  NORTHBROOK  IL 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

I  The  leadtr  In  nalwork  knowlidgal 


PO  BOX  3091 

NORTHBROOK  IL  60065-9928 


THE  POWER  ISSUE  2001  NETWORK  WORLD  SIGNATURE  SERIES 
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networking 


makers  to  shape  the  rules,  there  wouldn’t 
be  much  of  a  market. 

And  just  as  television  executives  flood 
teams  with  money  and  media  keep  up  the 
color  commentary  the  IT  industry  has  its 
venture  capitalists  to  float  newcomers  and 
analysts  to  sort  through  the  hype. 

The  Network  World  staff  and  trusted  advi¬ 
sors  voted  to  single  out  these  50  individu¬ 
als.  From  product  development  choices  to 
enterprise  deployment  decisions,  they  con¬ 
trol  the  ball  when  it  comes  to  networking. 


gl  he  economy  dashed  many  a  network  hope  this  year  but  buoyed  as  many  others. 
In  acknowledgement  of  the  industry  turbulence  and  new  business  conditions,  we 
did  not  place  perennial  favorites  such  as  Cisco  CEO  John  Chambers  and  Micro¬ 
soft  CEO  Steve  Ballmer  on  our  annual  most  powerful  vendor  executives’  list.  As  the 
heads  of  network  powerhouse  companies,  their  power  goes  unquestioned.  Rather  than 
rehashing  their  prowess,  we  focused  on  the  lesser-known  people  promising  niche  mar¬ 
kets  or  those  charged  with  executing  top  vendors’  critical  plans. 


Pekka  Ala-Pietila 

PRESIDENT,  NOKIA 


Ala-Pietila  is  per¬ 
haps  the  most  pow¬ 
erful  champion  of 
the  wireless  Web. 
Seeing  it  as  the 
future  for  growth  at 
Nokia,  he’s  thrown 
the  company’s  considerable  engineering 
prowess  at  it  from  every  angle:  phones, 
Java  development,  security  standards, 
wireless  LANs  and  other  network  equip¬ 
ment  (Nokia  has  about  20,000  engineers 
on  its  payroll).  Along  the  way  he’s  made 
Nokia  a  quiet  infrastructure  powerhouse. 


Marc  Benioff 

FOUNDER  AND  CHAIRMAN, 
SALESFORCE.COM 

Customer  relation¬ 
ship  management 
software  is  hot,  but 
expensive.  Enter 
Benioff  and  his  appli¬ 
cation  service  pro¬ 
vider-model  sales- 
force.com,  an  alternative  he  claims  is 
priced  at  about  10%  of  the  total  cost  of 
ownership  of  a  software  package.  Benioff 
learned  the  ropes  at  Oracle,  his  last  posi¬ 
tion  as  a  senior  vice  president.  But 
Benioff  doesn’t  fit  the  ruthless  Oracle- 
executive  mold  —  he  once  won  the  True 
Friend  of  the  User  Community  Award 
from  Oracle’s  International  User  Group. 


Bill  Coleman 

FDUNDER  AND  CHIEF  STRATEGY  OFFICER, 
BEA  SYSTEMS 

Coleman,  a  27-year 
industry  veteran, 
brings  the  get-there 
first-and-stay-there 
attitude  he  learned 
as  chief  of  satellite 
operations  in  the 
U  S.  Air  Rirce  to  his  business  endeavors. 
This  summer,  he  added  another  first-to- 
market  to  his  bragging  rights  by  shipping 
a  version  of  the  Weblxigic  application 
.s*’iv(‘r  that  suppKirt.s  Web  services  stan- 
dards.Tlus  helped  cement  WebLogic’s 
;)lace  as  the  No.  1  Java  2  Enterprise 
Edition  Web  application  server,  with  37% 


of  installations,  according  to  Meta  Group. 
Coleman,  who  handed  over  the  CEO  hat 
to  co-founder  Alfred  Chuang  in  October, 
now  concentrates  on  executing  his 
vision  for  Java  development. That  in¬ 
cludes  finding  ways  to  compete  with  big- 
league  software  players  Hewlett-Packard, 
IBM,  Oracle,  Microsoft  and  Sun. 


Dave  Dorman 

PRESIDENT,  AT&T 

Just  one  year  ago, 
Dorman  became 
AT&T  president,  a 
position  most  tele¬ 
communications 
veterans  would 
jump  at  given  the 
chance.  And  now  it  seems  he’s  poised 
for  even  more  power.  C.  Michael  Arm¬ 
strong  has  indicated  that  he’ll  likely 
retire  as  CEO  in  2002,  and  most  industry 
watchers  consider  Dorman  next  in  line 
for  that  job.  (See  full  profile,  page  36.) 


Sandra  England 

EXECUTIVE  VICE  PRESIDENT  OF  BUSINESS 
DEVELOPMENT  AND  STRATEGIC  RESEARCH, 
NETWORK  ASSOCIATES 


In  November,  Net¬ 
work  Associates’ 
PGP  unit  got  the  ax, 
with  products  such 
as  the  Gauntlet  Fire¬ 
wall  getting  snuffed 
out  or  moved  into 
other  product  groups.  But  the  fate  of  that 
group’s  head,  England,  was  not  dire  at 
all.  She’s  taken  on  the  critical  role  as 
technology  scout, seeking  out  potential 
acquisitions  and  strategic  partnerships 
while  overseeing  the  company’s  re¬ 
search  organization. The  poised  England 
frequently  makes  rounds  on  the  speak¬ 
ers’ circuit  and  has  testified  before  Con¬ 
gress  on  the  impact  of  viruses. 


Henry  Fiallo 

CED,  ENTERASYS  NETWDRKS 

Fiallo  is  making  the  most  of  Enterasys’ 
fresh  start  as  a  Cabletron  spinoff.  He’s 
pushed  Enterasys  into  garnering  33.2% 
of  worldwide  modular  Layer  3  ports 
shipped  for  the  third  quarter  of  2001,  ac¬ 
cording  to  Dell’  Oro  Group. The  rise  of 


respect  for  Enterasys 
has  much  to  do  with 
Fiallo’s  past  as  a  CIO, 
a  post  he  held  at 
Cabletron,  and  be¬ 
fore  that  at  power 
company  Entergy 
Services.The  skills  of  vending  a  product 
are  not  the  same  as  consuming  it,  but 
when  an  executive  can  meld  the  two 
successfully,  power  is  the  result.  Fiallo  has 
the  markings  of  one  who  can  do  so. 


Mark  Floyd 

PRESIDENT  AND  CED,  SIEMENS  INFDRMA- 
TION  AND  COMMUNICATION  NETWORKS 

If  ever  a  door  to 
the  US.  telecommu¬ 
nications  equipment 
business  stood  open, 
it  does  now,  and 
Floyd  aims  to  stride 
through  it.  A  highly 
regarded  network  entrepreneur,  he  joined 
Siemens  ICN  in  April  with  the  company’s 
acquisition  of  Efficient  Networks,  which 
he  founded  and  led. When  the  board  ap¬ 
pointed  him  CEO  five  months  later,  they 
made  his  orders  clear:  Restructure  the  $2 
billion  telecom  equipment  provider  to 
grab  more  of  the  U.S.  market  while 
Lucent  and  other  competitors  are  weak. 
Floyd  has  restructuring  experience  on 
his  side.Three  years  after  starting 
Efficient,  he  shifted  its  focus  from  ATM 
switches  and  routers  for  computer  ven¬ 
dors  to  DSL  devices  for  users. 

Buss  Holt  and 
Bandy  Groves 

CD-VICE  PRESIDENTS,  DELL’S  ENTERPRISE 

Dell  is  giving  the 
enterprise  server 
market  a  double¬ 
whammy  in  Holt 
(left)  and  Groves. 
Holt,  the  former 
vice  president  and 
general  manager  of  Dell’s  Storage 
Systems  Group,  is  credited  with  turning 
Dell’s  storage  into  a  $1.5  billion  busi¬ 
ness,  largely  by  declaring  network- 
attached  storage  a  commodity  market 
and  pricing  accordingly.  Groves,  the  for¬ 
mer  vice  president  of  Dell’s  High 


SYSTEMS  GRDUP 


Volume  Server  Systems  Group,  helped 
lead  Dell  to  its  No.  1  position  in  Intel- 
based  servers  in  the  U.S.  A  21 -year  IBM 
veteran  before  joining  Dell  in  2000, 
Groves  was  responsible  for  developing 
IBM’s  Netfinity  line. 

Sanjay  Kumar 

CED,  CDMPUTER  ASSDCIATES 

Any  CEO  who  takes 
over  for  the  founder 
is  straddling  a  buck¬ 
ing  bronco.  But 
Kumar  held  onto  his 
mount  during  his 
first  full  year,  despite 
a  bitter  proxy  fight  initiated  by  a  major 
investor  for  board  control.  If  that  investor 
had  won  the  fight,  he  presumably  would 
have  axed  Kumar  and  Chairman  Charles 
Wang.  Kumar  is  exerting  his  influence  by 
trying  to  reverse  CA’s  bully  image.This 
year  Kumar  addressed,  at  least  in  part, 
long-standing  complaints  on  licensing 
practices.  He  created  an  option  to  long¬ 
term  software  licenses  in  the  form  of  a 
flexible  application  service  provider 
model  with  monthly  fees. 


Mike  Lazaridis 

FOUNDER,  CO-CEO  AND  PRESIDENT; 
RESEARCH  IN  MOTION 

The  technical 
visionary  behind 
RIM,  Lazaridis  shep¬ 
herded  the  popular 
BlackBerry  wireless 
device  into  the  cor¬ 
porate  market,  where 
it’s  been  met  with  almost  cult-like  devo¬ 
tion.  As  of  October,  RIM  claimed  more 
than  12,000  corporate  customers,  many 
of  them  using  the  technology  to  deliver 
customized  applications  to  mobile  work¬ 
ers.  A  consummate  engineer,  Lazaridis 
holds  several  patents  for  software  code 
and  wireless  technology  and  even  has 
an  Emmy  for  designs  in  computer  film¬ 
editing  equipment. 


Toni  Li 

FOUNDER  AND  CHIEF  SCIENTIST; 

PROCKET  NETWORKS 

Li  is  the  golden 
boy  of  network  engi¬ 
neering,  having 
helped  architect 
some  of  Cisco’s  and 
Juniper  Networks’ 
prize  routing  tech¬ 
nologies.  Industry  watchers  expect  Li  to 
take  on  his  former  employers  with  the 
routing  technology  they  believe  is  under 
development  at  Pr(x:ket,one  of  Network 
World's  10  .start-ups  to  watch  in  2001  (see 
wvmnwfusion.com,  DocFmder:  7334). 


"Did  you  back  up  all  my  files?" 

Translation:  I  think  I  just  deleted  all  my  files. 
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Drew  Major 

CTQ.  VQLERA 

Major  has  long 
claimed  a  place 
among  network 
industry  visionar¬ 
ies.  As  the  creator 
of  NetWare,  he  was 
the  guiding  force  behind  all  of  Novell’s 
technologies.  He  has  since  turned  his 
attention  to  caching  through  Volera, 
spun  off  from  Novell  in  February  Major 
has  a  loyal  user  following  and  many 
believe  his  caching  products  will  even¬ 
tually  become  as  popular  as  NetWare. 
Besides  his  work  at  Volera,  Major  is 
funding  a  secretive  company  called 
XLON  Technologies  that  is  creating 
ways  to  move  multimedia  and  other 
large  files  quickly  across  the  ’Net. 

Mario  Mazzola 

CHIEF  DEVELOPMENT  OFFICER,  CISCO 

Mazzola  holds  one 
of  the  most  critical 
roles  coming  out  of 
Cisco’s  reorganiza¬ 
tion  into  major  tech¬ 
nology  groups.  He’s 
coordinating  devel¬ 
opment  efforts  across  all  1 1  of  those 
groups,  finding  synergies  across  a  broad 
product  line  and  directing  the  massive 
resources  available  to  Cisco.  (See  full 
profile,  page  38.) 

John  McHale 

FOUNDER,  CEO  AND  CHAIRMAN, 
TIPPINGPOINT  TECHNOLOGIES 

McHale  is  one  of 
those  multiple-start- 
up  success  stories. 
He  founded  Ether¬ 
net  vendor  Net- 
Worth,  which  Com¬ 
paq  bought  in  1995. 
He  followed  that  with  NetSpeed,a  DSL 
company  he  sold  to  Cisco  in  1998.  He’s 
back  to  try  his  hand  withTippingPoint 
Technologies,  which  offers  a  package  of 
network  products,  open  development 
tools  and  hosted  services  that  let  ser¬ 
vice  providers  deploy  new  networks 
and  services  quickly. TippingPoint  is  sell¬ 
ing  into  a  hurting  market  and  is  finan¬ 
cially  struggling.  Still,  if  anyone  can 
make  the  company  work,  the  golden- 
touch  McHale  can.  He  moonlights  as  a 
partner  with  venture  capitalist  firm 
Austin  Ventures,  known  for  seeding 
companies  such  as  SynOptics  and  EMC 
spinoff  McData. 

Joe  Nacchio 

r-rG  QWEST  COMMUNICATIONS 

Nacchio’s  star  has  ri.sen  so  fast  and  so 
high  that  in  2001  he  took  on  the  people 
that  make  most  CEOs  quiver:  financial 
an-ilysb,.  Last  summer,  three  Morgan 
Si,inley  analysts  questioned  the  compa¬ 


ny’s  accounting 
practices.  No  kow¬ 
towing  or  peace¬ 
making  for  Nacchio; 
on  a  conference 
call  with  the  finan¬ 
cial  community  he 
angrily  —  and  loudly  —  defended 
Qwest.The  horns-forward  Nacchio  is 
the  image  forever  locked  in  our  imagi¬ 
nation.  Even  though  the  debt-burdened 
Qwest  is  struggling  to  turn  a  profit,  Nac¬ 
chio’s  guts  seem  well-matched  with  his 
business  acumen. 

Dave  Roberson 

COO,  HITACHI  DATA  SYSTEMS 

Roberson  has 
been  the  deal 
maker  and  execu¬ 
tion  man  in  HDS’ 
conversion  into  a 
storage  power¬ 
house.  Roberson,  a 
20-year  HDS  veteran,  led  the  Hitachi 
subsidiary  from  its  roots  as  a  traditional 
Japanese  manufacturing  company  into 
an  American-style  vendor  of  products 
and  services.  In  August,  he  harvested 
one  of  the  heftiest  fruits  of  that  change, 
when  HDS  struck  a  multibillion  dollar 
deal  that  has  Sun  reselling  Hitachi  stor¬ 
age  products  and  the  two  co-develop- 
ing  high-end  storage  for  the  data  center 
and  investing  in  support  centers. 

Ray  Ozzie 

CEO,  GROOVE  NETWORKS 

Despite  receiving 
loads  of  accolades 
and  attention,  Ozzie, 
of  Lotus  Notes  fame, 
is  notoriously  polite. 
Today,  Groove  Net¬ 
works  and  its  peer- 
to-peer  collaboration  platform  has  put 
Ozzie  back  in  the  spotlight.  Ozzie  gives 
velocity  to  Groove,  named  one  of  Net¬ 
work  World's  10  start-ups  to  watch  for 
2001  (see  www.nwfusion.com,  Doc- 
Finder:  7334). The  company  signed  on 
200  partners  within  six  months  of  ship¬ 
ping  in  March  and  some  big-name 
enterprise  customers. 

Sam  Palmisano 

PRESIDENT  AND  COO,  IBM 

Twenty-eight  years 
at  Big  Blue  and  Pal¬ 
misano  is  poised  to 
take  over  the  top 
spot  that  observers 
say  is  sure  to  open 
when  CEO  Lou 
Gerstner’s  contract  expires  in  March.  At 
60,Gerstner  is  at  the  age  when  all  senior 
IBM  executives  have  retired  over  the 
past  30  years.  Palmisano  has  been 
Gerstner’s  right-hand  man  since  Day  1, 
and  long  considered  his  heir-apparent. 
(See  full  profile,  page  40.) 
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Jerry  Parrick 

CEO,  YIPES  COMMUNICATIONS 

imJi  Parrick  would  be 
the  stereotypical 
entrepreneur,  a  cross 
between  an  inventor 
and  an  engineer,  if 
he  weren’t  a  proven 
businessman  with  a 
decade-long  track  record.  He  is  known 
for  building  one  data  organization  after 
another,  first  at  Pacific  Bell,  then  US 
West  and  then  Nokia.  Now  if  Parrick  can 
avoid  the  cash  crunch  that  poisoned 
the  competitive  local  exchange  carrier 
industry,  he  has  a  shot  at  creating  a  seri¬ 
ous  Ethernet  services  competitor. 

Greg  Reyes 

CEO,  BROCADE  COMMUNICATIONS 
SYSTEMS 

Reyes  has  proven 
himself  to  be  the 
right  man  for  creat¬ 
ing  a  world-class 
competitor  out  of  a 
start-up.  Following 
his  aspiration  to  be 
the  CEO  of  a  major  technology  com¬ 
pany  he  joined  Brocade  in  1998. 

At  $24  million  in  sales.  Brocade  was¬ 
n’t  that  large,  so  Reyes  made  it  so,  guid¬ 
ing  the  company  to  $513  million  in  fis¬ 
cal  2001.  He  made  a  decent  profit 
while  doubling  investment  in  research 
and  development.  In  the  process,  he 
snatched  up  more  than  60%  of  the 
Fibre  Channel  hub  and  switch  market, 
according  to  IDC. 

Eric  Rudder 

SENIOR  VICE  PRESIDENT  OF  DEVELOPER 
AND  PLATFORM  EVANGELISM,  MICROSOFT 

Rudder  heads  the 
first  and  arguably 
most  crucial  step  in 
Microsoft’s  .Net  pro¬ 
gram.  He  must  edu¬ 
cate,  convert  and  nur¬ 
ture  more  than  6  mil¬ 
lion  developers  on  .Net,  the  bet-the-com- 
pany  strategy  to  deliver  software  as  a  set 
of  services  over  the  Internet  that  Rudder 
spent  four  advisory  years  helping  Gates 
devise.  (See  full  profile,  page  43.) 

Rruce  Schneier 

FOUNDER  AND  CTO,  COUNTERPANE 
INTERNET  SECURITY 

Encryption  guru 
Schneier  has  long 
been  a  power  to 
reckon  with  in  secu¬ 
rity  circles.  He  de¬ 
signed  the  Blowfish 
and  Twofish  encryp¬ 
tion  algorithms,  has  penned  six  books, 
including  one  used  as  a  cryptography 
textbook,  and  has  openly  criticized 
Microsoft  and  other  software  vendors 
for  releasing  unsafe  code. 

Counterpane,  a  24-7  security  monitor¬ 


ing  service,  is  his 
attempt  to  prac¬ 
tice  what  he 
preaches.  He  envi¬ 
sions  his  security  monitoring  service  as 
a  way  out  of  the  software  security  patch 
treadmill.  Counterpane  has  grabbed 
several  significant  reseller  partners, 
including  Cisco  and  NEC  Business 
Network  Solutions. 

Ivan  Seidenberg 

CO-CEO,  VERIZON  COMMUNICATIONS 

In  July  2002,  Seidenberg  gains  sole 
control  of  the  ag¬ 
gressive  regional 
Bell  operating  com¬ 
pany  Ever  ambitious, 
he  is  concentrating 
on  making  Verizon  a 
long-distance  power¬ 
house  by  winning  Federal  Communi¬ 
cations  Commission  approval  to  offer 
long-distance  services  in  states  where 
Verizon  is  the  incumbent  carrier.  (See 
full  profile,  page  45.) 

Tom  Siebel 

FOUNDER  AND  CEO,  SIEBEL  SYSTEMS 

Siebel’s  drive  has 
placed  the  company 
on  top  of  the  impor¬ 
tant  customer  rela¬ 
tionship  manage¬ 
ment  software  mar¬ 
ket,  an  area  growing 
despite  the  anemic  economy  Aggressive 
and  arrogant,  Siebel  is  a  graduate  of  the 
Larry  Ellison  school  of  management.  At 
Oracle  from  1984  to  1990,  he  was 
among  Oracle’s  top  salespeople,  useful 
experience  for  the  CRM  business.  Siebel 
is  now  attempting  to  match  his  success 
in  CRM  with  employee  relationship 
management  software. 

Ren  Waldman 

VICE  PRESIDENT,  MOBILE  DEVICES 
DIVISION,  MICROSOFT 

As  wireless  devices 
grow  in  complexity 
and  usefulness, 
Microsoft  has  a  new 
client  to  dominate. 
Success  rests  largely 
with  Waldman, 
charged  with  crafting  the  Pbcket  PC 
strategy.  He  came  to  this  post  in  Jan¬ 
uary  2000  after  a  string  of  accomplish¬ 
ments  for  other  Microsoft  divisions, 
including  at  the  Macintosh  unit  he  cre¬ 
ated  in  1996. 

There  he  helped  Office  98  become 
the  platform’s  most  popular  office  suite 
and  Internet  Explorer  and  Outlook  Ex¬ 
press  to  be  bundled  standard  on  the 
Mac.  Waldman  has  declared  that  he  will 
extend  more  desktop  functionality  to 
the  Pocket  PC,  aim  it  at  business  users, 
and  eliminate  the  need  for  a  separate 
wireless  Internet. 
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Automatically  eliminate  disk  fragmentation  and  unleash  full  system  speed 
on  one  desktop  or  across  your  entire  site! 


New  DISKEEPER®  7.0  "Set  It  and  Forget  It"®  disk 
defragmenter  for  Windows®  is  so  advanced  it  runs 
itself,  precisely  when  needed.  It's  like  hiring  an  expert  to 
constantly  monitor  your  system's  performance  and  keep  it 
at  peak  levels.  New  Diskeeper  7.0  defragments  drives  so 
thoroughly  and  with  such  blazing  speed,  it  makes  manual 
''built-in''  technology  completely  obsolete. 

In  today's  economic  climate,  it's  just  as  important  to  know 
that  Diskeeper  7.0  can  extend  the  productive  life  of  your 
systems  up  to  three  years,  significantly  reduce  your  TCO 
and  cut  help  desk  calls  in  half.  It's  one  reason  9  out  of  10 
corporations  use  Diskeeper  over  any  other  defragmenter. 

In  fact,  it  costs  money  every  day  your  machines  are 
running  without  Diskeeper.  Follow  the  link  on  this  page 
to  buy  it  now. 

www.nwl.diskeeper^om 

Executiue*  ^ 

Cnfflliano  website  at 

uUllllllll  IS  www.execsofl.com 

^  r  u  ,T  1-800-829-6468 

Focused  Development  of  System  Management  Tools 


Advanced  Features: 


New!  ''Push  Install"  eliminates 
the  time  and  cost  of  manual 
installation  with  fast,  two-click 
remote  operation. 

New!  Microsoft®  recommended 
lightning  fast  boot-time  defrag  for  important 
system  files  —  remotely  control  &  schedule  across  site. 
Exclusive:  "Smart  Scheduling"™  monitors  and  maintains 
peak  system  performance  intelligently  and  unobtrusively 
without  requiring  assistance. 


Certified  at  the  highest  level  for 
Windows  XP/2000/NT®  and  fully 
compatible  with  Windows  9X. 


^  Focused  Devek 


"Disk  fragmentation  can  cause  performance  problems.  You 
should  consider  running  a  defragmentation  program  on  a 
regular  basis.  "*  —  Microsoft  Windows  NT  Server  Resource  Guide 


Build  ct  Automate: 

•  Fastest  Engine 
•Transparent  On-line  Defrag 
•Smart  Scheduling 

•  Full  Network  Controls 

•  Push  Installation 

Full  Compatibility:!  * 

•Windows  9x  :  I;;:::™;::: 

•Windows  ME  l - ^ — 

•WindowsNT  ' 

•Windows  2000 
•Windows  XP 
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C  2001  Executive  Software  Intematxxial,  Inc.  All  Rights  Reserved.  DISKEEPER,  Executive  Software,  the  Executive  Software  logo,  'Set  It  arxl  Forget  ft'  and  'Smart 
Scheduling'  are  either  registered  trademarks  or  trademarks  of  Executive  Software  Intemabonai,  Itk.  in  the  United  States  arxl/or  o^  countries.  Microsoft.  Windows,  and 
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POWER 


Smell  that,  enterprise  users?  It’s  your  buying  power.  Tech  vendors  whose 
heads  were  turned  by  young  service  providers  and  competitive  local 
exchange  carriers  with  long  shopping  lists  are  turning  their  attention 
back  to  enterprise  users  now  that  it’s  clear  many  of  the  fledgling  service  pro¬ 
viders  and  CLECs  can’t  pay  their  bills. 
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Mike  Brady 

FIRST  VICE  PRESIDENT  OF  GLOBAL 
NETWORKING  SERVICES,  MERRILL  LYNCH 

Brady  works  with  a  team  of  106 
and  a  budget  of  $300  million  to  pro¬ 
vide  global  support  for  Merrill 
Lynch’s  voice,  data  and  video  net¬ 
works;  e-mail  and  Internet  applica¬ 
tions;  nontransactional  Web  sites; 
and  21,000  of  Merrill  Lynch’s  70,000 
desktops.  In  2001,  the  firm  launched  its  new  dense 
wavelength  division  multiplexing  (DWDM)  network 
connecting  10  sites  in  two  states  with  high-speed  Giga¬ 
bit  Ethernet  and  Fibre  Channel  connections. The 
DWDM  network  replaces  telephone  company-provided 
time-division  multiplexer  connections,  and  it  enabled 
Merrill  Lynch  to  eliminate  its  entire  router  backbone  by 
tying  the  Gigabit  links  directly  to  its  high-speed  switched 
core.“We  simplified  the  network,  greatly  increased  capa¬ 
city  and  decreased  overall  costs,”  Brady  says. 

When  the  terrorist  attacks  on  the  World  Trade  Center 
disabled  the  public  network,  Brady  and  team  sped  up 
completion  of  a  back-up  Gigabit  laser  system  that  was 
under  consideration.  Within  a  week,  the  free-space 
optics  system  was  ready  for  business  use.  At  the  same 
time,  the  network  group  built  out  a  new  trading  floor 
in  just  four  days  after  the  company’s  primary  trading 
site  was  destroyed  and  its  alternate  site  evacuated. 


William  Friel 

SENIOR  VICE  PRESIDENT  AND  CIO, 

PRUDENTIAL  FINANCIAL 

Prudential  continues  to  flex  its 
e-commerce  muscles  under  Friel, 
this  year  revamping  and  relaunch¬ 
ing  its  Prudential  Securities  Web 
site  and  launching  a  Web-based 
business-to-business  platform, 
PrudentialXpress.  For  its  25,000 
telecommuting  employees  and  business  partners,  the 
company  created  a  massive  VPN  that  halved  Pruden¬ 
tial’s  annual  $14  million  remote  access  bill  —  and 
earned  it  Network  Worlds  top  User  Excellence  Award 
for  2001  (see  www.nwfusion.  com,  DocFmder:  7335). 
Prudential  also  continues  to  grow  its  offshore  software 
development  company  in  Letterkenny  Ireland.  Pru¬ 
dential  opened  Prumerica  Systems  Ireland  in  July 
2000  to  reduce  its  reliance  on  consultants  and  bring 
some  of  its  outsourced  IT  work  in-house. 


Lieutenant  General 
Michael  Hayden 

ulBECTOR,  NATIONAL  SECURITY  AGENCY/ 

ZtUmi  SECURITY  SERVICE 

P')wer  security  user  Hayden  and  team  need  the  lat- 
'  -I  gadgets  and  the  most  sophisticated,  dependable 
U'cimologies  to  keep  up  the  country’s  information¬ 


gathering  tactics  —  and  to  keep 
adversaries  from  getting  at  U.S. 
information  systems. They  are  tasks 
made  more  difficult  by  the  wide 
availability  of  encryption  products 
and  services,  and  the  overwhelm¬ 
ing  amount  of  data  the  agency 
intercepts  in  its  eavesdropping  efforts.  One  new  pro¬ 
ject  reportedly  in  the  works  at  the  super-secret  NSA  is 
Trailblazer,  a  computer  system  designed  for  more 
effective  processing  and  culling  of  useful  intelligence 
from  data  collected. 


Dennis  KIrchoff 

ANX  DEVELOPMENT  LEADER,  FORD  MOTOR 

Dennis  Kirchoff  is  a  founding 
father  of  the  ANX,  the  world’s 
largest  VPN-based  e-commerce  net¬ 
work.  Ford,  General  Motors  and 
Chrysler  (now  DaimlerChrysler) 
built  the  ANX  with  their  trade  asso¬ 
ciation,  the  Automotive  Industry 
Action  Group,  in  1996  to  provide  a  secure,  IP-based 
network  for  sharing  supply  chain  data  among  channel 
partners  in  the  automotive  industry.  In  December 
1999,  AI AG  sold  ANX  to  Science  Applications  Inter¬ 
national. Today,  900  companies  subscribe  to  the  net¬ 
work  service,  which  SAIC  has  expanded  to  include 
other  industries  such  as  financial  services,  healthcare 
and  manufacturing. 

Kirchoff  continues  to  define  Ford’s  role  in  the  busi¬ 
ness  extranet,  and  his  counterparts  at  General  Motors 
and  DaimlerChrysler  closely  follow  his  work. 


John  Nallln 

VICE  PRESIDENT  OF  IS.  UPS 


The  media  loves  to  ask  Nallin 
what  two  or  three  IT  issues  keep 
him  up  at  night.  It’s  not  an  easy 
question  to  answer  when  you’re 
juggling  100  to  200  projects  at  any 
one  time,  Nallin  says.“When  you 
have  a  tech  budget  of  $1  billion, 
you  do  a  lot  of  stuff,”  he  notes.  Issues  rising  to  the  top 
lately  have  to  do  with  business  continuity,  in  light  of 
the  terrorist  threat,  and  wireless  and  voice-recognition 
initiatives. 

For  Nallin,  evaluating  new  IT  projects  is  a  balancing 
act; “You  have  to  be  aggressive  about  changing  tech¬ 
nologies.  However,  you  also  have  to  minimize  risk  and 
the  impact  of  that  risk.” 


Gary  Reiner 

SENIOR  VICE  PRESIDENT  AND  CIO,  GENERAL  ELECTRIC 

Reiner  has  spent  more  than  a  decade  with  GE  and 
continues  to  lead  its  IT  and  e-business  efforts  —  which 
are  at  full-throttle  despite  the  slowed  economy.  Even 


as  other  companies  are  tightening 
their  IT  budgets,  GE  reportedly 
plans  to  increase  IT  spending  12% 
in  2002. The  company’s  e-business 
approach  is  three-pronged  and 
covers  internal  processes,  procure¬ 
ment  and  sales. 

Internally,  GE  is  trying  to  digitize  everything  possible, 
eliminating  manual  and  paper-generating  processes 
along  the  way.  The  company  hopes  to  lop  off  $10  bil¬ 
lion  in  its  operational  expenses  in  the  coming  years 
through  these  internal  efforts. 

On  the  buy  and  sell  sides,  GE  worked  to  shift  30%  of 
its  purchasing  online  and  to  increeise  its  online  sales 
to  15%  of  total  revenue  in  2001. 

Ralph  Szygenda 

CIO  AND  GROUP  VICE  PRESIDENT  OF  IS  AND  SERVICES, 
GENERAL  MOTORS 

Recruitment  has  been  a  key  part 
of  Szygenda’s  strategy  since  he 
joined  GM  as  CIO  in  1996  and  was 
charged  with  reclaiming  the  IT  pro¬ 
jects  the  company  had  outsourced 
to  Electronic  Data  Systems.  He  told 
one  publication, “Technology  is 
secondary  to  finding  good  people.”  Helped  by  the 
good  people  he’s  found,  Szygenda  has  effected  a  cul¬ 
tural  change  at  GM  and  earned  the  support  of  top 
management  for  his  e-business  initiatives,  including 
launching  Web  sites  for  consumer  and  business  cus¬ 
tomers  and  investing  in  procurement  exchange 
Covisint  Communications. 

Most  recently,  GM  absorbed  its  business-to-consumer 
Internet  division,  e-GM,  back  into  the  corporate  organi¬ 
zation. The  company  says  it’s  not  a  withdrawal  from 
e-business,  but  part  of  its  original  plan  to  pull  the  Inter¬ 
net  division  in-house  once  the  corporate  business  was 
ready  to  handle  it. 

Lt.  Gen.  John  **Jack” 
Woodward 

DEPUTY  CHIEF  DF  STAFF  FOR  COMMUNICATIONS  AND 
INFORMATION  AND  DEPUTY  CIO,  U.S.  AIR  FORCE 

Woodward’s  responsibilities  in¬ 
clude  strategy,  policies,  architec¬ 
ture  and  standards  for  Air  Force  IT 
systems  —  a  role  that  puts  him 
atop  a  crew  of  74,000.  Under  his 
watch,  the  Air  Force  is  making  mili¬ 
tary  history  with  its  My.AirForce 
portal,  which  will  serve  up  data  pulled  from  28,000 
legacy  information  systems  and  1,500  Air  Force  Web 
sites  and  intranets.  Woodward  announced  the  project, 
now  in  its  third  phase  of  development,  in  August  2000. 
Within  the  next  few  month.s,  1.2  million  users  will  have 
access  to  the  MyAirForce  portal. 
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The  OneTouch™  Network  Assistant  gives  your  troubleshooting  crews  super 
human  vision.  Plug  it  into  any  port,  press  the  AutoTest  icon  and  the 
OneTouch  eyeballs  the  entire  network.  Bingo;  An  instant  read  on  the  con¬ 
nectivity  status  of  every  desktop  station,  router,  server  and  switch.  Another 
touch  zeros  in  on  the  exact  switch  port,  printer  or  PC  that's  causing  the 
problem.  It  checks  everything  from  traffic  snarls  to  NICs,  hubs  and  cables. 
Problem  solved.  With  OneTouch.  One  look  and  you'll  want  a  OneTouch. 

See  for  yourself.  Click  into  our  live  demo  at 
www.fluke-net.com/ltouch/  and  enter  to  win  a 
FREE  OneTouch,™  the  fastest  tool  for  first 
response  troubleshooting. 


See  it. 
Win  it! 


®2001  fluke  Networks,  Inc.  U.S.  (800)  283-5853.  Canada  (800)  363-5853. 
Europe  (31  40)  2  675  200.  Other  countries  (425)  446-4519. 

Contest  rules  posted  at  the  site  listed  above.  All  rights  reserved. 
www.ftukenetworks.com  Ad  no.  01487 
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tandards  are  the  network  industry’s  version  of  a  lowest  common  denominator.  Those  who  set  standards 
help  ensure  products  can  work  together,  safely  and  securely  Our  network  coaches,  they  help  shape  vendor 
strategy  and  teach  vendors  to  play  by  the  rules. 


Harald  Alvestrand 

CHAIR,  INTERNET  ENGINEERING 
TASK  FORCE 

A  Cisco  engineer 
and  a  longtime  IETF 
participant,  Alve¬ 
strand  since  March 
has  headed  the 
worlds  most  power¬ 
ful  network  stan¬ 
dard-setting  organization.  He  took  over 
at  a  busy  time,  as  interest  in  open, 
Internet-based  protocols  for  emerging 
network  applications  is  growing  among 
corporate  users.  Internationalization  is 
high  on  the  group’s  agenda;  one  signifi¬ 
cant  project  is  to  create  a  way  for  the 
Internet’s  DNS  to  support  languages 
other  than  English.  A  Norwegian,  Alve¬ 
strand  is  the  first  non-American  to  hold 
the  volunteer  post. 


Tim  Berners-Lee 

DIRECTOR,  WORLD  WIDE  WEB 
CONSORTIUM 

Berners-Lee  contin¬ 
ues  to  shape  the  Web 
he  conceived. This 
year,  W3C  released 
the  XML  Schema 
specification,  which 
defines  how  pro¬ 
grammers  should  describe  content  using 
XML  —  in  other  words,  an  XML  language 
for  defining  XML  languages,  he  says.The 
XML  Schema  spec,  more  than  two  years 
in  development,  is  expected  to  ease  data 
exchange  among  businesses.  Still  among 
the  projects  on  the  W3C’s  agenda  are 
XML  encryption;  digital  rights  manage¬ 
ment;  and  Resource  Description  Frame¬ 
work,  for  application  interoperability  on 
the  Web. 


Jeff  Schiller 

AREA  DIRECTOR  FOR  SECURITY,  IETF 

Schiller’s  job  is  to 
make  sure  the  stan¬ 
dards  that  make  their 
way  through  the  IETF 
have  adequate  secu¬ 
rity  features.  If  they 
don’t,  they’ll  get  no 
further  than  him.  Schiller  says  getting 
developers  to  pay  attention  to  security  is 
a  recurring  problem. 

“People  need  to  think  about  security 
upfront  or  they  wind  up  making  engi¬ 
neering  decisions  that  make  adding 
security  difficult,”  he  says. 

Schiller  isn’t  paid  for  the  IETF  job,  and 
he  didn’t  look  for  it.  He  was  asked  to  vol¬ 
unteer  in  1994,  so  he  did,  and  he’s  been 
there  ever  since.  Why?  “1  know  how  to  do 
it,  and  it  needs  doing,”  he  says. 


Scott  Valcourt 

MANAGING  DIRECTOR,  UNIVERSITY  OF 
NEW  HAMPSHIRE  INTEROPERABILITY  LAB 

Product  interoper¬ 
ability  is  put  to  the 
test  at  UNH’s  Inter¬ 
operability  Lab.  For 
the  industry  groups 
that  fund  the  tests,  it’s 
a  proving  ground.  For 
the  students  who  staff  the  lab,  it’s  an 
opportunity  to  work  with  real-world  tech¬ 
nology  For  Valcourt,  it’s  a  bridge  between 
his  two  passions,  education  and  technol¬ 
ogy  “The  mix  is  the  perfect  job,”  he  says. 

Valcourt  predicts  the  technologies 
that  will  find  their  way  into  the  interop¬ 
erability  lab  next  year  include  very-high 
bit  rate  DSL,  Ethernet  in  the  first  mile, 
high-speed  Fibre  Channel  and  802.1  la 
wireless  LANs. 


POWEIfan 

Washingtnn 


They  may  be  removed  from  the  every¬ 
day  tasks  of  Network  World  readers,  but 
these  big-picture  policy  players  are  mak¬ 
ing  decisions  that  will  shape  the  products 
and  services  available  to  enterprise  users. 


Colleen  Kollar-Kotelly 

JUDGE,  U.S.  DISTRICT  COURT 

w  ,1,1  Kollar-Kotelly  is  heading  the  rem- 

phase  of  the  federal  govern- 
W  ment’s  antitrust  case  against  Micro- 

L  H  soft.  When  a  computerized  lottery 

landed  her  that  responsibility,  media 
stories  focu.sed  on  her  limited  ex¬ 
perience  handling  complex  anti¬ 
trust  cases  and  her  reputation  for  advocating  out-of- 
court  settlements. The  spotlight  could  not  have  been 
much  brighter. Today  she’s  navigating  the  case  down 
two  paths  —  one  for  the  Department  of  Justice  and 
the  nine  states  that  have  reached  a  proposed  settle¬ 
ment  agreement  with  Microsoft,  and  one  for  those 
that  want  to  continue  litigation.  Critics  charge  that  the 
proposed  settlement  is  too  lenient;  Kollar-Kotelly,  who 
pressed  foi  the  two  sides  to  negotiate,  must  approve 
the  settlement.  She  hasn’t  indicated  how  she  will  rule. 


Michael  Powell 

CHAIRMAN,  FEDERAL  COMMUNICATIONS  COMMISSION 

As  one  of  the  nation’s  top  regula¬ 
tors,  Powell  will  set  the  direction  of 
U.S.  communications  policy  includ¬ 
ing  spectrum  use  and  the  regional 
Bell  operating  companies’  entries 
into  long-distance,  through  the  Bush 
administration.  Powell  is  said  to 
favor  a  more  hands-off,  deregulatory  approach  than 
some  of  his  predecessors.  He  wants  the  FCC  to  move 
quickly  and  recommends  that  Congress  increase  penal¬ 
ties  for  anticompetitive  practices.  He  wants  fines  on  in¬ 
cumbent  local  exchange  carriers  that  violate  competi¬ 
tion  terms  of  the  Telecommunications  Act  to  increase 
from  $1.2  million  to  at  least  $10  million  per  violation. 

Fbwell  has  said  he  will  push  for  a  more  technological¬ 
ly  literate  FCC;  education  for  regulators,  judges  and 
lawyers  is  one  of  his  priorities. 


Tom  Ridge 

DIRECTOR.  OFFICE  OF  HOMEUND  SECURITY 

His  post  is  by  no  means  the  only 
one  dedicated  to  domestic  security 
but  it’s  one  of  the  newest.  Former 
Ffennsylvania  Gov.  Ridge  took  the 
helm  of  the  nascent  U.S.  Office  of 
Homeland  Security  in  October, 
charged  with  shoring  up  domestic 
security  and  streamlining  information-sharing  among  the 
dozens  of  government  agencies  coordinating  antiterror¬ 
ism  efforts.  At  his  swearing-in.  Ridge  summed  up  the 
challengeCAmericans  should  find  comfort  in  knowing 
that  millions  of  their  fellow  citizens  are  working  every 
day  to  ensure  our  security  at  every  level  —  federal, state, 
county  municipal. . . .  But  there  may  be  gaps  in  the  sys¬ 
tem. The  job  of  the  Office  of  Homeland  Security  will  be 
to  identify  those  gaps  and  work  to  close  them.The  size 
and  scope  of  this  challenge  are  immense.” 


DSView  gives  you  ‘point  and  click’ 
access  and  control  of  all  the  KVM 
and  serial  devices  in  your  data  center. 


With  the  new  DSR  analog/digital  KVM 
switches,  your  choices  for  access 
and  control  have  never  been  better. 

See  our  latest  designs  at 
www.avocent.com 


For  a  FREE  Smart  Server  Management  Guide  and  more  information  about  our  connectivity  solutions, 

visit  www.avocent.com  or  call  1-866-A\/OCENT  (286*2368). 

Avoceht,  the  Avoceht  logo,  ‘The  Power  of  Being  There’  and  ‘KVM  over  IP’  are  trademarks  of  Avocent  Corporation.  Copyright  2001. 


Venture  capitalists  and  analysts  have  the  power  to  influence  an  industry  through 
their  actions  and  observations. They  help  shape  vendors’  product  develop¬ 
ment  plans,  and  they  guide  enterprise  buying.  If  only  they  could  answer  with 
absolute  certainty  —  and  unanimity  —  the  question  on  everybody’s  mind:  When  is 
the  economy  going  to  bounce  back? 


Frank  Dzubeck 

PRESIDENT  AND  CEO,  COMMUNICATIONS 
NETWORK  ARCHITECTS 

Dzubeck  is  quoted 
often  on  the  state  of 
the  network  industry 
and  his  comments 
reveal  a  no-non¬ 
sense,  straight-talking 
kind  of  guy  This  year, 
he’s  laced  the  pages  of  Network  World 
with  commentary  on  Lucent  bottoming 
out,  Nortel  breaking  up  and  ultrawide- 
band  wireless  taking  off  —  among  many 
other  topics.  His  candor  is  his  power. 


Paul  Ferri 

MANAGING  PARTNER,  MATRIX  PARTNERS 

A  venture  capitalist 
for  more  than  .30 
years,  Ferri  founded 
Matrix  Partners  in 
1982  and  made  it 
one  of  the  most  prof¬ 
itable  venture  capital 
firms  in  the  1990s.  His  string  of  successes 
includes  ArrowPoint  Communications, 
Equipe  Communications,  Sonus  Net¬ 
works,  Sycamore  Networks  and  Xyplex. 
The  company  continues  to  invest,  though 
at  a  slower  pace  than  in  previous  years, 
Ferri  says.  Matrix  Partners  backed  four 
new  companies  in  2001,  each  of  which 
received  typical  first-round  funding  of  $5 
million  to  $7  million,  Ferri  says.  One  area 
where  he  sees  traction  is  wireless  infra¬ 
structure;  Ferri  sits  on  the  boards  of  two 
wireless  start-ups,  including  Winphoria 
Networks. 


Christine  Heckart 

president;  telechoice 

Telecom  equip¬ 
ment  vendors  and 
service  providers 
look  to  Heckart  for 
help  in  bringing 
new  products  and 
enterprise  services 
to  market.  It’s  a  challenge  made  more 
difficult  by  the  fact  that  market  mo¬ 
mentum  is  no  longer  on  their  side.  Not 
only  is  the  market  getting  smaller,  but 


the  pace  of  innovation  among  compa¬ 
nies  in  the  public  network  sector  —  the 
service  providers  —  is  slowing,  she 
says.  One  bright  spot  Heckart  sees  in 
the  telephone  company  sector  is  that 
the  fiber  glut  many  people  say  exists 
isn’t  a  reality. TeleChoice  last  summer 
completed  a  route-by-route  study  of 
network  capacity  and  found  that  only 
four  of  the  22  largest  long-haul  routes 
in  the  U.S.  are  overbuilt  —  which  is 
good  news  for  infrastructure  vendors. 


Tim  Kane 

PRESIDENT,  INTERNATIONAL  TELEWORK 
ASSOCIATION  &  COUNCIL 

When  Kane  began 
his  two-year  presi¬ 
dential  term  at  ITAC 
on  Nov.  1 ,  enterprise 
interest  in  telework 
programs  seemed  at 
an  all-time  high  in 
the  wake  of  the  Sept.  1 1  terrorist  attacks. 
For  the  next  few  months,  companies  will 
be  in  scramble  mode,  focused  on  funda¬ 
mental  telework  issues  such  as  connec¬ 
tivity  and  security,  Kane  says.  After  that, 
they’ll  focus  on  long-term  strategies  for 
supporting  a  distributed  work  environ¬ 
ment  —  and  Kane  is  eager  to  help. 
Though  a  niche  association,  ITAC  is  in  a 
position  to  influence  widespread  enter¬ 
prise  teleworking  initiatives,  with  re¬ 
sources  addressing  business  and  tech¬ 
nology  aspects. 


Thomas  Nolle 

PRESIDENT.  CIMI  CORP. 

Clients  turn  to 
Nolle  for  thoughtful, 
honest  advice.  A  self- 
proclaimed  industry 
realist.  Nolle  says  he 
feels  an  obligation  to 
be  accurate  as  an 
analyst,  not  entertaining.  He  predicts  the 
market  for  IT  products  and  services  in 
2002  won’t  shrink  further,  as  some  are 
suggesting,  but  will  instead  grow  slightly 
over  this  year’s  figures.  But  don’t  expect  a 
turnaround  overnight.  In  the  IT  industry, 
“nothing  important  can  happen  quickly. 


unless  it’s  bad,”  he  says.  Instead  of  extrava¬ 
gant,  investments  will  be  “pedestrian  and 
[return-on-investment]-driven,”  he  says. 


Dave  Passmore 

RESEARCH  DIRECTOR,  THE  BURTON  GROUP 

What’s  the  hot  tech¬ 
nology  these  days? 
There  isn’t  one,  ac¬ 
cording  to  Passmore. 
Other  years  he  could 
point  to  optical  net¬ 
working  or  wireless 
LANs,  he  says,  but  today  “there  is  no  more 
hot  area.”  Passmore  leads  network  infra¬ 
structure  research  at  The  Burton  Group 
and  continues  to  shape  NetReference 
Architecture,  a  planning  model  for  net¬ 
works  that  he  helped  develop  and  The 
Burton  Group  acquired  two  years  ago 
when  it  bought  the  company  Passmore 
founded. 


Winn  Schwartau 

PRESIDENT,  INTERPACT 

Schwartau  teaches 
security  awareness 
to  commercial  and 
government  clients. 
Just  about  every  gov¬ 
ernment  agency  in 
the  U.S.  and  several 
foreign  government  organizations  have 
used  his  services.  One  tendency  he  sees 
across  clients  is  that  people  view  net¬ 
work  security  exclusively  as  a  technol¬ 
ogy  issue.  But  Schwartau  advocates  a 
“new  security  triad,”  which  is  a  synthesis 
of  three  security  components;  cyber, 
physical  and  people.  It’s  not  a  new  con¬ 
cept  for  Schwartau,  but  more  people  are 
listening  to  his  advice  following  the  ter¬ 
rorist  attacks.“Bittersweet”  is  how  Schwar¬ 
tau  describes  the  recognition  that  his 
theories  about  an  Electronic  Pfearl 
Harbor  —  a  term  he  coined  —  are  not 
just  scare-mongering. 


Linus  Torvalds 

LINUX  DEVELOPER 

Torvalds  started  2001  with  the  release 
of  the  long-awaited  Linux  2.4.0  kernel  — 
a  debut  that  is  helping  the  open  source 


operating  system 
make  significant 
headway  in  corpora¬ 
tions.  Developers 
and  users  were  eager 
for  the  new  code, 
which  offers  in¬ 
creased  symmetrical  multiprocessing 
scalability  and  other  features  to  make  it 
easier  for  users  to  run  corporate  applica¬ 
tions  on  Linux-based  servers.  IBM  and 
Hewlett-Packard  are  working  on  carrier- 
grade  servers  suitable  for  telephone  com¬ 
panies  and  large  enterprise  deployment. 


John  Walecka 

FOUNDING  PARTNER,  REDPOINT 
VENTURES 

While  other  ven¬ 
ture  capitalists  may 
be  lying  low, Walecka 
isn’t.  He  says  the  best 
time  to  invest  in  new 
companies  is  during 
a  recession,  and  Red- 
point  has  backed  12  new  companies  in 
2001. “People  are  more  patient,  and 
there’s  time  to  get  things  done  [during  a 
recession], "says  the  venture  capitalist 
who  backed  infrastructure  companies 
such  as  Agile  Networks,  Optimight  and 
Xylan.  Market  focus  these  days  is  on  sell¬ 
ing  to  enterprise  and  traditional  carrier 
customers,  he  says,  as  the  competitive 
local  exchange  carrier  market  has  essen¬ 
tially  vaporized.  Walecka  sees  opportun¬ 
ity  in  wireless  data  technology  and  says 
there’s  room  for  innovation  in  the  enter¬ 
prise  storage  market,  which  is  going 
through  “major  discootinuit/ 


Phil  Zimmermann 

CRYPTOGRAPHIC  CONSULTANT 

The  inventor  of 
Pretty  Good  Privacy, 
Zimmermann  re¬ 
mains  unwavering  in 
his  beliefs  that  pri¬ 
vacy  is  paramount. 
After  the  Sept.  1 1  ter¬ 
rorist  attacks,  Zimmermann  released  a 
statement  reiterating  his  belief  in  the 
importance  of  cryptography  for  protect¬ 
ing  privacy  and  civil  liberties:“Did  1  re¬ 
examine  my  principles  in  the  wake  of 
this  tragedy?  Of  course  1  did.  But  the  out¬ 
come  of  this  reexamination  was  the 
.same  as  it  was  during  the  years  of  pub¬ 
lic  debate,  that  strong  cryptography  does 
more  good  for  a  democratic  society 
than  harm,  even  if  it  can  be  used  by  ter¬ 
rorists.  Read  my  lips: ‘I  have  no  regrets 
about  developing  PGP.’  "■ 


Frontline 


DB2  software 


THE  CODERNAUTS  DISCOVER  HOW  TO  MOVE  INFORMATION  INTO  THE  21ST  CENTURY. 

DB2  FOR  DYNAMIC  CONTENT 

I  IBM  CONTENT  MANAGER  SUPPORTS  MORE  CONTENT  TYPES  THAN  ANY  OTHER  SOLUTION  | 


IT’S  A  DIFFERENT  KIND  of  WORLD. 

business  software  ibm.com/db2/content  YOU  NEED  A  DIFFERENT  KIND  of  SOFTWARE. 


AT &T  President  David  Dorman  is  ready  for  the 

challenges  presented  by  the  company’s  dismantling,  by  demise  pappalardo 


ust  one  year  ago,  David  Dorman  became  AT&T  president,  a  position 
most  telecommunications  veterans  would  jump  at  given  the 
chance.  And  now  it  seems  he’s  poised  for  even  more  power. 


C.  Michael  Armstrong  has  indicated  he’d  likely  retire 
as  CEO  in  2002  to  become  chairman  at  AT&T  Comcast, 
once  that  expected  merger  closes.  Most  industry  watch¬ 
ers  consider  Dorman  next  in  line  for  the  AT&T  CEO  job. 

But  Dorman  doesn’t  pay  attention  to  the  whisperings. 
“With  any  No.  2  guy  at  a  company,  people  speculate 
about  his  future.  Mike’s  63,  he’s  my  boss.  If  1  do  a  good 
job,  1  get  considered.  I’m  so  darn  busy  with  what  I’ve 
got  here,  it  would  be  egocentric  to  think  about  it,” 
Dorman  says  modestly. 

Still,  it’s  hard  to  imagine  him  turning  down  the  position 
if  extended  to  him.  Here’s  what  he  has  to  say  about 
being  offered  the  president  slotCIf  you  grew  up  in  this 
industry,  the  opportunity  to  become  president  of  AT&T  is 
a  powerful  inducement.  It  was  one  of  those  jobs  that  was 
very  appealing  to  me  right  from  the  start.” 

20  years  in  the  making 

As  president,  Dorman  oversees  business,  consumer, 
lab  and  network  operations.  He’s  accountable  for  75% 
of  the  $66  billion  in  revenue  and  163,000  workers. 

If  Dorman  is  the  next  CEO,  he’ll  look  at  a  different  set 
of  assets  than  Armstrong  does  today.  Since  October 
20(X),  AT&T  has  been  restructuring  by  spinning  off  the 
wireless,  con-sumer  and  broadband  divisions.The 
next  CEO  will  likely  .see  the  restructuring  plans 
through  and  operate  AT&T  Business,  the  company’s 
vast  broadband  networks  and  AT&T  Orbs. 

Dorman  .says  he’s  up  for  the  diallenge,  prepared  by 
20  years  in  telecommunications.  Dorman  spent  13 
years  at  Sprint, ultimately  becoming  president  of  Sprint 
Business.  In  1904.  he  left  to  become  CEO  at  Pacific  Bell. 

1  le  .stayed  there  through  the  SBC  Communications 
acquisition  in  November  1997.  He  then  served  as  exec¬ 
utive  vice  president  under  CEO  Edward  Whitacre,but 
only  for  four  month.s.  He  left  because  his  family  didn’t 
want  to  leave  California,  heady  with  the  tech  boom,  for 
SB' "s  Texas  hoine.“lt  would  have  been  like  leaving 
I  !•  .11  o  during  the  Renai.s,siince,”  Dorman  quips. 

1:  .M(  .id.lu- 1'  ok  part  in  that  Renais.sance  by  joining 
Ibinn'.ist  oi  ;■  'd,“lt'chnolog>'  fame.His  departure  from 
the  wi  nul  of  tele  on;  kested  ju.st  one  fnistrating  year.  “1 


I 
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couldn’t  use  everything  1  knew.  It  was  hard  for  me  to 
work  hard  [at  FbintCast] ,”  Dorman  says.“I  went  from 
managing  50,000  employees  to  225.” 

It  took  little  convincing  to  sign  him  on  as  CEO  at  Con¬ 
cert  Communications,  the  international  joint  venture  that 
AT&T  and  British  Telecom  are  in  the  process  of  closing. 
He  spent  a  year  there  before  Armstrong  came  calling. 

“Telecom  is  in  my  blood,” says  Dorman,  noting  that  he 
relishes  the  experiences  garnered  working  for  three 
prominent  telecom  CEOs  —  William  Esrey  of  Sprint, 
Armstrong  and  Whitacre. 

The  house  that  Dave  built 

But  Dorman  is  his  own  man,with  his  own  style,  says 
John  Polumbo,  senior  vice  president  of  international 
ventures  and  enterprise  marketing  at  AT&T.  Fblumbo 
recalls  when  Dorman  hired  him  nearly  20  years  ago  at 
Isacom,  which  eventually  became  part  of  Sprint. 

Dorman  carried  around  a  copy  of  his  management 
values,  which  Polumbo  calls  “Dave’s  house.”  It’s  a  list  of 
leadership  principles  written  in  a  diagram  of  a  house. 
The  roof  of  this  house  says  “Focus  on  customer”  on 
one  side  and  “Games/politics  unwelcome”  on  the 
other.  The  body  of  the  house  includes  four  planks: 
strong  intellectual  skills,  work  ethic,  teamwork  and 
character/integrity. 

He  still  carries  this  management  guide  around, 
Fblumbo  says.“Dave  would  say, ‘This  is  not  my  house, 
but  the  house  of  all  great  leaders’  But  he  lives  his  life 
this  way,  manages  this  way,  lives  with  his  family  this 
way.  He  has  no  patience  for  people  who  use  situa¬ 
tional  ethics,”says  Fblumbo,  adding  that 
Dorman  says  what  he  means  and  expects  oth¬ 
ers  to  do  the  same. 

Outside  passions  are  wine  and  golf,  after  family, 
Dorman  says.  And  he’s  a  gadget  guy.  He  does  75%  of 
his  e-mail  on  his  wireless  BlackBerry  device,  and  he’s 
.set  up  1 IM  bit/sec  wireless  LANs  at  his  homes  in  Calif¬ 
ornia  and  Atlanta  so  he,  his  three  children  and  his  wife 
can  connect  to  the  Internet  simultaneously 
He  also  likes  to  read  in  his  spare  time.  He  just  finished 
“Rnal  Rounds:  A  Father,  a  Son,  the  Golf  Journey  of  a 
Lifetime,”  a  book  about  a  father  and  son  who  travel  the 
world  to  play  the  most  famous  golf  courses  after  the 
father  learns  he’s  dying.“l  almost  always  read  about 
golf,  business  or  adventure,”  he  says. 

Sounds  about  right  for  a  guy  poised  to  embark  on  the 
biggest  business  adventure  of  his  life.  ■ 
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The  new  Fastiron  4802  Layer  2/3  switch  moves  the  needle  in  all  the  right  directions 

It’s  sleek.  It’s  powerful.  And  it  packs  more  performance  per  rack  unit  than  any 
other  switch.  The  Fastiron  4802  from  Foundry  Networks  is  a  stackable  with 
carrier-class  capabilities.  Its  JetCore  ASIC  chipset  technology  fuels  a  host  of  features:  Extensive 
SpanningTree  and  VLAN  capabilities,  Rate  Limiting,  Full  Layer  3  Upgrade,  and  more.  It  delivers 
high  scalability  and— with  its  dual  Flot-Swappable  power  supplies— high  availability.  And  its  price 
is  just  as  slim  as  its  profile.  Call  1.888.TURB0LAN,  or  visit  www.foundrynetworks.com/nwl/4802 
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The  Power  of  Performance. 
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Cisco’s  ability  to  shift  successfully 
into  technology  development  depends 
on  how  well  Mario  Mazzola,  chief 
development  officer,  does  his  job. 


BY  JEFF  CARUSO 


was  May  2000,  and  Mario  Mazzola  was  counting  the  days  to  his 
retirement.  His  co-workers  had  thrown  a  retirement  party  for  him. 
Cisco  had  issued  a  press  release  three  months  earlier,  stating  he 
would  be  “sorely  missed”  as  senior  vice  president  of  the  network  giant’s 
enterprise  line  of  business. 

Mazzola  had  been  instrumental  in  building  that  busi¬ 
ness  to  the  point  where  Cisco  fully  dominated  the 
enterprise  market,  with  a  large  base  of  loyal  customers. 

All  it  had  to  do  was  continue  milking  the  cash  cow.  At 
54,  Mazzola  figured  he  could  go  out  on  top,  and  do  what 
so  many  dream  about:  spend  more  time  with  his  family 

Then  he  brought  the  youngest  of  his  three  children, 

Francesca,  to  the  office  as  part  of  a  bring-your-child-to- 
work  day  and  she  observed  that  her  father  was  well- 
liked  and  well-respected  at  Cisco.“Everybody  knows 
you,” she  said  to  him.“Why  do  you  want  to  leave?” 

Mazzola  didn’t  have  a  good  answer.  He  already  had 
doubts  about  retiring, as  he  realized  that  engineering 
was  in  his  blood.  If  not  working  with  other  engineers  to 
build  something  useful  and  valuable  —  well,  what 
exactly  would  he  do  with  his  time? 

So  he  stayed, serving  as  senior  vice  president  of  new 
business  ventures  until  he  became  chief  development 
officer  earlier  this  year  following  Cisco’s  reorganization 
into  1 1  major  technology  groups.  In  this  capacity,  he 
coordinates  development  efforts  across  all  groups. 

It’s  a  new  kind  of  role  for  Mazzola,  where  he  has  to 
find  synergies  across  a  broad  product  line  and  direct 
the  massive  development  resources  available  to  Cisco. 

In  the  pa.st,he  had  been  comfortable  leading  smaller 
teams  working  in  smaller  markets.“lt’s  easier  to  build 
something  from  scratch,  rather  than  work  with  exist¬ 
ing  business  situations,”  he  says.  But  given  his  experi¬ 
ence,  co-workers  agree  he’s  the  right  man  for  the  job. 

From  Sicily  to  the  Silicon  Valley 

Born  in  the  Calabria  region  of  Italy  and  raised  in 
Sicily,  Mazzola’s  first  engineering  job  was  at  Olivetti  in 
the  1970s,  helping  to  design  CPUs  and  storage  subsys¬ 
tems.  Partnerships  with  Intel  and  others  brought  him  to 
Silicon  Valley,  where  he  and  some  peers  got  the  idea  to 
combine  voice  and  data  on  the  same  infrastructure. 

Witfi  backing  from  Olivetti  and  venture  capital  firms, 

Mazzola  co  founded  David  Systems  in  1982  to  pursue 


that  goal  —  one  that  companies  are  still  working 
toward  today.  “It  was  a  little  bit  premature,”  he  admits. 

He  left  in  1990  to  start  and  head  Crescendo  Commun¬ 
ications,  a  LAN  switching  company  that  developed  an 
encoding  scheme  later  used  as  the  base  for  Fast 
Ethernet  and  for  transmitting  FDDl  over  copper. 

Crescendo  attracted  the  attention  of  Cisco,  which  in 
1993  was  looking  to  expand  beyond  its  router  heritage 
into  the  fast^rowing  area  of  LAN  switching.  Cisco  told 
the  company  it  saw  LAN  switching  as  a  potential  core 
technology  —  and  the  two  companies  could  work 
together  or  compete. The  $93  million  purchase  of 
Crescendo  was  the  first  of  many  acquisitions  Cisco 
would  make  over  the  next  eight  years. 

For  Mazzola,  accepting  the  offer  was  a  bit  of  a  leap  of 
faith.  He  received  assurances  that  his  team  would  have 
a  good  deal  of  latitude  to  build  the  LAN  switch  busi¬ 
ness  within  Cisco.  He  insisted  that  Crescendo’s  62 
employees  keep  their  jobs  at  Cisco  for  at  least  two 
years.  Mazzola’s  commitment  to  his  employees  is  a  hall¬ 
mark  of  his  character,  and  co-workers  say  they  regard 
him  as  a  friend  as  well  as  a  manager. 

But  ultimately  it  was  still  difficult  to  give  up  his  baby  re¬ 
calls  longtime  co-worker  Jayshree  Ullal,  vice  president  of 
Cisco’s  optical  network  group.“There  was  an  emotional 
feeling  of  loss,  even  though  logically  we  knew  it  made 
sense  for  both  Crescendo  and  Cisco,”  she  says. 

A  Catalyst  for  LAN  switching 

Guided  by  thorough  market  research  and  a  pragmatic 
approach  to  technology,  Mazzola  helped  build  the 
Catalyst  family  of  switches  into  a  powerhouse.  He  did  so 
in  part  by  championing  the  acquisitions  of  other  com¬ 
panies,  including  Kalpana,  Grand  Junction  and  Granite 
Systems.  Without  falling  in  love  with  a  technology  for  its 
own  sake,  Mazzola  can  spot  opportunities, says  Charles 
Giancarlo,  senior  vice  president  and  general  manager  of 
technology  development  at  Cisco.  For  example, 
Mazzola  saw  that  the  Catalyst  6500  could  be  used  not 
only  for  enterprise  backbones,  but  also  for  service 
providers,  data  centers  and  wiring  closets. 

This  pragmatism  will  serve  him  well  in  his  new  role. 
Mazzola  now  has  the  power  to  change,  duplicate  or 
cross-purpose  development  efforts  and  to  fill  the  gaps 
in  integration  across  product  lines  that  resulted  from 
Cisco’s  acquisition-heavy  strategy.  “Developing  new 
technologies,  products  and  solutions  has  always  been  a 
passion  for  me,”  he  says. 

just  don’t  tell  him  it’s  time  to  retire.  ■ 
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E-mail  attachments  have  finally  met  their  match.  Introducing  the  MaxAttach  "  NAS  6000.  The  only  NAS 
storage  server  available  with  fully  integrated  MaxAttach  EMS  software.  Together  they  create  a  powerful 
e-mail  storage  solution  that  expands  the  capacity  of  your  mail  server — improving  performance,  and 
simpliifyfng  e-nnail  management.  And  because  the  NAS  6000  is  based  on  a  Windows  platform,  you  get 
the  manageability  of  a  server  for  the  cost  of  an  appliance.  Not  to  mention  the  priceless  luxury  of  not 
having  to  nag  your  users  about  their  e-mail  storage.  For  prices  and  info  go  to:  www.maxtor.com/ma320 


NAS  6000  Storage  Server  . 

►Highly  scalable;  1.9TB  to  5.7TB  . 
•Multiplatform  file  sharing 


•Starting  at  under,- $30,000 
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After  28  years  at  Big  Blue,  Sam  Palmisano,  president,  is  poised 


to  take  over  the  top  spot  —  and  lead  the  company  to  the  $1 00 
billion  mark.  by  kathleen  ohlson 


Global  Services  raked  in  $8.6  billion  in  revenue  in 
the  third  quarter  of  2001,  accounting  for  almost  half  of 
IBM’s  $20.4  billion  quarterly  revenue.  Business  is  boom¬ 
ing  so  much  that  the  unit  has  a  backlog  of  total  ser¬ 
vices  contracts  worth  approximately  $97  billion. 

“He’s  a  great  closer.  He  knows  how  to  do  business  — 
what’s  good  against  what’s  bad.  He’s  walked  away  from 
accounts,  and  those  who  got  the  account  were  sorry 
years  later,” says  Frank  Dzubeck,  president  of  Communi¬ 
cations  Network  Architects  and  a  Network  World 
columnist. 

Dzubeck  recounts  when  IBM  and  Electronic  Data 
Systems  (EDS)  were  bidding  to  get  an  outsourcing  con¬ 
tract  from  Xerox  in  1994.  Palmisano  sensed  the  deal 
wouldn’t  benefit  IBM,so  he  deliberately  bid  high.  EDS 
won  the  10-year,  $3.2  billion  contract,  but  sued  Xerox  in 
1999  claiming  Xerox’s  failure  to  pay  for  certain  infra¬ 
structure  charges  caused  EDS  to  write  off  $200  million. 
Xerox  and  EDS  later  renegotiated  the  contract. 


Ready  for  the  limelight 

As  a  manager,  Palmisano  wants  results  and  likes  to  get 
to  the  point. 

“He’s  similar  to  Gerstner  in  that  they  don’t  believe 
management  should  be  foilware  —  wonderful  presen¬ 
tations  and  slides,” says  Bob  Simko,an  analyst  at  the 
International  Technology  Group. 

But  with  his  technology  background  and  relaxed  per¬ 
sonality,  Palmisano  is  expected  to  be  a  much  more  visi¬ 
ble  industry  leader  than  Gerstner  has  been. 

“He’s  much  more  easygoing  than  Lou  Gerstner,” 
Dzubeck  says.“He  likes  audiences,  whether  they  are  his 
peers  or  underlings.  He  likes  the  atmosphere  of  give 
and  take.  When  he  enters  a  room,  it  doesn’t  get  quiet, 
whereas  when  Lou  Gerstner  enters  a  room  you 
know  he’s  there  to  make  a  speech.” 

Palmisano  will  continue  Gerstner’s  strategy  of  shift¬ 
ing  IBM’s  focus  from  hardware  to  software  and  ser¬ 
vices.  And  he’s  already  groomed  and  named  his  people 
to  key  positions:  Steve  Mills  to  oversee  IBM’s  software 
group;  Linda  Sanford  to  its  storage  systems  group;  and 
Bill  Zeitler  to  its  server  group. 

His  biggest  challenge  is  one  every  company  faces:  the 
economic  recession.  But  the  pressure  will  be  greater  for 
Palmisano,  as  he’s  expected  to  move  the  company’s 
sales  to  the  $100  billion  mark  —  Big  Blue  tallied  $88.4 
billion  in  2000  and  is  expected  to  report  2001  sales  in 
the  same  range.  ■ 


Relaxed.  Goal-oriented.  Gregarious.  Straight-shooter. 

These  are  some  of  the  characteristics  Sam  Palmisano,  IBM  presi¬ 
dent, ’will  bring  to  the  top  spot  when  he  takes  it  over  next  spring 
when  Lou  Gerstner  retires. That  Gerstner  will  leave  and  Palmisano  will 


become  Big  Blues  next  CEO  are  almost  certainties. 


Scuttlebutt  surrounding  IBM’s  leadership  is  that 
Ger.stner  will  retire  when  his  contract  expires  in  March. 
At  60,  Gerstner  is  at  the  age  when  all  senior  IBM  execu¬ 
tives  have  retired  over  the  past  30  years.  Palmisano,  50, 
has  been  Gerstner’s  right-hand  man  since  Day  One,  and 
long  considered  his  heir  apparent. 

The  CEO  prep  work  predates  Gerstner’s  arrival,  with 
Palmisano  serving  at  one  point  as  executive  assistant  to 
former  CEO  John  Akers.  But  when  seeking  Akers’  re¬ 
placement  in  1993,  with  IBM  in  financial  straits,  the 
company  turned  to  outsider  Gerstner,  who  had  much- 
needed  business  experience  at  RJR  Nabisco  and 
American  Express.  Palmisano,  on  the  other  hand,  had 
spent  the  previous  two  decades  at  IBM. 


True  Blue  to  the  heart 

Palmisano  joined  IBM  at  age  22  fresh  from  John 
Hopkins  University.  He  first  worked  in  its  data  process¬ 
ing  group,  then  later  as  IBM  Japan’s  senior  managing 
director  of  operations  —  one  of  a  few  IBM  executives 
to  spend  time  overseas.  Palmisano  also  ran  the  PC  divi¬ 
sion,  and  the  .server  and  storage  group.  Now  as  presi¬ 
dent  and  COO,  Palmisano  is  responsible  for  IBM’s  oper¬ 
ating  units,  including  all  products  and  ser\4ces  divi¬ 
sions,  as  well  as  sales,  distribution  and  global 
financial  busines.ses. 

His  bigge.st  accomplishment  is  making  IBM 
Global  Services  the  powerhouse  it  is  today 

Palmisano  was  running  IBM’s  outsourcing  sub-sidiary. 
Integrated  Systems  Solutions,  which  was  making  a  mod 
est  profit,  when  he  inherited  its  money-losing  consult- 
and  .sy.stems  integration  business  in  1995.  His  analyt 
n  al  and  aggre.ssive  business  persona  turned  the  divi- 
.'  ar-)und  from  losing  tens  of  millions  of  dollars  to 
ic  a  profit  by  year-tMid.The  divisions  were  later 
■:  It  ;■  into  Global  Services,  which  handles  every- 
•  running  a  business’  IT  department  to  con- 

■  'll.  -  ■  m  and  S()ftware  upgrades. 
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Authorization 
From  The 
Most  Trusted 
Name  in 

e-SECURITY™ 

To  deliver  on  the  promise  of  e-business,  you  need  a  complete,  trusted 
online  environment.  This  means  knowing  who  you're  doing  business 
with  and  giving  them  access  to  the  right  resources.  That's  where  authori¬ 
zation  comes  in.  Authorization  empowers  organizations  to  safely  push 
their  business  processes  out  of  the  back  office  and  onto  the  Web,  where 
they  can  be  accessed  by  employees,  customers  and  partners.  Unleashing 
dramatic  cost  savings,  improved  customer  service,  stronger  relationships 
and  faster  response  to  a  rapidly  changing  business  environment. 

When  you're  ready  for  an  authorization  solution,  you  need  a  partner  you 
can  trust.  More  than  8,000  organizations  already  trust  RSA  Security  to 
deliver  e-security  solutions.  RSA  ClearTrust®  is  our  privilege  management 
and  user  access  solution  that  can  meet  your  authorization  needs.  To 
learn  more,  contact  RSA  Security,  the  most  trusted  name  in  e-security, 
at  800-495-1095  or  www.rsasecurity.com/go/cleartrust. 


SECURED 


Products  displaying  this  symbol  contain  or  are  compatible 
with  the  world's  best  e-secuhty  technologies  and  products 


SECURITY' 

The  Most  Trusted  Name  in  e-Security' 


www.rsasecurity.com/go/cleartrust 


Free  white  paper! 

"Authorization:  Unified  Privilege  Management  Solutions  for  Secure  e-Business" 


RSA,  ClearTrust  the  RSA  Secured  logo,  'The  Most  Trusted  Name  in  e-Security'  and  the  RSA  Security  logo  are  trademarks  or  registered  trademarks  or  RSA  Security  I/k.  All  other  trademarks  are  property  of  their  respective  owners.  02001  RSA  Security  Inc.  All  rights  reserved. 


n/here  are  the  best  IT  learning  teals? 


# Network  World  IT  Seminars 


Attend  these  one-day 
events  and  get  the 
latest  information  on 
performance  management, 
security,  wireless  and  VoIP. 


The  Bookstore 

More  than  150  titles 
on  topics  such  as 
security,  network 
management, 
leadership  and 
Web  development 
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•IT  Certification 

Register  today  for  Cisco, 
Microsoft  and  other 
career-advancing 
certification  programs. 


•On-site  Training 

Save  money  and 
train  your  team 
with  our  unique, 
on-site  training! 


You'll  find  them  all  at 


NetSmart,  the  premier  source  for  IT  learning,  offers  everything  you  need  to  develop  skills,  build  knowledge  and  advance  your 
career.  And  now,  NetSmart  features  even  more  education  and  training  tools.  Keep  your  team  in  the  know  with  certification 
practice  tests,  on-site  training  and  e-learning  courses. 


Go  to  www.nwnetsmart.com  now  for: 

■  A  Special  Offer  on  LearnKey  online  courses.  For  a  limited  time,  buy 

one  OnlineExpert  Web-based  training  course  at  list  price  and 
2  for  I  get  a  second  course  of  equal  or  lesser  value  ABSOLUTELY 
offer*  FREE!  Offer  expires  January  31,  2002! 

■  On-site  training!  Sign  up  your  learn  for  hands-on  courses  in  TCP/IP  inter¬ 
networking  and  choose  a  skill  level  that’s  right  for  you.  These  new,  iwo-day 
customized  sessions  include  lectures,  labs  and  resource  materials.  Put  your 
team  ahead  of  the  curve  with  cost-effective,  hassle-free,  on-site  training. 


■  Certification  practice  tests.  Purchase  affordable,  high-quality, 
technical  certification  practice  tests  from  Boson  Software.  We  offer  80 
practice  tests  for  Cisco,  Microsoft,  Novell  and  Checkpoint  certification. 

■  Seminars  and  Webcasts.  Register  for  Network  World’s  face-to-face 
seminars  and  Webcasts  to  hear  what  our  editors,  industry  analysts  and 
technical  experts  from  leading  companies  have  to  say  about  the  hottest 
technologies. 


Sign  up  for  our  free  "IT  Education  and  Training"  newsletter  to  learn  about 
training  your  team,  upcoming  events,  courses,  seminars  and  more. 


www.nwnetsmart.com 


Eric  Rudder,  senior  VP  of  developer  and  platform  evangelism,  must  convert 
developers  to  .Net  or  Microsoft  can  kiss  its  Web  sen/ices  future  goodbye. 


something  and  having  the  discipline  to  invest  in  some¬ 
thing  until  it  pays  off  is  definitely  a  lesson  that  I’ve 
learned  from  working  with  Bill,”  Rudder  says. 


A  second  Gates 

While  the  unassuming  Rudder  would  never  compare 
himself  to  Gates,  others  do.  Respect  for  Rudder’s  ability 
runs  so  deep  that  many  people  who  now  report  to  him 
lobbied  for  him  to  get  the  job. 

“He  is  like  Bill  in  a  lot  of  ways.  He  has  a  passion  for 
technology  and  the  industry  says  Marie  Huwe,  product 
manager  for  the  .Net  framework  and  Visual  Studio.Net. 

Like  Gates,  Rudder  is  known  for  his  depth  and 
breadth  of  knowledge,  not  only  about  Microsoft’s  prod¬ 
ucts  and  strategies  but  also  those  of  competitors.  He’s 
quick  to  determine  the  root  of  problems  and  is 
methodical  in  making  sure  everything  is  done  right. 

He  also  can  be  intimidating  like  Gates, shredding  man¬ 
agers  unprepared  to  defend  their  product  developments 
during  socalled“Bill  reviews,”  a  sort  of  tribunal  before 
Gates.  But  far  from  grandstanding,  Rudder  views  that 
process  as  creating  challenges  for  others  to  exceed  the 
possibilities  to  which  he  devotes  so  much  thought. 

It’s  another  thing  he  learned  from  Gates.“One  of  the 
things  1  most  admire  about  Bill  is  his  ability  to  think 
about  hard  problems,”  Rudder  says. 

Rudder  has  solved  many  hard  problems  at  Microsoft 
since  arriving  in  1988  as  a  magna  cum  laude  graduate 
of  Brown  University  with  a  bachelor’s  degree  in  com¬ 
puter  science.  Although  he  began  writing  his  first 
Windows  program  by  copying  it  out  of  a  book,  the 
transplanted  New  Yorker  with  a  love  for  his  hometown’s 
amazing  Mets  was  soon  doing  astounding  things  ol  his 
own.  He  started  out  running  product  teams,  working  on 
networking,  Windows  for  Workgroups,  FoxPro,  Vi.sual 
Basic  and  Visual  Basic  Script.  He  became  the  point 
man,  devising  strategies  and  directions  foi'  new 

products,  then  moving.on  to  the  next  frontier. 

Eventually,  he  became  general  manager  for  Visual 
Studio  before  Gates  .summonsed  him. 

About  the  only  thing  not  amazing  is  his  self-described 
“bricklayer” status  on  the  basketball  court,  where  he’s 
often  found  working  off  stre.ss.  He  may  perfect  his  jump 
shot  yet;  no  doubt  he'll  be  spending  lots  of  time  on  the 
court  as  he  faces  the  demanding  task  of  making  sure 
developers  are  an  ace  in  the  Net  strategy* 


ric  Rudder  draws  comparisons  to  Bill  Gates,  and  its  no  wonder:  He 
spent  from  1997  to  2001  as  Gates’ technical  advisor,  two  years  longer 
than  anyone  has  ever  survived  in  the  post.  And  Rudder,  34,  is  a  geek  at 
heart  and  a  developer  to  the  core.“Creating  great  software  is  what  I  get  up 
and  think  about  in  the  morning,”  Rudder  says.“I  love  that  you  can  think  of 
something  in  your  head  and  then  make  it  ‘come  alive’  in  a  program.” 

He’ll  need  that  enthusiasm  in  the  job  of  senior  vice 
president  of  developer  and  platform  evangelism,  which 
he  began  in  October.  Rudder  heads  the  first  and 
arguably  most  crucial  step  in  Microsoft’s  .Net  program, 
its  current  act  in  a  long-running  play  of  technology 
shifts.  He  must  educate,  convert  and  nurture  more  than 
6  million  developers  on  .Net,  the  bet-the-company  strat¬ 
egy  to  deliver  software  as  a  set  of  services  over  the 
Internet  that  Rudder  spent  those  four  years  helping 
Gates  devise.  Converting  developers  has  been  the  foun¬ 
dation  of  every  Microsoft  success.  Now  Rudder  is  a 
front-line  general  for  the  first  major  .Net  product 
release  — Visual  Studio.Net.  D-day  is  set  for  Feb.  13. 


A  developer’s  best  friend 

Few  people  at  Microsoft  would  bet  against  Rudder. 

“Eric  understands  developers  deeplj^’says  Dave 
Mendlen,lead  product  manager  of  Visual  Studio.Net. 
“He  was  a  key  guy  in  building  FoxPro  and,  more  impor¬ 
tant,  in  creating  an  incredibly  rabid  community  of 
[FoxPro]  developers.To  this  day  we  don’t  have  another 
customer  bcise  that  is  as  passionate  about  their  tool  as 
the  community  that  Eric  fostered." 

Rudder,  one  of  27  executives  on  Gates’  Business 
Leadership  Team,  says  he  aims  to  engender  that 
same  passion  among  .Net  developers,  especially 
users  of  Visual  Studio.Net,  a  product  he  helped  cre¬ 
ate  and  regards  as  one  of  his  major  accomplishments. 
“One  of  the  keys  with  FoxPro  was  communication  with 
the  developers.  We  really  knew  our  customers,”  he  says. 

Being  a  good  listener.  Rudder  says,  also  will  define  his 
management  style  —  as  will  a  few  tricks.  Rudder  once 
bet  a  product  team  it  couldn’t  get  down  to  less  than  20 
bugs  before  he  could  drop  20  pounds.  He  lost  the  bet 
but  also  the  weight. “Having  the  discipline  to  believe  in 


Stephen  F.  Thornton 

Chatrman  of  the  Board,  President  &  CEO 

Avocent  Corporation 

(866)  286-2368 

www.avoccnt  com 

Avocent  (NASDAQ:  AVCT)  is  the  leading 
worldwide  supplier  of  KVM  switching  and 
connectivity  solutions  that  enable  IT  man¬ 
agers  to  access  and  control  multiple  servers 
and  network  data  center  devices.  Network 
administrators  are  provided  secure,  real¬ 
time  access  to  any  of  their  computers  either 
at  the  rack,  over  industry  standard  TCP/IP 
(Ethernet)  connections,  or  from  any  location 
in  the  world. 


Pierre  Trudeau,  President 

Colubris  Networks,  Inc. 

(450)  680-1661 

www.coliibrisnctworks.com 
Colubris  Networks  President  Pierre  Trudeau: 
"In  order  to  responsibly  deploy  a  wireless 
LAN  one  must  clearly  understand  how  and 
where  the  enterprise  network  can  be  com¬ 
promised.  By  building  VPN  technologies  into 
the  access  point  we  are  able  to  offer  our 
customers  an  unmatched  level  of  security 
that  will  integrate  seamlessly  into  any  enter¬ 
prise  security  scheme".  Colubris  Networks 
is  a  leading  manufacturer  of  WiFi  certified, 
secure  wireless  LAN  routers  for  enterprises 
of  all  sizes. 


David  Rajala,  CEO 
John  Swartz,  President 

Boson  Software,  Inc. 

(813)  925-0700 

\\  w  \v.lx).s«)ii.c(.)m 

Software,  located  at  wvvw.boson.com. 
,  find  some  of  the  finest  training 


materials  and  technical  practice  tests  in  the 
industry.  Get  hands-on  experience  with 
Boson's  advanced  Cisco  Router  Simulator 
and  Multimedia  eBook  products.  All  Boson 
Software  products  are  covered  by  a  100% 
Satisfaction  Money  Back  Guarantee. 
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Jeni  Hillman 

Vice  President,  North  American  Sales 

Executive  Software  International 

(818)  771-1600 

WWW.  execsoft .  com 

Founded  in  1981,  Executive  Software  is 
well-known  in  the  IT  world  for  its  innovative 
"Set  It  and  Forget  If®  system  management 
tools.  Products  include  the  most  recom¬ 
mended  automatic  disk  defragmenter  ever 
built,  Diskeeper®;  the  first  instant  file  recov¬ 
ery  tool.  Undelete®;  the  first  true  early 
warning  software  for  disk  problems, 
DiskAlert™;  and  the  newly  released 
Sitekeeper™,  centralized  software  manage¬ 
ment  for  the  entire  computer  site. 


(800)  724-8521 

www.fatpipeinc.com 
FatPipe  Networks  develops  products  that 
provide  reliable  high  speed  and  highly 
redundant  Internet  access  for  mission  critical 
applications.  FatPipe  products  enable  com¬ 
panies  to  obtain  low  cost,  redundant  and 
fast  WANs,  allowing  such  corporations  to 
implement  Intranets,  e-commerce  strategies, 
VPNs,  other  web-based  applications  over 
the  Internet  or  any  WAN  infrastructure. 
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Douglas  M.  Smith,  President 

Network  Instruments,  LLC 
(952)  932-9899/(800)  526-7919 

www.nctworkinstrumcnts.cH)m 
A  leading  developer  of  network  analyzation 
software,  including  Protocol  Analyzers  that 


support  speeds  from  10MB  to  Gigabit, 
SNMP/RMON  management  consoles,  and 
Frame  Relay  Analyzers/Probes  that  monitor 
the  health  of,  and  troubleshoot  problems 
with,  computer  networks.  Its  Observer® 
product  line  was  the  first  Windows-based 
analyzation  tool  to  troubleshoot  switched 
environments. 


Jim  Sheward,  CEO 

FIberlink  Communications 


(215)  793-6500 

www.fiberlink.com 
Fiberlink  is  a  leading  provider  of  secure 
managed  mobile  access  solutions.  Fiberlink 
is  the  only  provider  of  a  unified  access  solu¬ 
tion  enabling  remote  workers  to  securely 
and  reliably  access  their  corporate  resources 
anywhere,  anytime  via  virtually  any  device. 
Leveraging  the  internet  and  VPN  technolo¬ 
gies,  Fiberlink  saves  its  customers  up  to 
70%  while  ensuring  the  security  of  their 
information  and  networks. 


My  Chung,  President 

Spirent  Communications 

(818)  676-2300 

www.spircntcom.com 
My  Chung  was  appointed  to  the  Board  in 
May  2001,  having  joined  Spirent  in  July 
1998  as  Group  President,  Communications, 
a  position  he  still  holds.  Previously,  Mr 
Chung  was  Division  President  of 
Telecommunications  Techniques 
Corporation  ('TTC').  Having  joined  TTC  in 
1987  as  National  Sales  Manager,  he  later 
became  Director  of  Sales  and  Vice 
President  of  US  Sales.  In  1992,  he  became 
Division  President  with  responsibility  for  the 
Network  Services  Division,  focusing  on 
products  used  in  the  installation  and  mainte¬ 
nance  of  networks  at  customer  premises. 
His  responsibilities  included  product  devel¬ 
opment,  marketing,  manufacturing  and 
accounting.  He  was  involved  in  setting 
TTC's  strategic  direction  through  a  number 
of  strategic  partnerships  and  acquisitions. 


THE  POWER  ISSUE  2001  NETWORK  WORLD  SIGNATURE  SERIES 


_ 

DEC  24  31. 2001  WWW.NWFUSION.COM/POWER2001/  PRGf  11?$ 


BY  MICHAEL  MARTIN 


In  July  2002,  Verizon 
Co-CEO  Ivan  Seidenberg 
gains  sole  control  of  the 
aggressive  RBOC  and  its 
grand  long-distance  plans. 


One  of  the  keys  to  surviving  in  the  depressed  telecommunications 
market  is  to  build  mass.  More  customers  equal  more  services  rev¬ 
enue,  which  is  crucial  when  the  capital  market  barons  are  keeping 


a  tight  eye  on  their  wallets. 

Few  telecom  executives  know  more  about  building 
mass  than  Ivan  Seidenberg,  co-CEO  of  Verizon  —  and 
merger  master  extraordinaire. 

Seidenberg,  54,  began  his  telecom  career  more  than 
30  years  ago,  toiling  as  a  cable  splicer’s  attendant  at 
New  York  Telephone  so  he  could  attend  school  at  night. 
His  dedication  has  never  faded:  Seidenberg  has  stayed 
with  the  company  his  entire  career.  Granted,  the  com¬ 
pany  has  changed  in  ways  that  Seidenberg  could  never 
have  imagined  as  a  young  outside  plant  engineer. 

In  1996,  as  CEO  of  Nynex,the  regional  Bell  operating 
company  serving  New  York,  Seidenberg  forged  a  merger 
with  fellow  Baby  Bell,  Bell  Atlantic,  to  create  a  telecom 
giant  that  would  dominate  the  local  voice  services  mar¬ 
ket  in  the  northeastern  U.S.Two  years  later,  as  Bell 
Atlantic  CEO,  Seidenberg  drove  a  merger  with  local 
and  long-distance  provider  GTE. 

In  1999,  Seidenberg  led  efforts  to  combine  the  wire¬ 
less  voice  businesses  of  Bell  Atlantic,  GTE  and  Vodafone 
AirTouch  into  Verizon  Wireless. 

Now,  the  ambitious  Seidenberg  is  concentrating  on 
making  Verizon  a  long-distance  powerhouse  by  win¬ 
ning  Federal  Communications  Commission  approval  to 
offer  long-distance  services  in  states  where  Verizon  is 
the  incumbent  local  carrier. 

Building  consensus,  delegating  authority 

Seidenberg  didn’t  get  to  where  he  is  through  bluster 
and  bravado. “He’s  a  consensus  builderfsays  Blake 
Bath,  a  senior  telecom  analyst  with  Lehman  Brothers. 
“All  of  the  mergers  of  different  companies  and  different 
cultures  requires  power  sharing  and  consensus.’’ 

Nothing  illustrates  this  point  better  than  Seidenberg’s 
power-sharing  arrangement  with  former  GTE  CEO 
Charles  Lee.  Co-CEOs  often  have  trouble  working 
together,  but  no  rifts  have  appeared  at  Verizon. 

In  addition  to  being  a  consensus  builder,  Seidenberg 
is  a  delegator.  He  readily  hands  off  responsibilities  to 
his  subordinates.“He  expects  his  senior  team  to  run 
their  business  units  as  if  they  were  CEOs,”  says  Peter 
Thonis,  executive  vice  president  for  external  communi¬ 
cations  at  Verizon. 


Again,  Seidenberg’s  style  fits  the  situation.  Some  of 
Verizon’s  business  units  are  billion-dollar  operations 
and  one  executive  couldn’t  possibly  micromanage  the 
entire  company 

But  Seidenberg  can  be  hands-on  in  demanding  situa¬ 
tions,  such  as  when  Verizon  is  dealing  with  the  federal 
government  on  telecom  regulation.  He  frequents  Wash¬ 
ington,  D.C.,  power  spots  to  deal  with  senators,  con¬ 
gressmen  and  the  FCC, Thonis  says.  He’s  got  “low-key 
charisma,”Thonis  describes. 

Ever  the  advocate 

Federal  regulation  and  competition  are  two  issues 
close  to  Seidenberg’s  heart.  And  he’s  not  one  to  miss  an 
opportunity  to  hammer  home  his  points  on  them.  Soon 
after  the  Sept.  11  terrorist  strikes,  Seidenberg  outlined 
what  he  thought  telecom  executives  and  regulators 
should  focus  on  in  the  wake  of  the  attacks.  His  main 
argument  was  one  you’d  expect  from  a  man  who  is  lead¬ 
ing  an  RBOC’s  charge  into  long-distance  and  a  company 
determined  to  spread  its  influence. 

True  competition,  he  argued, should  require  service 
providers  to  invest  in  network  technology  so  they  can 
increase  the  number  of  diverse  facilities.  Forcing  incum¬ 
bent  carriers  to  resell  elements  of  their  own  networks  to 
competitors  discourages  new  investment.  What’s  more, 
he  said,  large,  national  carriers  are  best-suited  to  respond 
to  disasters  such  as  the  attacks  because  they  have  the 
resources  and  capital  for  quick  and  effective  reaction. 

In  Seidenberg’s  mind,  telecom  policy  should  create 
more  incentives  for  competitive  providers  to  build  out 
their  networks  and  for  all  providers  to  roll  out  more 
broadband  services  to  consumers  and  businesses. 

With  many  competitive  carriers  reeling  in  the  eco¬ 
nomic  downturn  and  Verizon  steadily  ramping  up  its 
long-distance  efforts,  it  might  appear  that  Seidenberg 
doesn’t  have  many  challenges  left.  But  Seidenberg  does 
need  to  heighten  Verizon’s  data  efforts,  particularly  on 
DSL  and  wireless,  Lehman's  Bath  says. 

And  he  needs  to  find  ways  to  generate  more  cash  to 
compensate  for  the  company’s  highly  leveraged  bal¬ 
ance  sheet,  Bath  says.  If  not,Verizon  might  find  it  hard 
to  make  any  acquisitions. 

Of  course,  with  Seidenberg’s  track  record  and  ambi¬ 
tion,  it  would  be  foolLsh  to  bet  again.st  him.  In  1991. 
back  in  the  Nynex  days. Seidenberg  said  he  would 
rather  have  10%  of  the  world  telecom  market  than 
100%  of  the  northeastern  U.S.  market. 

It  would  appear  that  he’s  well  on  his  way  H 
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BY  JULIE  BORT 

After  one  of  the  roughest  years  ever,  Cisco  CEO  John 
Chambers  gets  the  vote  as  the  most  powerful  vendor 
executive  in  the  industry  from  the  250  readers  who  partici 
pated  in  our  annual  2001  Powerometer  survey,  but  only  by 
a  thread.  Microsoft’s  CEO  lagged  Chambers  by  a  mere  1/2  point. 


More  telling,  Steve  Ballmer’s  score  increased  over  last  year’s  by  five  points,  to  72.5, 
while  Chambers’  rank  dropped  five  points  to  73.  And  30%  of  respondents  believe  that 
Chambers’  power  will  remain  the  same  in  the  coming  year  while  only  26%  see  it 
increasing.  Likewise,  34%  see  Ballmer’s  influence  at  a  standstill  for  2002  while  27% 
believe  it  will  grow. 

But  even  if  the  balance  of  power  between  these  two  remains  the  same.  Chambers 
will  probably  never  again  nearly  singlehandedly  control  the  network  industry 
Participants  view  Dell  CEO  Michael  Dell  and  Oracle  CEO 
Larry  Ellison  as  more  likely  than  Chambers  to  increase  their 
influence  in  2002. Thirty  percent  of  respondents  say  Dell 
will  grab  power  in  2002,  perhaps 
because  he  seems  determined  to 
attack  networking,  via  storage  prod¬ 
ucts  and  low-cost  switches,  in  the 
same  fashion  as  PCs.Twenty-nine  per¬ 
cent  believe  Ellison’s  influence  will 
rise  in  2002. This  even  though  e-com¬ 
merce  and  application  service 
providers  are  not  the  boom  markets 
Oracle  banked  on.  Still,  respondents 
are  paying  homage  to  Ellison’s  uncan¬ 
ny  ability  to  grab  the  spotlight  — 
most  recently  by  squawking  that  the 
U.S.  should  create  a  national  standard 
for  identification  cards,  via  Oracle 
software  of  course.  Interestingly,  nei¬ 
ther  Dell  nor  Ellison  nudged  up  this 
year  from  their  2000  ftjwerometer 
slots  of  5  and  6. 

Not  so  for  IBM  CEO  Lou  Gerstner 
—  his  score  rose  9%,  boosting  him  to 
the  No.  4  spot,  despite  the  fact  that  he 
may  hand  the  CEO  slot  over  to  com¬ 
pany  president  Sam  Palmisano  as 
early  as  2002  (see  story,  page  40).  But 
readers  laud  IBM's  Web  products  and 
.supi)ort  for  Linux,  and  that  reflects 
well  on  Gerstner. 

ITie  surprise  of  the  survey  was  a 
whopping  38'>ii  increase  in  influence 
,>y  Alcatel  CEO  Serge  Tchuruk.  Last 
,■  ai,  his  first  on  this  list,  respondents 


replied, “Who?”  and  granted  him  a  38.7  Pbwer  Rating,  one 
of  the  lowest  scores  in  the  survey’s  six-year  history  In  2001, 
his  53.2  score  tied  him  at  22  with  BellSouth  CEO  Duane 
Ackerman. This  is  good  news  for  Ackerman,  too.  A  53.2  is  a  15%,  and  one  rank,  raise 
over  last  year,  largely  on  his  highly  visible  attempts  to  glean  entry  into  long-distance. 

Heads  of  other  incumbent  local  exchange  carriers  fared  even  better. Verizon  CEO 
Ivan  Seidenberg’s  rank  jumped  14%  and  six  spots  to  No.  1 1;  Qwest  Communications 
CEO  Joe  Nacchio’s  increased  15%  and  six  spots  to  No.  12.  However  hard  hit  the  tele¬ 
com  industry  is,  user  need  for  bandwidth  has  yet  to  subside  —  and  charisma 
counts,  too. 

But  telecom  equipment  makers  swan-dived.  Former  Nortel  CEO  John 
Roth  dropped  11%  and  eight  spots.  He  was  still  in  the  corner  office  dur¬ 
ing  this  survey,  but  had  announced  in  April 
that  he  would  retire,  retaining  a  board 
position  through  2002.  And  his  2001 
performance  was  abysmal.  Linder  his 
leadership,  Nortel’s  share  in  the  cru¬ 
cial  optical  equipment  sector 
dropped  from  47%  to  17%  between 
the  fourth  quarter  of  2000  and  the 
second  quarter  of  2001,  the  Dell’Oro 
Group  says. That,  in  part,  attributed 
to  massive  employee  layoffs  and 
business  unit  sell-offs  that  slashed 
Nortel’s  95,000-strong  workforce  by 
about  half. 

In  more  stories  of  succession. 
Lucent  CEO  Henry  Schacht  landed 
last,  with  a  score  of  46.7,  compared 
with  the  11th  spot  his  predecessor, 
Richard  McGinn,  held  in  2000. 
(Granted,  McGinn  earned  that  rank 
weeks  before  his  hasty  departure  in 
wake  of  the  company’s  tumbling  for¬ 
tunes.)  Respondents  have  taken  a 
wait-and-see  attitude  on  Novell’s  new 
CEO,  Jack  Messman,  allotting  him  the 
rank  of  24  on  a  score  of  50.2.  They 
hold  more  hope  for  EMC  CEO  Joe 
Tucci,who  made  his  Fbwerometer 
premier  at  the  creditable  half-way 
mark.  No.  13.  ■ 
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Chambers  retains  his  No.  1  title 
in  our  annual  reader  survey  on 
most  powerful  vendor  CEOs, 
but  Ballmer  closes  the  gap. 


^  u  s  / 


More  online! 

Go  to  our  Power  portal  for 
Powerometer  demographics. 
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THE  MOST  POWERFUL  CEOs 

The  2001  trifecta  of  Chambers,  Ballmer  and  Barrett  take  first,  show  and  place  in  this  year's 
Powerometer  survey  of  250  readers,  as  it  did  last  year.  But  Chambers  lost  ground  while 
Ballmer  gained  and  Barrett  held  steady.  Survey  respondents  ranked  the  CEOs  on  a  scale 
of  1  to  100,  with  100  being  the  most  powerful. 

2001  2000 

2001  Power  Power  2000 

Rank  CEO  Company  Rating  Rating  Change  Rank 

1  John  Chambers  Cisco  73.0  76.7  -5%  1 


2 

Steve  Ballmer 

Microsoft 

72.5 

69.1 

5% 

2 

Hasso  Plattner 

55.7 

47.9 

16% 

16 

21 

3 

Craig  Barrett 

Intel 

69.2 

68.3 

1% 

3 

Joe  Nacchio 

56.6 

49.1 

15% 

12 

18 

4 

Louis  Gerstner 

IBM 

67.5 

61.8 

9% 

8 

Duane  Ackerman 

53.2 

46.3 

15% 

22 

23 

5 

Michael  Dell 

Dell 

65.5 

66.6 

1 

ro 

5 

Ivan  Seidenberg 

56.9 

50.1 

14% 

1 1 

17 

6 

Larry  Ellison 

Cracle 

64.8 

66.0 

-2% 

6 

Sanjay  Kumar 

53.3 

47.1 

13% 

21 

22 

7 

Scott  McNealy 

Sun 

63.6 

66.7 

-5% 

4 

Ed  Whitacre 

54.3 

48.9 

11% 

20 

19 

8 

Carly  Fiorina 

Hewlett-Packard 

61.0 

61.6 

-1% 

9 

Louis  Gerstner 

67.5 

61.8 

9% 

4 

8 

9 

C.  Michael  Armstrong 

AT&T 

59.0 

61.0 

-3% 

10 

Steve  Ballmer 

72.5 

69.1 

5% 

2 

2 

10 

George  Samenuk2 

Network  Associates 

57.3 

N/A 

N/A 

N/A 

Michael  Capellas 

55.2 

53,6 

3% 

17 

15 

11 

Ivan  Seidenberg 

Verizon 

56.9 

50.1 

14% 

17 

Craig  Barrett 

69.2 

68.3 

1% 

3 

3 

12 

Joe  Nacchio 

Qwest 

56.6 

49.1 

15% 

18 

Bernie  Ebbers 

56.3 

55.5 

1% 

14 

12 

13  Joe  Tucci3 


EMC 


56.5 


N/A 


N/A  N/A 


14  Bernie  Ebbers 


WorldCom 


56.3 


55.5 


1% 


12 


15  John  Rothi 


Nortel 


55.7 


62.5 


■11% 


16  Hasso  Plattner 


SAP 


55.7 


47.9 


16% 


21 


17  Michael  Capellas 


Compaq 


55.2 


53.6 


3% 


15 


18  Bill  Esrey 


Sprint 


55.1 


54.9 


0% 


19  Bruce  Claflin^ 


3Com 


54.9 


N/A 


N/A  N/A 


20  Ed  Whitacre 


SBC 


54.3 


48.9 


11% 


19 


21  Sanjay  Kumar 


Computer  Associates 


53.3 


47.1 


13% 


22 


22  Duane  Ackerman 


BellSouth 


53.2 


46.3 


15% 


23 


23  Serge  Tchuruk 


Alcatel 


53.2 


38.7 


38% 


25 


24  Jack  Messman^ 


Novell 


50.2 


N/A 


N/A  N/A 


25  Henry  Schacht® 


Lucent 


46.7 


N/A 


N/A  N/A 


1  Still  CEC  when  survey  conducted. 
^Replaced  Bill  Larson,  2000  rank  14. 
3First  time  in  survey. 


^Replaced  Eric  Benhamou,  2000  rank  16. 
^Replaced  Eric  Schmidt,  2000  rank  20. 
^Replaced  Richard  McGinn,  2000  rank  1 1 . 


POWER  ON  THE  RISE 

Based  on  a  scale  of  1  to  1 00,  almost  half  the  CECs  in  this 
year's  survey  gained  power  over  last  year.  But  of  those,  three 
still  fell  in  rank  (in  bold),  and  two  merely  retained  their  high  2000 
spots  (in  red). 


CEO 

Serge  Tchuruk 


2001 

2000 

Power 

Power 

2001 

2000 

Rating 

Rating 

Gain 

Rank 

Rank 

53.2 

38.7 

38% 

23 

25 

POWER  RROWNOUTS 

Although  respondents  gave  seven  CECs  a  lower  score  this 
year  than  last  (on  a  scale  of  1  to  1 00).  only  two  dropped  in  the 
rankings  (those  in  bold)  —  and  two  still  climbed  (those  in  red). 


CEO 

John  Rothi 

2001 

Power 

Rating 

55.7 

2000 

Power 

Rating 

62.5 

Loss 

-11% 

2001 

Rank 

15 

2000 

Rank 

7 

John  Chambers 

73.0 

76.7 

-5% 

1 

1 

Scott  McNealy 

63.6 

66.7 

-5% 

7 

4 

C.  Michael  Armstrong 

59.0 

61.0 

-3% 

9 

10 

Michael  Dell 

65.5 

66.6 

-2% 

5 

5 

Larry  Ellison 

64.8 

66.0 

-2% 

6 

6 

Carly  Fiorina 

61.0 

61.6 

-1% 

8 

9 

^CEC  when  survey  conducted;  has  since  been  replaced  by 
former  CFC  Frank  Dunn. 


POWER  SWINGS  Here’s  how  survey  respondents  believe  various  vendor  CECs  will  fare  in  the  year  ahead. 


Top  power  gainers 

Survey  respondents  slightly  favor  Dell  CEC  Michael  Dell 
in  their  determination  of  who  will  gain  power  in  2002. 


%  of  respondents  who  said  CEO’s  influence  will  rise  in  2002 


Michael  Dell 
Larry  Ellison 
Steve  Ballmer 
Carly  Fiorina 
John  Chambers 


^''"Wlnxlnx 


°I26% 


Questionable  influence 

The  jury  is  still  out  on  CEC  Jack  Messman's  influence 
at  Novell,  but  few  think  he  will  gain  power  in  2002  and 
more  name  him  likely  to  lose  than  any  other  CEC. 


%  of  respondents  who  said  Messman’s  power  would: 


Increase  14% 
Decrease  20% 

Stay  the  same  22% 


Don’t  know 

44% 


Rig  if 

SBC  CEC  Ed  Whitacre  today  faces  an  unclear  future 
as  survey  respondents  struggle  to  understand  how 
the  telecom  industry  will  fair  long  term, 

%  of  respondents  who  said  Whitacre’s  power  would: 

Increase  10% 

Decrease  5% 

Stay  the  same  13% 


To  see  how  vendor  companies  rated,  and  for  an  explanation  on  how  we  conduct  our  Powerometer  survey,  go  to  page  1 2 
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RBOCs  continue 
their  march  into 
long-distance, 
but  gains  won’t 
necessarily  lead  to 
success  in  the 
enterprise  market. 


ith  much-sought-after  regula¬ 
tory  approvals  in  or  close  at 
hand,  regional  Bell  operating 
companies  are  raising  the  ante  in  the 
long-distance  game. 

Traditional  long-distance  carriers  AT&T,  Sprint  and  WorldCom 
are  pitted  against  the  RBOCs  —  BellSouth,  Qwest  Communi¬ 
cations,  SBC  Communications  and  Verizon  —  because  they’ll 
lose  business  as  RBOCs  win  it.  While  RBOCs  haven’t  gone  head 
to  head  with  long-distance  carriers  for  big  enterprise  voice-and- 
data  contracts  yet,  they  have  been  successfully  encroaching  on 
the  consumer  market. 

Early  cases  show  RBOCs  taking  residential  market  share  from 
competitors.  For  example,  one  year  after  launching  long-distance 
service  in  New  York,  Verizon  has  already  captured  almost  20%  of 
the  residential  market. 

For  their  part,  competitive  local  exchange  carriers  doggedly 
fight  RBOC  long-distance  plans  out  of  fear  of  losing  open  ac¬ 
cess  to  local  Bell  networks,  says  Maureen  Flood,  director  of 
regulatory  and  state  affairs  for  the  Competitive  Telecommuni¬ 
cations  Association  (CompTel),a  group  representing  a  broad 
assortment  of  CLECs  and  interexchange  carriers.  In  their  local 
service  areas,  RBOCs  are  prohibited  from  offering  long-dis¬ 
tance  voice  and  data  services  until  they  convince  the  Federal 
Communications  Commission  that  they’ve  opened  their  net¬ 
works  to  local  competitors.  Section  271  of  the  Telecommuni¬ 
cations  Act  of  1996  outlines  this  basic  rule. The  FCC  is  sup¬ 
posed  to  ensure  that  local  competition  persists  after  it  grants 
an  RBOC  long-distance  approval. 

Skirmishes  on  the  Hill 

Much  to  CompTel’s  dismay  RBOC  proponents  on  Capitol  Hill  are 
pleading  the  Bell  case  for  easing  the  271  approvals  process. The 
best-known  piece  of  legislation  is  the  Tauzin-Dingell  Bill,  named 
for  its  cosponsors  Rep.  Billy  Tauzin  (R-La.)  and  Rep.  John  Dingell 
(D-Mich.)  In  a  nutshell,Tauzin-Dingell  would  let  RBOCs  into  the 
long-distance  data  market  without  going  through  the  entire  27 1 
process.  (They’d  still  have  to  prove  open  network  access  before 
being  allowed  to  offer  long-distance  voice  services.) 

The  bill’s  supporters  say  the  legislation  will  induce  RBOCs  to 
roll  out  broadband  services.The  current  rules,  which  force  the 
RBOCs  to  offer  competitors  space  on  their  broadband  networks, 
don’t  give  the  RBOCs  enough  incentive  to  roll  out  broadband  on 
a  wide  scale,  they  argue. 

On  the  other  hand,  detractors  say  the  bill  would  give  the 
RBOCs  strangleholds  on  DSL  and  discourage  them  from  open¬ 
ing  network  access  to  competitors. 

Another  bill,  introduced  in  the  Senate  earlier  this  year,  is  more 
to  CompTel’s  liking.  It  aims  to  ensure  open  network  access.This 
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bill, sponsored  by  Sen.  Ernest  Hollings  (D-S.C.),  calls  for 

the  RBOCs  to  be  split  into  wholesale  and  retail  units. 

f  As  the  bills  wind  their  way  through  Congress,  they 

S  renew  the  interest  in  the  RBOC  long-distance  debate. 

I  Still,  observers  say  it’s  unlikely  that  either  bill  will  pass 

both  houses, 
t 

Pushing  into  the  enterpHse 

^  Wrangling  on  the  Hill  aside,  this  year  has  seen  consider- 

>  able  activity  on  the  RBOC  long-distance  front.Verizon, 

I  which  until  this  year  only  offered  long-distance  in  New 
York,  has  added  Connecticut,  Massachusetts  and  Penn¬ 
sylvania  to  its  roster,  and  plans  to  file  for  approval  in  New 
Jersey  before  year-end.  SBC,  which  won  long-distance 
approval  in  Texas  in  1999,  now  also  offers  service  in  Kan- 
•  sas  and  Oklahoma,  and  seeks  approval  for  Arkansas  and 
s  Missouri.  BellSouth  is  waiting  for  approval  in  Georgia  and 

^  Louisiana,  and  Qwest  expects  to  file  for  the  go-ahead  in  at 

least  one  state  before  2002. 

1  With  20%  residential  uptake  rates,  aggressive  RBOC 

1  moves  into  long-distance  are  no  surprise.  And  it’s  no  se- 
f  cret  why  the  RBOCs  are  so  successful: They  have  rela¬ 
tionships  with  all  local  phone  users,  most  of  whom  like 
the  simplicity  they  get  with  one  provider  and  one  bill, 
i  Securing  enterprise  business  will  be  trickier.  For  starters, 

many  companies  have  offices  across  the  U.S.  Even  if  an 
RBOC  manages  to  win  long-distance  approval  in  all  states 
it  currently  serves,  it’s  going  to  have  trouble  offering  long¬ 
distance  beyond  that  territory  where  it  doesn’t  have  a 
solid  network  infrastructure  in  place. 

Verizon  and  SBC  have  approached  the  enterprise 
market  by  bidding  on  small,  in-state  chunks  of  large 
enterprise  accounts,  says  Stephen  Shea,  managing 
director  forTechCaliber,  a  company  that  helps  large 
companies  put  together  telecom  bids.  So  far  they 
haven’t  had  much  success,  he  says. “Their  offers  for  the 
big  guys  just  aren’t  all  that  appealing.The  large  guys 
^  want  to  simplify  their  vendor  management. They  don’t 
want  one  vendor,  but  they  also  don’t  want  many.  Until 
the  RBOCs  have  national  coverage,  there’s  no  way  they 
;  can  compete,”  he  says.  And  they  aren’t  offering  any 
I  price  breaks  a  customer  can’t  get  from  another  long- 
?  distance  carrier.  Shea  adds. 

^  RBOC  salesforces  can’t  compare,  either.  Shea  says. 

,  “They’re  not  on  par  with  the  interexchange  carriers 

there.They  don’t  have  the  relationships  they  need  at  the 
CIO  level.” 

Still,  even  if  they’re  not  chomping  at  the  bit  to  switch 
4  providers,  enterprise  customers  are  following  the  271 
^  approvals  process  with  some  interest. 

^  Doug  Hogue,  project  manager  of  telecommunications 

J  for  UniFirst,a  uniform  manufacturer  with  offices  across 
1  the  U.S.,  follows  what’s  taking  place  but  isn’t  convinced 

»  RBOC  plans  for  enterprise  business  are  far  enough  along 


to  consider  seriously  They  don’t  necessarily  have  the 
customer  service  infrastructure  in  place  to  deal  with 
large  business  customers,  he  says. 

Plus,  Hogue  says,  many  companies  are  locked  into 
long-term  deals  with  their  existing  long-distance  pro¬ 
viders  and  couldn’t  switch  any  time  soon,  even  if  they 
wanted  to.  UniFirst  gets  its  long-distance  service  per 
terms  of  a  multiyear  contract  with  its  carrier. 

A  regional  thrust 

One  business  segment  in  which  the  RBOCs  could 
have  some  success  is  the  regional  enterprise. 

“Companies  that  are  going  to  see  the  biggest  impact 
will  be  those  with  their  headquarters  in  an  RBOC’s 
region  and  all  their  branch  offices  within  that  same 
RBOC’s  271  territor>f  says  Thomas  Nolle,  president  of 
consulting  firm  ClMl  Corp.,and  Network  World's 
monthly  Reality  Check  columnist. 

Only  Verizon  is  currently  close  to  achieving  any  signifi¬ 


cant  regional  mass,  with  approval  in  New  York  and  Penn¬ 
sylvania,  and  pending  approval  in  New  Jersey  Nolle  says. 
But  by  this  time  next  year,  all  the  RBOCs  could  have 
strong  offerings  for  regional  businesses.  Corporations 
might  see  some  savings  in  data  pricing  and  get  access  to 
new  services.  Nolle  says.Through  RBOC  long-distance,  a 
company  with  a  corporate  office  in  New  York  might  be 
able  to  use  an  Ethernet  link  to  send  data  to  a  data  center 
across  the  Hudson  River  in  New  Jersey 

However,  Nolle  says  long-distance  voice  pricing  is 
about  as  low  as  it  can  go,  and  more  competition  likely 
won’t  change  prices  much. 

Ultimately,  the  RBOCs  might  move  to  squash  the 
long-distance  competition  through  acquisition  — 
hence  the  continued  rumors  of  acquisition  talks  be¬ 
tween  AT&T  (or  Sprint)  and  one  RBOC  or  another. 
They’ll  need  the  networks  and  relationships  that  the 
existing  long-distance  carriers  possess  to  become  seri¬ 
ous  enterprise  players.  ■ 
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Charles  Baudinet,  VP  Finance 

VBrick  Systems 

(203)  265-0044 

u'ww.vbrick.com 

VBrick  Systems  develops,  designs,  manu¬ 
factures,  and  supports  hardware  and  soft¬ 
ware  products  that  deliver  real-time,  DVD- 
quality  video  and  CD-quality  audio  over 
broadband  networks  in  education,  govern¬ 
ment,  and  corporate  markets.  VBrick  has 
assembled  an  expert  team  of  hardware  and 
software  engineers  that  are  developing 
highly  scaleable  products  that  combine  the 
latest  video  compression  technology,  MPEG, 
with  state-of-the-art  networking.  The  products 
deliver  simple  and  reliable  video  that 
enhances  communications,  increases  pro¬ 
ductivity,  and  reduces  costs. 


Eli  E.  Hertz 

,  Presi^--*nt  itnd  Founder 

Hergo  Ergonomic  Support  Systems,  Inc. 

(888)  222-7270 

WWW.  hergo. com 

In  1982  Eli  Hertz  founded  Hertz  Computer 
Corporation,  which  has  won  numerous 
awards  for  design  excellence  and  outstanding 
performance  from  such  prestigious  industry 
publications  as  BYTE  Magazine,  PC  Magazine, 
PC  World  and  Computer  Buyer's  Guide. 
Seeing  a  need  to  provide  organizational  and 
space-saving  solutions  for  Hertz'  PC  cus¬ 
tomers,  Hertz  later  founded  Hergo  Ergonomic 
Support  Systems,  Inc.  Today,  we  are  one  of 
the  leading  original  manufacturers  of 
ergonomically  designed  modular  racking  sys¬ 
tems,  technical  office  furniture  and  data  and 
communications  enclosure  cabinets. 
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John  McAdam,  CEO 

F5  Networks 

(206)  272-5555 

www.f5.com 

F5  provides  the  industry's  leading  set  of 
integrated  products  and  services  that  man¬ 
age,  control  and  optimize  Internet  traffic  and 
content.  Our  solutions  automatically  and 
intelligently  deliver  the  best  possible 
Internet  performance,  availability  and  content 
distribution  for  service  providers,  enterprises 
and  e-businesses. 


Chris  Odell,  President 

Fluke  Networks,  Inc. 

(800)  283-5853 

www.flukenetworks.com 
Fluke  Networks  provides  innovative  solu¬ 
tions  for  the  testing,  monitoring  and  analysis 
of  enterprise  and  telecommunications  net¬ 
works  and  the  installation  and  certification 
of  the  fiber  and  copper  forming  the  founda¬ 
tion  for  those  networks.  Our  comprehensive 
line  of  Network  Supervision  Solutions™  pro¬ 
vides  network  installers,  owners,  and  main- 
tainers  with  superior  vision,  combining 
speed,  accuracy  and  ease  of  use  to  optimize 
network  performance. 


Bob  Shaw,  CEO 

Net  Optics,  Inc. 

(408)  137-7717 

www.nctoptics.com 

Net  Optics,  a  global  fiber  optics  technology 
leader,  is  a  recognized  innovator  in  network 


management  and  security.  Net  Optics  offers 
a  full  range  of  custom  fiber  and  copper-based 
products  including  Analyzer  Switches, 

Splitter  Taps,  Redundant  Port  Selectors,  Test 
and  Simulation  Products,  and  Converters. 


Bobby  Johnson 

President  and  CEO 

Foundry  Networks 
(888)  TURBOLAN 

www.foundrynetworks.com 
Foundry  Networks,  Inc.  (NASDAO;  FDRY)  is 
a  performance  and  total  solutions  leader  for 
end-to-end  switching  and  routing  including 
Internet  routers.  Layer  2/3  LAN  switches, 
and  Layer  4-7  Internet  traffic  and  content 
delivery  switches.  Foundry's  3,750-i-  customers 
include  the  world's  premier  ISPs  and  enter¬ 
prises,  portals,  search  engines,  e-commerce 
sites,  and  universities  along  with  the  leading 
entertainment,  pharmaceutical,  government, 
financial,  and  manufacturing  companies. 


Robert  S.  Pollack 

7tce  President.  Sates  &  Marketing 

Raritan  Computer,  Inc. 

(800)  724-8090  x83 

www.raritan.com 

Raritan  Computer,  Inc.,  founded  in  1985, 
designs,  manufactures  and  distributes  KVM 
(keyboard/video/mouse)  switches  and  related 
connectivity  products,  to  save  space,  reduce 
equipment  costs,  and  improve  systems 
management  through  centralized  server 
access  and  control.  Together,  Raritan's  full 
line  of  KVM  switches  and  connectivity  prod¬ 
ucts,  including  the  highly  acclaimed  Paragon®, 
offer  server  management  solutions  that  are 
totally  ‘out-of-band’  and  software  independent. 
Raritan's  KVM  solutions  span  any  distance 
desired,  across  the  data  center  or  across  the 
globe,  for  the  small  or  home  office  to  the 
enterprise-class  data  center. 


,-5  «  . 


*  * 


1 2/01  r 007000 -/;p 


THE  POWER  ISSUE  2001  NETWORK  WORLD  SIGNATURE  SERIES 


BY  KIMBERLY  CAISSE 

oday s  Ethernet  is  mature,  fast 
and  flexible  enough  to  support 
data  links  to  metropolitan-  and 
wide-area  networks. To  hear  Ethernets 
proponents  talk,  the  LAN  favorite  is 
muscling  onto  the  wide-area  scene 
tornado-fast.  But  its  detractors  point 
out  that  it’s  not  ready  to  displace 
existing  high-speed  services  such  as 
frame  relay  and  ATM  altogether. 
Ethernet’s  limited  availability  and 
lack  of  several  important  functions, 
such  as  failover  protection  and  multi¬ 
protocol  support,  are  its  weaknesses. 
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Ethernet  in  the  MAN  offers  bandwidth 
at  attractive  prices,  but  will  technology 
and  availability  limitations  keep  it  from 
overtaking  frame  relay  and  ATM? 


POWrf. 


ULUSTRATION  8RA0  YEO 


Still,  Ethernet  shows  enormous  potential.  At  speeds 
that  range  from  IM  to  IG  bit/sec,  it’s  as  fast  as  frame  or 
ATM,  and  companies  can  select  a  speed  anywhere  in 
that  range. 

Acts  Retirement-Life  Communities  in  West  Point,  Pa., 
replaced  10  of  its  frame  relay  links  with  Ethernet  from 
Yipes  Communications,  with  seven  sites  remaining  on  its 
previous  WorldCom  frame  relay  network  because  Yipes 
doesn’t  offer  service  to  them, says  Dan  Brindell,  director  of 
network  engineering  at  the  organization.  When  using 
frame  exclusively,  he  set  most  of  the  sites,  located  in  four 
East  Coast  states,  at  256K-bit/sec  Committed  Information 
Rate  (CIR).  Some  of  the  larger  sites  got  384K-bit/sec  CIR, 
Brindell  says. 

“The  most  exciting  part  of  [our]  Ethernet  service  is  the 
ability  to  purchase  the  amount  of  bandwidth  we  need  in 
increments  of  IM  bit/sec,”  Brindell  says,  adding  that  his 
company  purchased  3M,5M  or  9M  bit/sec,  depending  on 


what  each  of  its  locations  needed. “Contrast  that  to  tradi¬ 
tional  carrier  offerings  where  you  get  a  choice  of  T-1  [  1 .5M 
bit/sec]  orT-3  [45M  bit/sec], and  nothing  in  between.” 

Nothing  may  be  an  exaggeration,  but  certainly  frame 
and  ATM  lock  customers  into  set  amounts  of  bandwidth. 
Frame  port  speed  starts  at  56K  bit/sec,  and  can  increase  in 
64K-bit/sec  increments  until  a  customer  reaches  45M 
bit/sec.To  go  beyond  45M  bit/sec,  a  customer  must  buy 
more  frame  ports.  ATM  supports  transmission  speeds  of 
1.5M,25M.  lOOM,  155M,622M,2.5G  or  lOG  bit/sec. 

And  bit  for  bit,  Ethernet  costs  less,  too. 

Sean  Curry,  chief  network  engineer  at  Caipine  in 
Houston,  moved  to  Yipes  from  AT&T’s  ATM  service  to 
link  three  offices  in  a  Houston  MAN.  Originally,  the 
energy  company’s  Houston  office  multiplexed  two  T-1 
lines  to  provide  3M  bit/sec  of  bandwidth  for  its  link  to 
an  ATM  cloud,  with  aT-3  line  to  provide  access  from 
the  core.  Caipine  also  had  a  IM-bit/sec  CIR  on  a  per¬ 


manent  virtual  circuit  running  between  the  main  office 
and  the  core  network,  he  says. 

Today  Calpine’s  Ethernet  serv'ice  provides  two  200M- 
bit/sec  MAN  links,  two  20M-bit/sec  MAN  links  and  one 
lOM-bit/sec  Internet  connection  at  its  Houston  office, 
Curry  says.  Caipine  plans  to  install  the  same  connections 
at  a  facility  in  San  Jose. The  company  also  wants  to  install 
a  lOOM-bit/sec  cross-country  link  in  the  next  six  months. 

“I’d  say  on  average  for  the  same  bandwidth,  1  paid 
AT&T  10  times  what  1  pay  Yipes,”  Curry  says. 

Brindell  agrees  that  Ethernet  is  a  bargain. Compared 
with  its  frame  relay  network.  Acts  Retirement-Life  Commu¬ 
nities  is  now  “getting  more  than  10  times  the  bandwidth 
for  about  a  20%  increase  in  monthly  fees,”  he  says."The 
Ethernet  MAN  is  a  good  fit  for  midsize  companies  like 
Acts  Retirement-Life  Communities.  Larger  companies  typi¬ 
cally  already  have  T-3s.  Midsize  companies  like  us  can’t 
cost-justify  aT-3  but  we  need  more  than  aT-l.” 
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Vet  lo  even  consider  Optical  Ethernet,  a  company  must 
be  in  a  large  metropolitan  area.  Providers  such  as  Yipes, 
Cogent  Communications  and  Telseon  are  only  present 
in  the  top  20  U..S.  cities.  Start-up  GiantLoop  Network, 
which  builds  customized  networks  for  large  companies, 
has  customers  in  10  cities  in  the  US.  and  one  overseas. 

Qwest  Communications  and  AT&T,  the  first  of  the 
established  carriers  to  announce  Optical  Ethernet  ser¬ 
vices,  have  even  more  limited  locales.  In  May  2001, 
Qwest  began  offering  its  Dedicated  Internet  Access  over 
Ethernet  service  in  seven  major  cities,  including  Dallas 
and  Washington,  DC.  By  December,  the  service  was 
available  in  more  than  20  markets,  a  Qwest  spokesper¬ 
son  says. 

AT&T  launched  controlled  introductions  of  its  Optical 
Ethernet  services  in  September.  While  service  providers 
can  tap  into  the  service  in  100  metropolitan  areas,  enter¬ 
prise  users  can  only  get  it  in  New  York  and  San  Francisco. 

Availability  aside,some  users  wouldn’t  choose  Ether¬ 
net  even  if  they  could. Terry  Korus,  product  service  man¬ 
ager  at  Bemis,a  packaging  manufacturer  in  Minnea¬ 
polis,  simply  says  he  is  satisfied  with  his  company’s 
frame  relay  .service  from  AT&T. 

T-ls  easily  satisfy  bandwidth  requirements  at  Bemis’ 
three  sites  in  Minneapolis,  Korus  says.  Bemis’  corporate 
headquarters  connects  to  the  two  other  sites  via  point- 
to-point  T-1  connections.The  corporate  site  has  two 
AT&T  Integrated  Network  Connection  Service  (INCS) 
ports,  which  let  speeds  vary  dynamically  based  on  the 
amount  of  voice  traffic  present  at  any  given  time.'T  get 
more  than  a  T-1  out  of  a  single  T-l”  with  INCS,  he  says. 

And  in  Oshgosh.Wis.,  where  Bemis  built  its  own  T-3 
MAN  between  10  sites,  Ethernet  service  isn’t  available. 
Speeds  between  the  sites  vary  from  1 .5M  to  45M  bit/sec. 
While  Korus  keeps  an  eye  on  Optical  Ethernet  and 
other  MAN  services, such  as  upgrades  in  SONET,  Bemis 
is  not  in  dire  need  of  them. 

“It’s  fair  to  say  a  good  portion  of  industry  can  sit  back 
and  watch  the  shake-out”  in  the  MAN,  Korus  advises. 

Multipoint  and  counterpoint 

Technologically,  Ethernet  has  some  maturing  to  do.  It 
lacks  the  multiprotocol  support,  point-to-multipoint 
capabilities,  high  reliability  and  rapid  failure  detection 
needed  by  large  companies  with  older,  mission-critical 
applications. 

Ethernet  lends  itself  to  companies  that  move  “a  lot  of 
packetized  IP  data," says  Martin  Capurro,  director  of 
Dedicated  Internet  product  management  at  Qwest. 
“What  it’s  not  really  suited  for  just  yet  is  nonpacketized 
information  that’s  still  a  large  portion  of  your  voice 
communications  and  some  of  your  legacy  data  proto¬ 
cols  like  SNA  or  X.25,”  he  says. 

Tliat’s  one  reason  why  GiantLoop  designs  customer 
networks  to  run  various  protocols, such  as  Enterprise 
Systems  Connection,  Fiber  Connection  and  SONET  over 
a  dense  wavelength  division  multiplexing  infrastructure, 
says  Jon  01stik,vice  president  of  marketing  and  strategy. 
“TTie  amount  of  [Ethernet]  bandwidth  being  generated 
by  our  customers  is  very  small  relative  to  the  multipro¬ 
tocol  requirements  that  we’re  seeing,”  he  says. 

And  although  Ethernet  is  an  inexpensive  way  to  estab¬ 
lish  point-topoint  connections,  many  large  companies 
with  remote  offices  need  multipoint  capability.“lt  takes 
sophisticated  algorithms  to  find  new  paths  through, say, 
a  mesh  network,” says  Jennifer  Nisenoff.data  product 
manager  in  AT&T’s  local  data  services  group.“l  don’t 
think  the  (Ethernet]  switches  are  there  yet.” 

But  Ethernet  MAN  users  shrug  off  these  failings.  A 
meshed  network  probably  wouldn’t  provide  Acts 
Retirement  with  “useful  redundancy  if  it  ran  over  the 
same  physical  facilities.”  Brindell  says.'I’m  looking  for 
u  dundancy  to  avoid  outages  from  cable  cuts.equip- 
nu  iit  failures  and  the  like" 

rL  udt's,  Brindell  adds.AcLs  Retirement’s  frame  service 


was,  and  still  is,  point-to-point. “I  don’t  consider  that  to 
be  a  serious  limitation,”  he  says. 

Calpine  has  three  point-to-point  Ethernet  links  that 
form  a  triangle  between  its  Houston  offices,  Curry  says. 
But  Calpine  could  move  to  point-to-multipoint  service,  if 
it  wanted,  through  a  virtual  LAN.The  Ethernet  switches 
“run  802.  IQ  trunking  already, so  having  multiple  points 
of  a  customer  network  appear  in  the  same  VLAN  tag 
should  be  right  up  [Yipes’]  alley”  he  says. 

Point-to-multipoint  support  will  probably  happen 
when  Ethernet  switches  become  more  prevalent  in 
MANs  and  WANs  and  more  sophisticated  network  oper¬ 
ating  and  management  systems  are  developed,  Nisenoff 
says.  And  that’s  in  the  works.The  IEEE’s  Ethernet  in  the 
First  Mile  working  group  is  in  the  early 
stages  of  developing  standards  for  point- 
to-multipoint  fiber  links  as  well  as  point-to- 
point  copper  and  fiber  links,  says  Howard 
Frazier,  president  of  Dominet  Systems  and 
working  group  chairman. 


Frame  and  ATM  fight  back 

Ethernet  may  be  older  than  frame  or 
ATM,  but  its  failure  detection  and 
response  rate  (typically  called  failover) 
and  reliability  rates  fall  short  for  some 
high-end  applications  such  as  voice  and 
database  mirroring.  Since  their  inceptions 
10  years  ago  as  WAN  and  MAN  technolo¬ 
gies,  frame  relay  and  ATM  have  been  per¬ 
fected  to  meet  these  higher  service  levels. 

Frame  and  ATM  provide  things  such  as 
99.999%  reliability,  failure  detection  and  response  rates 
of  up  to  50  msec,  low  latency  and  quality  of  service 
(QoS).  Ethernet  offers  99.995%  reliability  and  failover 
times  between  3  and  30  seconds. 

“Some  of  the  newer  technologies  may  reach  the  point 
where  they  can  be  on  the  same  par  as  frame,  but  frame 
has  these  key  attributes  in  the  marketplace  today” says 
Tim  Halpin,vice  president  and  treasurer  of  the  Frame 
Relay  Forum. 


More  online! 

what's  the  prognosis  for  fibering 
up  the  building  in  which  your  offices 
reside?  Go  to  the  Power  Issue 
portal  to  find  out. 

DocFinder:  7351 


STRUGGLES 


The  same  can  be  said  about 
ATM  services.“The  customer  who 
wants  data,  voice,  video  and  video- 
conferencing”  can  get  it  with  ATM, 
says  Rick  Townsend,  president  of 
the  ATM  Forum.  But  customers  with  a  lot  of  data  traffic 
may  not  need  the  QoS  or  timing  features  in  ATM.“For 
them,  a  bandwidth-centric  [service]  like  Ethernet  is  a  per¬ 
fectly  viable  choice,”  he  says. 

Just  as  Ethernet  is  evolving  to  meet  the  needs  of  met¬ 
ropolitan  customers,  work  is  under  way  to  make  frame 
and  ATM  more  useful  to  existing  customers. 

IP  VPNs  are  being  added  to  frame  networks  so  compa¬ 
nies  can  reduce  the  communications  costs  of  their 
remote  offices.  AT&Ts  IP  VPN  service, 
which  runs  IP-over-frame,  lets  remote 
offices  of  its  frame  customers  tap  into  a 
VPN  through  dial-up,  Ethernet  or  whatever 
type  of  connection  the  remote  office  dic- 
tates.These  customers  can  use  “all  the 
existing  assets  of  their  frame  equipment  to 
create  an  lPVPN,”Halpin  says. 

Meanwhile,  several  start-ups  are  busy 
trying  to  make  ATM  bandwidth  more  flex¬ 
ible.  Companies  such  as  Gotham 
Networks,  Equipe  Communications  and' 
WaveSmith  Networks  are  developing 
next-generation  ATM  equipment  that  lets 
bandwidth  be  metered,  says  Michael 
Howard,  principal  analyst  at  Infonetics 
Research.  Ultimately,  this  could  invigorate 
ATM. “If  you  look  at  the  metropolitan 
area,  even  though  there  is  more  data  traffic  than  voice 
traffic,  most  of  the  revenue  being  generated  is  by 
voice  traffic,”  Howard  says. 

With  the  competition  in  pricing  and  technology  that 
Ethernet  MAN  services  are  sparking,  no  matter  how  the 
battle  progresses,  user  companies  have  already  won. 

Caisse  is  a  freelance  writer  living  in  Massachusetts.  She 
can  be  reached  at  kcaisse@gis.net. 
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ow  big  Ethernet  wins  in  the  metro- 
poiitan-area  network  depends 
largeiy  on  the  work  of  at  least  two 
standards  bodies. 

The  50-member  Metro  Ethernet 
Forum  is  addressing  Optical 
Ethernet’s  shortcomings  “such  as  lack  of 
resiliency  and  the  inability  to  carry  [time 
division  multiplexing]  traffic,”  says  Nan 
Chen,  the  forum’s  president. 

New  Optical  Ethernet  equipment  is  being 
developed  with  wave  division  multiplexing 
(WDM)  integration,  Chen  says.  This  equip¬ 
ment  will  add  recovery  rates  and  TDM  sup¬ 
port  “comparable  to  that  achieved  in  SONET 
networks,”  he  says. 

Currently,  Ethernet’s  Spanning  Tree 
Protocol  provides  a  failure-and-recovery 
time  —  commonly  known  as  failover  —  that 
ranges  between  3  and  30  seconds,  according 
to  Kamran  Sistanizadeah,  CTO  at  Yipes 


Various  groups  are 
working  to  solve 
Ethernet’s  shortcom¬ 
ings  as  a  MAN  trans¬ 
port  technology. 


Communications. 

This  failover  rate  is  usually  adequate  for 
most  data  communications  customers,  he 
says.  However,  it  can  be  improved  by  the 
standard  being  proposed  by  the  IEEE’s 
Resilient  Packet  Ring  Working  Group, 
Sistanizadeah  says. 

The  proposed  standard  seeks  to  create 
an  additional  media  access  control  (MAC) 
layer  for  use  in  Layer  2  fiber  ring  topolo¬ 
gies,  says  Mike  Takefman,  the  working 
group’s  chairman  and  manager  of  engi¬ 
neering  at  Cisco.  “Rings  are  a  well-known 
and  widely  deployed  technology  in  the  met¬ 
ropolitan  space  for  building  networks  with 
redundancy,”  he  says. 

if  approved,  the  new  MAC  layer  could  be 
used  in  LANs,  MANs  and  WANs  at  speeds 
ranging  from  100M  bit/sec  to  more  than  10G 
bit/sec. 

—  Kimberly  Caisse 
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aren’t  swayed  by  anyone’s  grand  performance  claims. 

In  general,  the  hardware  vendors  say  their  devices  encrypt  packets  at  faster  rates 
than  the  highest  speeds  claimed  by  the  software  bunch. 

Hardware  VPN  vendor  NetScreen  Technologies  claims  its  NetScreen-1000  can  process 
IG  bit/sec  of  VPN  traffic,  and  RapidStream  says  its  top-of-the-line  RapidStream  8000  hits 
360M  bit/sec.  Meanwhile,  Cisco  says  its  top  software  VPN  gear.PlX  535,  does  lOOM  bit/sec 
of  Triple-DES  VPN  encryption.  Check  Fbint  Softwares  VPN  software  runs  on  general  server 
platforms  and  other  vendors’  custom-made  hardware.  Of  these,  Check  Point  points  to  the 
Nokia  1P740  as  the  fastest,  citing  that  vendor’s  clocking  at  150M  bit/sec. 


Hie  need  for  speed 

All  of  this  talk  about  speed  and  the  ensuing  struggle  among  VPN  vendors  to  prove 
themselves  fastest  are  borne  out  of  a  few  market  conditions. 

One  is  the  increasing  availability  of  Ethernet  access  services  and  enterprise  use  of 
these  services  to  connect  data  centers  to  the  Internet.  In  these  cases, sometimes  sheer 
speed  wins  the  day,  as  it  did  at  Solid  Systems,  a  Houston  company  that  runs  data  centers 
in  which  corporations  can  house  gear  and  lease  storage  capacity 

Solid  Systems  gets  its  VPN  speed  from  the  NetScreen-1 000,  which  can  handle  the 
company’s  user  base  and,  importantly,  quickly  add  VPN  sessions  (a  strength  of  custom 
processors),  says  Steve  Koinm,  Solid  Systems’ vice  president  of  strategic  technology. 
“I’m  concerned  about  speed,  and  in  our  network  I’ve  never  even  seen  this  thing 
breathe  hard.” 

Traditionally,  anyone  shopping  for  this  equipment  on  speed  alone  would  choose  a 
hardware-based  product  built  around  specialized  integrated  circuits  rather  than  one 
based  on  software  and  general-purpose  processors,  say  analysts  who  pore  over  perfor¬ 
mance  reports.“When  you  run  things  in  hardware,  they’re  always  much  more  scalable,” 
says  Zeus  Kerravala,a  research  director  at  The  Yankee  Group. 

But  software  VPN  vendors  are  tweaking  their  products  and  using  network  processors  to 
power  them.  With  these  updates,  software  VPNs  are  making  gains  against  hardware  ones, 
says  Jeff  Phillips,  an  analyst  with  TeleChoice. 

In  the  PIX  535,  Cisco  included  dedicated  processor  cards  to  handle  VPN  encryption 
and  boost  performance.  And  Check  Point  has  begun  offering  load-sharing  software 
that  lets  users  strap  up  to  five  VPN  gateways  together  to  boost  total  throughput  at  one 
site  to  1.2G  bit/sec.  In  addition,  it’s  overhauled  its  VPN-1 /Firewall- 1  to  make  it  easier  for 
hardware  designers  to  isolate  individual  VPN  software  processes  for  more  efficient 
processing.  Check  Point  partners  are  still  adopting  this  next-generation  software  re¬ 
lease.  Start-up  CrossBeam  claims  its  upcoming  gear  can  push  the  throughput  of 
Check  Point’s  VPN-1  to  2G  bit/sec. 


“With  all  the  right  hardware  components  . .  .you  can  often  make  the  software-based 
VPN  controller  run  just  about  as  efficiently  as  a  hardware-based  VPN  appliance,” says  Ed 
Mier,  founder  of  testing  firm  Miercom,  and  member  of  Network  World's  Global  Test 
Alliance  (see  www.nwfusion.com,  DocFinder:  7336). 


Why  the  speed  greed? 

When  it  comes  down  to  it,  though,  the  flap  over  speed  can  be  unnecessarily  confusing. 
Solid  Systems’  Koinm,  with  his  priority  on  speed,  is  more  of  the  VPN  exception  than  the 
rule.  Network  executives  generally  don’t  make  buying  decisions  based  on  the  fastest 
boxes  possible.  Rather,  they  buy  VPN  gear  to  protect  the  particular  size  connections  they 
happen  to  have. 

If  connecting  sites  fed  by  a  T-1  or  lower-speed  link,  performance  drops  out  of  the  equa¬ 
tion.  Hardware  and  software  VPN  devices  can  fill  the  pipes,  says  Kevin  Tolly,  president  of 
testing  firm  The  Tolly  Group,  and  a  Network  World  columnist. 

It  is  with  higher-speed  Internet  connections  — T-3,  lOM,  lOOM  and  IG  bit/sec  —  that 
performance  between  hardware  and  software  matters,  Phillips  notes. 

In  this  range,  where  hardware  and  software  vendors’ claims  about  performance  over- 


Hardware  and  software  VPN 
vendors  go  head  to  head  over 
performance.  What  you  need 
to  know  about  their  claims. 


their  struggle  to  gain  new  business, VPN  ven¬ 
dors  are  engaged  in  a  heated  debate  these 
days  about  speed.  But  most  enterprise  users 
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lap.yini  need  to  beware, Tolly  says.  Rsrfor- 
e  claims  might  not  only  be  confus¬ 
ing,  but  also  downright  misleading. 

Read  Cisco's  FIX  535  product  literature 
and  you'll  find  that  if  you  add  the  extra 
dedicated  processors,  called  VPN  acceler¬ 
ators,  the  gear  can  deliver  lOOM  bit/sec 


throughput  and  support  2,000  IP  Security 
tunnels  over  Gigabit  links. 

But  The  Tolly  Group  found  that  the  PIX 
535  achieves  I09M  bit/sec  with  1,400-byte 
packets  being  nin  through  it  from  Gigabit 
Ethernet  ports,Tolly  says. That  number 
dipped  to  SOM  bit/sec  when  the  testers 


used  512-byte  packets  —  the  processors 
being  strained  by  the  need  to  handle 
more  packets  per  second.  Of  course,  the 
traffic  in  an  enterprise  network  would  be 
of  various  sized  packets,  depending  on 
what  applications  were  running. 

In  a  written  rebuttal  of  these  results. 


Your  world  is  vital.  Your  networks  are  crucial. 
You  need  the  highest  performance,  availability, 
security  and  control  possible.  You  need  F5  Networks. 
Our  Internet  Control  Architecture  —  with  F5's  open 
iControl’"  platforro/API  and  suite  of  integrated 
products  —  allows  complex  networks  to  seamlessly 
support  the  intelligence  of  the  application  layer. 
All  in  a  complete  end-to-end  solution  that  leverages 
your  network  investment.  Find  out  why  F5  is  the  leader 
in  Internet  traffic  and  content  delivery  management. 
Visit  www.f5.com  or  call  1-888-882-4447. 


STRUGGLES 


Cisco  says  internal 
tests  show  the  PIX 
535  performing  bet¬ 
ter  —  in  some 
cases  37  times  better  —  than  The  Tolly 
Group  reports. 

The  Tolly  Group  ran  the  same  test  on  the 
NetScreen-5(X),  a  hardware-based  VPN  de¬ 
vice  touted  by  the  vendor  as  being  able  to 
hit  250M  bit/sec  VPN  Triple-DES  through¬ 
put.  Its  tests,  which  NetScreen  commis¬ 
sioned,  showed  136M  bit/sec  throughput 
with  5 1 2-byte  packets  and  230M  bit/sec 
with  the  larger  packets. 

While  NetScreen  didn’t  hit  its  touted 
numbers  in  the  high-stress, small-packet 
tests  either,  it  hasn’t  taken  issue  with  The 
Tolly  Group  tests. 

►“With  all  the 
right  hardware 

. .  .you  can  often  make  the 
software-based  VPN 
controller  tun  just  about  as 
efficiently  as  a  hardware- 
based  VPN  appliance.” 

Ed  Mier 

Founder  of  Miercom 


Fferformance  claims  being  what  they  are, 
the  advice  for  network  executives  evaluat¬ 
ing  VPN  options  is  not  to  get  caught  up  in 
the  back  and  forth  between  hardware  and 
software  vendors  over  performance.  Speed 
is  important,  but  it  doesn’t  rule  the  day 

SClNETa  healthcare  applications  service 
provider  in  Scottsdale,  Ariz.,  chose  Sonic- 
Wall’s  hardware  VPN  gear  because  the  de¬ 
vices  were  easy  to  configure  and  distrib¬ 
ute,  and  because  they  filter  for  viruses. 
Plus,SClNET  didn’t  have  to  worry  about 
the  security  of  the  underlying  operating 
system  as  it  would  have  had  to  if  it  had 
ported  VPN  software  to*a  general-purpose 
server,  says  Ryan  McConky  senior  systems/- 
network  engineer  at  the  company 

“This  had  everything  we  needed  in  one 
box,”  he  adds. 

Rich  management  features  can  also  be 
an  important  factor  in  networks  with  sev¬ 
eral  sites, says  Fbul  Kahyet,  chief  systems 
engineer  for  Schlumberger  Network  Solu- 
tions.The  company  uses  Check  Fbint  VPN 
software-based  gear  in  networks  it  runs  for 
Schlumberger’s  petroleum  arm  as  well  as 
for  other  corporations  because  it  is  easy  to 
manage  and  lets  new  sites  be  added  by 
making  server  entries  and  having  all  net¬ 
work  equipment  updated  automatically 
Raw  performance  was  secondary  ■ 


More  online! 

Read  more  on  performance 
and  other  VPN  issues  in  our 
special  research  pages. 

DocFinder.  7337 
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Making  data  disposal  a  part  of  your  information  management 
strategy  can  put  an  end  to  the  strife  between  IT  and  users 
over  storage  and  help  keep  the  corporate  network  clean. 


over 


BY  SUSAN  MARKS 

Drive  full,  mail¬ 
box  OVER¬ 
LOADED.  DISK  IS 
FULL.  Messages  such  as 
these  are  part  of  everyday 
life  on  a  network  as  com¬ 
panies  struggle  to  manage 
information. 

The  reminders  are  supposed  to  sig¬ 
nal  users  to  delete  files  and  get  unnec¬ 
essary  or  outdated  data  off  networks. 

Usually  originating  from  a  source  such 
as  Systems,  Lotus  Notes  Administrator 
or  Network,  the  user  can’t  respond. 

Although  meant  to  be  innocuous,  the 
unwelcome  intrusions  almost  always 
elicit  complaints,  and  sometimes  even 
animosity  and  resentment  toward  net¬ 
work  staff. The  result  can  be  a  power 
struggle  between  IT,  whose  job  it  is  to 
keep  the  network  and  systems  running 
smoothly,  and  anyone  who  wants  to 
store  data.  IT  is  perceived  as  the  bad 
guy  who  arbitrarily  wants  data  off  the 
network  and  out  of  the  database,  mak¬ 
ing  life  difficult  for  all. 

“  ‘LAN  is  full.’  They’re  always  saying 
that,  and  there  never  seems  to  be  any 

rhyme  or  reason,”  says  one  typical  disgruntled  user  on  a  large  network. 

IT  vs.  the  rest  of  the  company  is  a  natural  conflict,  one  that  complicates  already-diffi- 
cult  technology  decisions  and  ultimately  saps  the  value  IT  systems  provide.  Data  stor¬ 
age  doesn’t  have  to  be  a  battlefield,  but  it  often  is  because  disposal  rules  are  typically 
omitted  from  corporate  information-management  policies,  says  Steve  Weissman,  presi¬ 
dent  of  consulting  and  research  firm  Kinetic  Information.  “Everyone  is  wrapped  up  in 
capturing  and  storing  data,  not  disposing  of  it,”  he  says. 


Disposal  guidelines 

Experts  agree  that  network  execu¬ 
tives  who  have  developed  sound  data- 
disposal  policies  —  usually  in  collab¬ 
oration  with  other  department  heads, 
top  corporate  officials  and  the  legal 
department  —  can  end  clashes  be¬ 
tween  IT  and  users  over  how  much 
network  and  systems  space  everyone 
is  afforded. 

Such  is  the  case  at  Ashland,  a  Fortune 
250  chemical  and  petroleum  company 
in  Covington,  Ky.  It  has  had  an  informa¬ 
tion  management  policy  for  more  than 
20  years  that  doesn’t  illicit  rancor  be¬ 
tween  network  staff  and  the  rest  of  the 
company,  says  Roger  Craycraft,  CIO. 

Stan  Lampe.an  Ashland  spokesman 
and  a  longtime  company  employee, 
agrees.  Whether  data  deletions  are  soft- 
ware-generated  or  voluntary,  there  just 
aren’t  problems,  he  says.“It’s  just  some¬ 
thing  you  manage.” 

Unfortunately,  no  one-size-fits-all  tech¬ 
nology  solution  answers  the  data  dis¬ 
posal  problem,  Weissman  notes.  Instead, 
it  is  an  exercise  in  business  process 
analysis  and  review.  Who  needs  to 
know  what,  when,  under  what  condi¬ 
tions,  in  what  context,  and  what  are  the 
tools  to  facilitate  that  access? 

For  some  types  of  data,  such  as  med¬ 
ical  or  tax  records,  laws  regulate  mini¬ 
mum  retention  requirements,  but  for 
other  information  little  direction 
exists.  Conceivably,  documents  could 
be  dumped  from  a  database  onto  a 
tape  and  stored  forever.  However,  the 
issue  then  becomes  accessing  a  tape 
drive  that  can  read  the  data  or  a  program  to  process  it,  says  Bob  Zimmerman,  direc¬ 
tor  of  storage  research  for  Giga  Information  Group. 

One  solution  for  data  overload  is  often  automatic  deletions  at  the  end  of  a  set  reten¬ 
tion  period.  At  Ashland,  that’s  90  days  for  e-mail.  At  the  University  of  Mcissachusetts, 
e-mail  gets  60  days  before  being  disposed  of  automatically,  says  Ethan  Katsh,a  profes¬ 
sor  at  the  University  of  Massachusetts  Department  of  Legal  Studies  and  director  of  the 
University  Center  for  Technology  and  Dispute  Resolution. 
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('apacity.not  time,  is  the  measure  used  at  Giga, 
Zimmerman  says.  He  gets  75M  bytes  of  e-mail  stor¬ 
age  on  the  network.  When  he  exceeds  that,  which 
is  regularly  he  gets  an  automated  warning  to  delete 
files  —  he  calls  it  a“nasty^ram." 

If  he  doesn’t  comply  he  gets  a  second  notice.  If 
he  still  doesn’t  clean  out  his  mailboxes,  the  system 
prevents  him  from  sending  e-mail  or  receiving  any 
that  have  attachments. 

A  storage  hierarchy 

A  network  executive’s  biggest  mistake  would  be 
to  ignore  the  issue  and  let  people  keep  stockpil¬ 
ing  their  e-mails  and  other  data.Weissman  says. 
Storage  comes  with  overhead  costs,  and  indexing, 
management  and  network  integration  challenges. 
“The  one  thing  you  want  to  avoid  is  bringing  the 
business  to  a  slowdown  because  the  piece  of  in¬ 
formation  someone  needs,  they  can’t  find. They 
forget  which  server  it’s  on, something  crashes,  or  a 
directory  goes  down.”  In  such  instances,  IT  be¬ 
comes  the  scapegoat. 

It’s  all  about  hierarchical  storage  management 
(HSM),  Zimmerman  says.  HSM  software  makes 
decisions  about  documents,  in  e-mail  or  elsewhere, 
based  on  age  and  size,  and  in  accordance  with 
preset  management  policies.  It  can  enable  the 
automatic  migration  of  archival  data  to  offline  or 
near-line  storage  that’s  usually  robotically  accessi- 
ble.Then  files  move  transparently  back  to  the  disk 
when  a  user  accesses  them. The  user  only  knows 
that  the  first  reference  to  the  file  was  a  long  seek, 
Zimmerman  says. The  point  is  getting  the  data  off 
the  high-performance,  expensive  front-line  storage 
while  still  being  able  to  access  it  when  necessary 
he  says. 

HSM  products  include  Veritas  Software’s  Net- 
Backup  Storage  Migrator, Tivoli  Software’s  Tivoli 
Storage  Manager,  K-Par  Archiving  Software’s 
Archimedia,  Computer  Associates’  HSM  for  Net¬ 
Ware,  Legato  Systems’  Legato  Application  Avail¬ 
ability  Management  Solutions  and  CaminoSoft’s 
Highway  Server. 

However,  not  everyone 
subscribes  to  infinite  stor¬ 
age  space  —  even  if  it  is 
hierarchical  —  as  the 
answer  (see  story  at  right). 

Imagine  trying  to  find  a 
tiny  item  in  an  attic  as  big 
as  a  baseball  stadium 
where  everyone  keeps 
everything  they  ever  pos¬ 
sessed.  That  item  might 
never  turn  up, says  Pat 
Tagtow, senior  counsel  for 
BMC  Software  in  Houston.  Data  disposal  must  be 
a  facet  of  any  prudent  records-management  pro¬ 
gram,  he  asserts. 

BMC  instituted  its  information  management  sys¬ 
tem,  including  data  deletion,  during  a  business 
boom  about  two  years  ago.“lt  was  a  quick  growth 
period  where  we  could  foresee  that  if  we  didn’t 
institute  a  policy  of  organizing  the  information 
and  managing  how  long  we  keep  it  and  how  we 
keep  it  and  such,  that  it  could  get  out  of  hand,” 
Tagtow  sa>'s. 

The  driving  force  wasn’t  the  need  to  destroy  or 
delete  information,  but  rather  sound  business  rea¬ 
sons,  adds  Mark  Lagodinski,  BMC  manager,  records 

nanagement.  His  department  is  responsible  for 
iiiif'it-menting  BMC’s  data  retention  and  disposal 
i-  -licy  It's  a  task  made  easier,  he  says,  because  the 

ompany  approaches  it  as  an  information  man¬ 


^“Everyone  is 


'I 

id 


wrappea  up  in 

capturing  and  storing  data, 
not  disposing  of  it.” 

Steve  Weissman 

President  of  Kinetic  Information 


agement  issue,  as  opposed  to  a  data-disposal 
i.ssue,  and  from  the  beginning  was  upfront  with 
employees. 

Highly  visible  executive  buy-in  came  early  on, 
with  the  CEO  and  legal  counsel  explaining  on 
videos  the  individual  and  company  benefits  of 
information  management,  Lagodinski  says.  Em¬ 
ployees  received  e-mails  detailing  the  benefits 
and  a  comprehensive  policy  book  that  included 
schedules  on  how  long  different  kinds  of  docu¬ 
ments  would  be  retained  on  the  network. 
Managers  also  received  training  on  the  new  pro¬ 
cedures  so  they  could  go  back  to  their  teams  and 
discuss  it. 

If  employees  instead  had  just  been  hit  with  rules 
and  guidelines  and  a  firm  policy  then  perhaps 
they  would  have  resisted  lT,Tagtow  says. 

But  most  employees  today  don’t  even  mind  the 
automatic  network  reminders  that  a  document  is 
nearing  the  end  of  its  life. They  welcome  the 
notices  (courtesy  of  the  company’s  recordkeep¬ 
ing  software, TrueArc’s  ForeMost  Enterprise)  as 
guidance  on  what  to  keep  and  for  how  long, 
Lagodinski  says. 


Setting  policies 

What  is  happening  at  companies  such  as  BMC 
Software  and  Ashland,  says  Kinetic  Information’s 
Weissman,  is  the  emergence  of  an  operational  phi¬ 
losophy  that  builds  on  old  records-management 
practices  and  incorporates  them  into  today’s 
dynamic  e-business  environment. 

While  Ashland  disposes  of  e-mail  after  90  days  it 
will  keep  other  documents,  such  as  a  study  that 
did  not  yet  turn  into  a  project,  perhaps  for  two 
years  after  completion.  Deletion  would  then  be 
manual,  Craycraft  says. 

Historically  regulations  and  laws  have  driven 
most  of  the  data-retention  decisions  at  Ashland. 
But  in  general,  the  company  tries  to  understand 
what  the  retention  need  is  for  all  data  in  the  sys¬ 
tem,  Craycraft  says.The  IT  department  works  with 
lawyers,  accountants  and 
other  interested  parties, 
including  users,  to  ensure 
the  best  policy,  he  adds. 

Talking  to  all  involved 
parties  and  finding  creative 
ways  to  honor  their  inter¬ 
ests  is  essential  to  resolving 
any  issue  or  dispute,  includ¬ 
ing  data  disposal,  says  Karl 
Slaikeu,CEO  of  Chorda 
Conflict  Management,  a 
consulting  and  training 
company  in  Austin, Texas. 


The  result  is  an  integrative  solution,  as  opposed  to 
a  blanket  edict.  After  all,  the  goal  is  compliance, 
not  foot-dragging  and  low  morale  because  some¬ 
one’s  interests  are  violated,  he  says. 

Network  executives  must  be  involved  in,  if  not 
initiating,  the  discussions, Weissman  says.  “You 
can’t  know  how  to  orchestrate  your  technology 
tools  until  you  know  what  the  policies  are. . .  .You 
don’t  want  a  fellow  on  the  technology  side  to  just 
simply  create  the  policies  on  his  own  and  then 
start  flushing  data,  because  that  affects  the  busi¬ 
ness.  At  the  same  time,  you  don’t  want  the  busi¬ 
ness  people  promulgating  directives  that  may  be 
impractical  on  the  technology  side.  It  very  much 
needs  to  be  a  partnership.” 

Marks  is  a  freeiartce  writer  in  Denver.  She  can  be 
reached  at  sjmarksco@aol.com. 


Information  management 
strategists  have  different  views 
on  data  disposal. 

Data  disposal  at  some  companies  means  removing 
files  from  front-line  networks  to  subsequent  storage 
environments  and  eventual  long-term  archiving  in 
perpetuity.  At  others,  disposal  means  a  series  of  pre¬ 
set  storage-area  network  options  that  end  with  data 
destruction. 

Bob  Zimmerman,  director  of  storage  research  at  Giga  Infor¬ 
mation  Group,  advocates  long-term  data  storage.  Keeping  data 
around  is  just  an  expense.  Losing  the  data  is  sometimes  disas¬ 
trous,  he  says. 

To  back  up  his  point,  Zimmerman  recalls  the  case  of  a  senior 
engineer  working  on  seismic  data  for  an  oil  company.  The  engi¬ 
neer  took  a  lengthy  sabbatical  and  returned  to  find  all  of  his  data 
gone.  It  seems  that  he  was  not  familiar  with_^the  IT  department’s 
process  of  deleting  data  after  18  months.  “So  there  are  upsides 
and  downsides  to  a  data  disposal,"  he  adds. 

“I  never  recommend  blowing  the  data  away.  It  is  always 
cheaper  to  dump  it  on  a  tape  and  send  it  off  to  a  salt  mine, 
[because]  if  you  ever  have  to  recover  some  of  the  stuff  that  you 
inadvertently  or  purposely  threw  away,  recreating  it  is  going  to 
cost  you  more  than  you  ever  saved  in  all  of  the  throwaways  that 
you  made,"  Zimmerman  says. 

But  Pat  Tagtow,  senior  counsel  for  BMC  Software,  questions 
the  wisdom  of  archiving  data  for  indefinite  periods  of  time.  "You 
may  be  in  a  little  more  organized  fashion,  but  you're  not  manag¬ 
ing  in  a  prudent  manner.  The  concept  of  the  information  man¬ 
agement  program  is  that  you  are  going  to  have  a  manageable 
amount  of  information,  and  when  you  destroy  data  or  when 
something  is  no  longer  needed,  it's  gone  so  you  don't  have  to 
manage  it  any  longer.” 

Roger  Craycraft,  CIO  of  Ashland,  a  chemical  and  petroleum 
company  in  Covington,  Ky.,  agrees.  When  a  retention  period  ends 
at  Ashland,  the  data  is  eliminated.  “I  don't  think  we  want  to  nec¬ 
essarily  [even]  be  in  a  position  to  recover  it,”  he  says. 

Whatever  the  final  policy,  to  avoid  confrontation  with  users,  ini¬ 
tially  implement  the  system  so  that  the  data  is  removed  from  the 
disk  but  backed  up  so  that  it  can  be  recovered,  recommends 
Pete  Lindstrom,  an  analyst  with  Hurwitz  Group. 

—  Susan  Marks 
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These  tough 
times  call  for 
new  budget 
negotiation 


strategies. 


says.“With  others,  [budget  success]  was  purely  a  matter 
of  how  you  presented  and  supported  your  numbers.” 

You  can  learn  a  lot  about  preferences  by  asking  suc¬ 
cessful  division  budgeters  how  they  handled  negotia¬ 
tions.  Likewise,  premeeting  conversations  with  your  CEO 
and  others  can  clue  you  in  on  current  pressures. 

The  goal  is  to  craft  arguments  that  advance  your  CEO’s 
existing  agenda,  says  Robert  Bordone,a  Harvard  Law 
School  lecturer  and  deputy  director  of  the 
Harvard  Negotiation  Research  Project  in 
Cambridge,  Mass. 

Is  the  board  of  directors  pressuring  the  CEO 
to  slash  costs,  build  new  revenue  streams  or 
support  new  growth?  Once  you  know,  you  can 
decide  how  to  slant  your  project,  emphasizing 
cost-cutting  benefits  of  the  VPN  upgrade  in 
one  case  or  its  accessibility  to  smaller  busi¬ 
ness  partners  in  another. 

IT  may  be  a  crucial  hub  of  many  compa- 
nies,but  to  the  CFO  and  CEO,  it’s  just  one 
piece  of  the  business.  It  won’t  matter  how 
vital  you  say  a  new  network  upgrade  is 
unless  they  think  so,  too. 


More  online! 


“1  focus  directly  on  the  business  and 
how  [IT  projects]  will  help  people  and  cut 
costs”  instead  of  how  cutting-edge  the  com¬ 
pany  can  become  through  IT  spending,  an 
appropriate  tactic  last  year,  says  Kendra 
Bender,  director  of  networks  and  IT  at  Tip¬ 
per  Tie,  a  Cary,  N.C..  company  that  makes 
aluminum  clips  and  wire  machines  for  the 
food-processing  industry 
A  year  ago  Bender  sold  the  idea  of  a 
new  customer  relationship  management 
system  “by  showing  how  we  needed  it  to 
stay  competitive. . . .  Things  are  way  tighter 
now,”  she  adds,“so  now  I’m  carefully  com¬ 
paring  costs  with  returns.  In  tougher  times 
it’s  sometimes  better  to  table  some  things 
and  revisit  them  in  six  months  rather  than 
push  too  hard.” 

Timing  is  critical,  agrees  Frank  Hood,  vice 
president  of  IS  at  Krispy  Kreme,  the  dough¬ 
nut  company  based  in  Winston-Salem,  N.C. 

“In  tough  times,  you  have  to  make  some 
choices,”  Hood  says.“Right  now.  I’ll  sell  net¬ 
work  security  with  a  greater  degree  of  ur¬ 
gency  than  1  would  the  need  to  switch  to  a 
new  network  infrastructure.” 

Hood  also  gathers  support  for  his  projects 
BoemvEs  from  Other  company  divisions  so  his  larger 
budget  requests  carry  additional  weight  and  signifi¬ 
cance,  and  are  therefore  harder  to  turn  down. 

Honey  or  vinegar 

Some  negotiators  think  tough  times  require  tough  talk. 
But  demanding  or  threatening  is  the  wrong  approach  to  a 
harmonious  compromise.“Good  negotiators  craft  choices 
that  are  good  for  the  other  side,”  Harvard’s  Bordone  says. 

He  recalls  that  before  the  September  1978 
Camp  David  peace  talks,  negotiators  asked 
Israel’s  Menachem  Begin  to  pla>'act  the  role  of 
Egypt’s  Anwar  Sadat  as  part  of  an  exercise.  By 
doing  so.  Begin  realized  that  Sadat  couldn’t 
possibly  accept  Israel’s  demands  so  he  modi¬ 
fied  them  to  give  the  talks  an  opportunity  to 
begin  with  an  initial  level  of  agreement. 

“Negotiation  is  about  persuading,  not  de¬ 
manding,”  Bordone  says.“Really  good  negotia¬ 
tors  are  extremely  gooci  listeners  who  give 
choices  that  are  easy  to  say  yes  to.” 


Check  out  the  latest  budget 
stretching  strategies  in  our  More 
With  Less  resources  pages.  is  a  freelance  writer  in  Arlington,  Mass. 

OocFinder:  7327  He  can  be  reached  at  sdeck@yahoo.com. 
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POWER 


Power  of  the 


Our  guide  to 
techniques  for 
boosting  your 
corporate  power. 


BY  STEWART  DECK 


Man,  oh  man, 
what  a  tough 
year.  Across  cor¬ 
porations,  net¬ 
work  projects  were  trimmed 
or  put  on  hold.  IT  spending, 
although  heavily  budgeted, 
was  often  frozen. 


On  the  plus  side,  network  executives  have 
gained  negotiating  power  against  vendors 
over  prices.  But  even  when  IT  budgets  aren’t 
squeezed,  senior  management  now  wants  far 
more  justification  for  every  dollar  spent.The 
trend  is  once  again  zero-based  budgeting, 
where  no  project  is  approved  —  even  the 
annual  initiatives  —  until  every  dollar  is 
defended. 

You  need  budget  negotiation  strategies 
different  from  those  used  during  the  so- 
called  New  Economy  —  when  money 
gushed  down  on  IT  like  a  waterfall  —  because  the 
next  few  quarters  will  likely  be  a  continued  drought. 
Economic  improvement  isn’t  likely  until  well  into  the 
first  or  second  quarter  of  2002,  says  John  Gantz,  IDG’s 
chief  research  officer.  Although  IDC  predicts  next 
year’s  IT  budgets  will  grow,  the  purse  holders  may  not 
let  you  spend  those  bucks  until  the  economy  shows 
signs  of  revival. 

Loosening  their  grip  requires  extra  preparation  on 
your  part  and  then  giving  decision  makers  a  reason  to 
say  yes. 


•  POWER  OF  THE  PURSE 
STRINGS  See  story  this  page. 


•  VISION  TALK  Page  59. 


Frank  Hood, 
vice  president 
of  IS  at  Krispy 
Kreme,  gets 
the  dough  he 
needs  for  net- 
v^ork  projects 
by  getting  buy- 
in  from  busi¬ 
ness  unit 
heads. 


Numbers  or  emotions 

Today’s  budget  negotiations  require  you  to  understand 
thoroughly  how  your  CEO  and  CFO  think  and  what  pres¬ 
sures  they’re  under.  Are  they  bottom-line-driven,  requir¬ 
ing  solid  return  on  investment  right  off  the  bat?  Do  they 
respond  better  to  a  discussion  including  thoughtful  and 
creative  forecasting? 

Bob  Whyte,  formerly  the  CIO  at  DirecTV  and  now  CIO  at 
SAP  Fbrtals  (a  division  of  SAP  AG), says  speaking  the 
CEO’s  language  is  vital.“l  could  get  ahead  with  one  for¬ 
mer  CEO  by  showing  emotion  and  banging  the  table,”  he 
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fCUTIVE  PROFIIES 


Global 
Technology 
Associates,  Inc. 


Global  Technology  Associates,  Inc. 

(407)  380-0220 

www.gta.com 

Founded  in  1992,  Global  Technology 
Associates  was  an  early  entrant  into  the  net¬ 
work  security  market  introducing  its  first  fire¬ 
wall  in  January  1994.  In  1996,  the  company 
developed  the  GNAT  Box  Firewall  system 
software.  Today,  that  software  has  evolved 
and  currently  powers  GTA's  family  of  fire¬ 
walls  —  GB-1000,  GB-Flash,  GNAT  Box  Pro 
and  the  new  RoBoX.  Solid  and  innovative 
engineering,  quality  customer  service  and  a 
global  perspective  make  GTA  a  leader  in 
delivering  technologically  advanced,  yet  cost 
effective  network  security  solutions. 


Gordon  Garrett,  CEO 

Interloci  Network  Management 

(203)  622-4645 

www.intcrloci.com 

By  partnering  with  a  world  class  network 
management  company:  Permit  our  customers 
to  speed  time  to  market,  increase  customer 
and  employee  satisfaction  and  improve  com¬ 
petitiveness.  Provide  synergies  across  multi¬ 
ple  customers  for  network  capacity,  equip¬ 
ment  and  management  services.  Protect  our 
customers'  network  investment  through 
state  of  the  art  web  based  monitoring  and 
reporting  tools.  Bring  network  management 
services  to  all  organizations,  large  or  small 
through  the  unique  one  stop  shopping,  pay 
as  you  use,  RentaNOC^'^  for  a  complete 
range  of  WAN/LAN  management  services. 


NEC 

(214)  262-2411 

WWW. eng .  ncc  com 

NEC  has  led  the  way  in  providing  communi¬ 
cation  solutions  throughout  North  America 
fur  over  30  years.  Since  arriving  in  the  U.S. 

■  ';»iko’  in  1963,  NEC  has  established  itself 
•  i  "  third  largest  manufacturer  of 


telecommunications  customer  premise 
equipment  and  has  maintained  a  leadership 
position  in  telephony  and  data  communica¬ 
tions  R&D.  Leading-edge  research  and 
development  continues  at  NEC  in  Voice 
over  IP,  fiber  optics,  IP  routing  and  switch¬ 
ing,  computer  telephony  integration  and 
internal  wireless  systems. 


i'  * 

Ben  Horowitz 

Chief  Executive  Officer  &  Co-founder 

Loudcloud 

(408)  744-7300 

WWW. loudcloud.com 
Loudcloud  (NASDAQ:  LDCL)  is  the  leading 
managed  services  provider  worldwide, 
offering  a  proven  solution  for  helping  enter¬ 
prise  companies  successfully  architect, 
deploy  and  manage  their  Internet  operations. 
Through  a  combination  of  skilled  people, 
proven  processes  and  industry-leading 
automation  technology,  Loudcloud  helps 
customers  realize  immediate  cost  savings, 
exceptional  quality,  and  increased  flexibility 
to  achieve  their  business  objectives. 


David  Rahvar,  General  Partner 

Rose  Electronics 

(800)  333-9343/(281)  933-7673 

www.rosc.com 

Move  your  Network  Management  to  Fligher 
Level.  "Functionality,  reliability,  and  scalabili¬ 
ty"  is  the  Rose  mantra.  Rose  is  a  proven, 
technology-driven  manufacturer  of  reliable 
server  management  products.  Rose  manu¬ 
factures  a  full  range  of  KVM  switches,  dis¬ 
tance  extender  products,  cable  converters, 
and  accessories  that  allows  virtually  unparal¬ 
leled  flexibility  in  solving  today's  application 
needs.  Customers  have  come  to  depend 
upon  Rose  products  for  their  reliable  opera¬ 
tion  and  scalability. 


Dave  Morrison 

President  &  CEO 

Western  Telematic,  Inc. 

(949)  586-9950 

www.wti.com 

Western  Telematic,  Inc.  (WTI)  is  an  industry 
leader  in  designing,  manufacturing  and  mar¬ 
keting  of  data  connectivity  solutions.  WTl's 
current  product  offering  includes  the 
NetReach  line  of  remote  site  management 
hardware.  The  products  consist  of  cost- 
effective  terminal  server  alternatives,  Telnet 
and  dial-up  network  power  switches  and 
secure  modems  for  remote  dial-up  manage¬ 
ment.  In  1975  long  time  company  executive, 
David  Morrison,  took  over  as  President.  Mr. 
Morrison  continues  to  successfully  guide 
WTI  through  its  cutting-edge  commitment  to 
research  and  development. 


Vi 


Dan  Akerson 

Chairman,  Chief  Executive  Officer 

XO  Communications 

(866)  869-9696 

w^vw.xo.com 

XO  Communications  is  one  of  the  nation's 
fastest  growing  providers  of  broadband 
communications  services  offering:  local  and 
long  distance  voice,  Internet  access.  Virtual 
Private  Networking  (VPN),  Ethernet, 
Wavelength,  Web  Flosting  and  Integrated 
voice  and  data  services.  XO  currently  offers 
facilities-based  broadband  communications 
services  in  63  markets  throughout  the 
United  States. 
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Unless  you  impart  your 
vision  clearly  to  others, 
it  may  never  fly. 


BY  APRIL  JACOBS 

you  want  to  be  an  IT  visionary  You 
I  need  to  be,  because  you  can’t 
make  every  decision  for  every 
employee  all  day  long.Your  vision  has  to  stand 
as  their  guide.  Well,  all  you  need  to  do  is  tell  a 
compelling  IT  story  that  everyone  inside  and 
outside  of  your  company  understands,  trusts  and 
finds  motivating. 

OK,  it’s  a  difficult  task,  but  with  the  right  skills,  it’s  one  you  can  master. 

First,  make  sure  your  vision  is  indeed  that.The  central  point  is  not  to  mis¬ 
take  tactics  —  projects  and  production  goals  —  for  vision.  A  vision  is  strate¬ 
gy,  while  tactics  are  day-to-day  management  requirements. Think  of  it  this 
way:  If  your  job  were  a  novel, your  vision  would  be  the  plot  and  your  day- 
to-day  management  the  individual  chapters.  Also  know  that  a  vision  is  not 
an  attempt  to  foretell  the  future.  Its  role  is  to  prevent  a  company  from  focus¬ 
ing  so  heavily  on  near-term  objectives  that  it  overlooks  the  major  trends 
that  impact  long-term  health, says  Steve  Randich,  executive  vice  president 
of  operations  &  technology  at  the  Nasdaq  in  New  York. 

But  having  a  great  vision  will  only  get  you  so  far. You’ve  also  got  to  articulate  it  well.  It 
can’t  be  a  guidepost  if  others  don’t  see  it.  Often  visions  are  misunderstood  because 
they  are  abstract.  Counter  this  by  expressing  the  abstract  goal  (globalization,  for 
instance)  and  the  achievable  action  items  that  will  make  your  vision  succeed  (new 
systems  that  handle  multiple  currencies). 

“In  order  to  have  effective  decentralized  decision-making,  all  employees  must  under¬ 
stand  not  only  the  vision  but  also  the  intent  of  the  operational  guidance  they  have 
been  given,”  Randich  says. 

When  Nasdaq  executives  envisioned  the  exchange  becoming  a  truly  global  market¬ 
place  by  2002,  IT’s  tactical  projects  involved  implementation  of  a  new  system  that  used 
decimalization  for  stock  prices  and  the  rollout  of  a  primary  order  routing  and  auto¬ 
matic  execution  system  for  Nasdaq  National  Market  securities.  Both  projects  are  steps 
in  Nasdaq’s  plans  for  implementing  SuperMontage,  an  order  display  and  execution  sys¬ 
tem  due  in  mid-2002,and  will  enable  stock  trading  for  international  orders. 

These  projects  were  successful  because  Nasdaq’s  vision  (a  global  marketplace  by  a 
certain  deadline)  was  effectively  communicated  through  clear  and  attainable  steps 
(three  hierarchical  projects),  Randich  says. 

Make  it  personal 

A  vision  should  always  be  expressed  in  terms  that  are  clearly  relevant  to  the  listener. 
Avoid  language  that  is  authoritarian  or  condescending,  and  instead  focus  the  message 
on  getting  support  from  the  listener,  says  Sharon  Rose  Fbwell,  president  and  co-founder 
of  Princeton’s  Center  for  Leadership  Training  in  Princeton,  N.J. 

When  Jeri  Lose,  CIO  of  St.  Jude  Medical  Center  in  St.  Paul,  Minn.,  envisioned  increas¬ 
ing  employee  efficiency  she  thought  her  tactic  would  be  implementing  a  customer 


relationship  management  (CRM)  application.  In  talking  about  CRM  with  the  CEO,  she 
concentrated  on  how  it  would  help  St.  Jude  better  serve  its  customers  and  increase 
employee  productivity.  “1  explained  the  business  need  for  the  technology  and  made 
clear  what  we  will  be  able  to  do  with  the  technology’  she  says. 

When  talking  to  users,  she  zeroed  in  on  how  the  technology  will  ease  their  jobs,  how 
they’ll  receive  training  and  where  they  can  turn  for  help,  she  says. 

One  strategy  is  to  craft  phrases  geared  toward  various  constituencies.  Other  business 
managers  and  executives  want  to  hear  about  good  return  on  investment.  Salespeople 
want  to  know  how  your  plan  will  improve  their  relationships  with  customers  and  help 
close  deals.  Investors,  the  board  and  CEO  will  be  moved  by  how  your  vision  keeps  the 
company  competitive,  increases  growth  or  reduces  costs. 

A  work  in  progress 

Your  words  should  not  just  rally  the  troops,  but  bring  them  home  without  disappoint¬ 
ment.  Make  sure  that  people  understand  that  while  your  vision  is  firm,  your  tactics  are 
works  in  progress.This  is  not  simply  a  matter  of  using  bet-hedging  language  (that  is, 
words  such  as  “probably,”  “perhaps,”  “may,”  and  “if-then”).  Ideally,  it  means  knowing  that 
the  tactics  you  propose  will  lead  to  the  effects  you  envision. 

Kevin  Tolly,  CEO  of  The  Tolly  Group  and  a  Network  World  columnist,  suggests  using 
“proof  points” you  get  from  testing  technology  before  incorporating  it  into  your 
vision.This  will  demonstrate  when  “a  technology  that  might  work  well  at  the  vision 
level  is  not  yet  ready  for  the  implementation  level,”Tolly  says.  When  tests  confirm  a 
workable  tactic,  they  also  give  you  the  empirical  data  you  need  to  craft  those  com¬ 
pelling  return  on  investment  and  productivity-improvement  statements. 

Then,  with  such  strong  words  at  the  ready,  your  vision  is  sure  to  become  what  every¬ 
one  sees.  ■ 
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Jan.  3 

Network  Associates 
gives  its  CEO  slot  to 
George  Samenuk, 
who  held  that  role  at 
business-to-business 
exchange  Tradeout. 


March  21 

Harald  Alvestrand,  Cisco  engineer  and  longtime 
IETF  participant,  becomes  the  first  non-American 
to  head  the  IETF  amid  the  standards  group's 
efforts  to  deal  with  its  internationalization. 


March  20 

IBM  continues  its  enterprise  open  systems  thrust  with  a  promise 
of  server  clusters,  code-named  Blue  Hammer,  for  Linux  and  Unix. 

L/. 

'  Oracle  lays  off  866  workers,  2%  of  its  staff,  to  cut  costs. 


April  18 

•  CLEC  Winstar  files  for  Chapter  11 
bankruptcy  protection  and,  blaming 
Lucent  for  its  financial  woes,  sues  the 
company  for  $10  billion. 

•  IBM  shines  by  meeting  analyst 
expectations  for  the  second  quarter 
and  posting  a  15%  gain  in  net  income. 


June  14- 

Oracle  releases  9i  database  and  throws  out 
controversial  universal  power  unit  pricing  plan 
for  a  more  conventional  processor- based  one. 


March  8 

Wireless  LAN  vendor  Proxim  files  a  patent  infringement 
suit  against  3Com,  Cisco  and  others. 

March  2  - 

SBC  Communications  quietly  lays  off  or  reassigns  hundreds  of 
out-of-region  sales  and  customer  service  personnel,  stepping 
T7  back  from  its  pledge  to  compete  in  other  RBOC  territories. 


April  16 

Bellwether  Cisco  slashes 
third-quarter  estimates  by 
30%,  takes  $3.7  billion  charge. 

April  2 

Catherine  Hapka,  CEO  of 
troubled  DSL  services 
provider  Rhythms 
NetConnections,  resigns. 


:  I !  i 


January 
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Jan.  19 - 

DSL  provider 
NorthPoint  Communi¬ 
cations  files  for  bank¬ 
ruptcy  protection. 

Jan.  23  - 

Microsoft  botches  a  router  configu¬ 
ration  and  brings  down  its  Web  site 
for  24  hours.  Two  days  later,  a  distrib¬ 
uted  DoS  attack  knocks  the  site 
offline  for  another  half-day. 


Feb.  2 

Novell  spins  off  net  content  group 
into  a  company  called  Volera, 
majority  backed  by  Novell  with 
investments  by  Nortel  and 
Accenture. 

Feb.  5 

3  '0  aims  at  Microsoft's  .Net  initiative 
‘.pvailinjj  Sun  ONE,  a  development 
.Tz;  .'  'rhuri;  for  building  Web  applica¬ 
tions  and  services. 


February 


■"■’■"J-"'' . 

Feb.  15^ 

•  Dell  ditches  1,700  full¬ 
time  employees,  4%  of  its 
workforce,  to  cut  costs. 

•  Nortel  continues  lay¬ 
offs  started  late  last 
year,  raising  its  count 
from  4,000  to  10,000. 

Feb.  26 - 

Nike  blames  a  weak  quarter 
on  i2  Technologies'  supply- 
chain  management  software. 


May  11 

•  Cisco  announces  avail¬ 
ability  of  IPv6  features 

across  products  that  run 
its  lOS  operating  system 
software. 

•  Nortel  COO  and  CEO- 
heir  apparent  Clarence 

Chandran  resigns  because 
of  health  reasons;  sepa¬ 
rately,  the  company  exits 
the  DSL  access  equip¬ 
ment  business. 


May  23 

Hackers  bring  down  the  Web  site  of 
the  CERT  Coordination  Center  in  a 
DoS  attack. 


May  29 

^  EMC  drops  1,100 
employees,  4% 
of  its  workforce. 


.'J  * 


Feb.  28 - 

Pacific  Bell  battles  three  major 
class  action  lawsuits  over  its  mass- 
market  DSL  offerings,  part  of  a 
coast-to-coast  wave  of  disgust  over 
Bell  DSL  promotional  practices. 


March  6 

Sun  jumps  into  the  peer-to-peer  market 
by  buying  privately  held  peer-to-peer 
search  company  InfraSearch. 


March  12 

Novell  announces  merger  plans  with  e-busi¬ 
ness  consulting  firm  Cambridge  Technology 
Partners;  Eric  Schmidt  to  step  aside. 


^  18  7/8.  hitting  a  three-year  low  after  news  the 
.is  many  as  8.000  regular  and  contract  employees. 


March  19 

Microsoft  unveils 
Hailstorm,  a  build¬ 
ing  block  of  its 
nearly  year-old  .Net 
initiative. 


- April  9 

^Cisco  enters  the 
storage  network 
market  with  one 
of  the  industry's  first  IP  storage 
routers,  technology  it  picked  up  in  its 
$450  million  acquisition  of  NuSpeed 
Internet  Systems  last  year. 

March  22 

AT &T  dishes  out  $135  million  for  the 
assets  of  failed  DSL  provider 
NorthPoint,  which  shuts  down  its 
network  one  week  later, 

April  24  — 

IBM  set  to  double  its  Unix  and 
Windows  NT  database  business 
by  acquiring  Informix  for  $1  billion; 

deal  closes  July  2. 

April  26 

•  Pilot  Network  Services, 
provider  of  managed  Internet 

access  and  security  ser¬ 
vices,  abruptly  pulls  the  plug 
on  operations,  strands  major 
customers  such  as  the  Los 
Angeles  Times  and  Rand. 

•  Verizon  begins  offering 
business  and  residential 

long-distance  services 
in  Massachusetts. 
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-  May  14 

IBM  outlines 
comprehensive  Web 
services  plan. 


May? 

Dell  announces  a  second 
round  of  layoffs  with 
4,000  more  jobs  cut. 

May  4 

FCC  Chairman  Michael 
Powell  recommends 
Congress  raise  penal¬ 
ties  on  ILECs  that  vio¬ 
late  competition  terms  in ' 
the  Telecommunication  Act  of  1996 
from  $1.2  million  to  at  least  $10 
million  per  violation. 

April  27 

IBM  reveals  eLiza.  plans  for  invest¬ 
ing  billions  of  dollars  to  develop 
self-managing,  self -configuring 
and  self-healing  servers. 

May  30 

,  Linux  gets  big  backing 
I  as  Fujitsu.  Hitachi,  IBM 
“  and  NEC  jointly  commit 
500  researchers  and  up  to  $165 
million  in  a  1-  to  2-year  project 
aimed  at  making  the  operating 
system  more  suitable  for  use  in 
large  organizations. 


June  15 

Nortel 
adds  10,000 
employees 
to  its  work¬ 
force  reduc¬ 
tion  count, 
bringing  the 
total  cut  to 
approximately 
30,000. 

June  22 

Global 

Crossing 

completes  a 

four-year 

optical 

network 

project 

connecting 

200  cities 

in  27  nations. 


June  28 

C  A  federal  appeals 
^  court  reverses  the 
^  breakup  order  imposed  on 
Microsoft  during  its  antitrust  trial 
.  and  sends  portions  of  the  case 
back  to  the  district  court 

May  31 

Microsoft  ships 
Office  XP,  the 
fifth  version  of 
the  10-year-old 
productivity  suite,  amid  details 
of  a  new  enterprise  volume 
licensing  and  software  upgrade 
plan  that  could  mean  sky-high 
licensing  costs  for  companies. 

June  29 

On  a  rare  positive  financial  note. 
Cabletron  reports  strong  second- 
quarter  revenue  and  earnings. 

July  8 

ATiT  receives  unso¬ 
licited  $44.5  billion 
stock  bid  for  its  broad¬ 
band  unit  from  cable ' 
provider  Comcast;  it  _ 
rejects  the  bid  less 
than  two  weeks  later. 
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Aug.  2 

Rhythms 
NetConnections  becomes  the 
second  of  three  national  DSL 
providers  to  file  for  Chapter  11 
bankruptcy  protection; 
announces  one  week  later  that  it 
will  begin  terminating  service  on 
its  network  and  that  it  has  cut 
its  remaining  staff  by  75%. 


July  24 

Lucent's 
slide  continues  as 
its  third-quarter 
revenue  falls  short, 
and  another  15,000 
to  20,000  layoffs 
are  announced. 


July  19 

•  Nortel  posts 
whopping  $19.4 
billion  net  loss, 
including  intangi¬ 
ble  assets  write 
down  and  other 
charges,  for  the 
second  quarter. 

•  AT &T  Wireless 
becomes  first 
U.S.  carrier 
to  fire  up 
2.5G  service, 
although 
with  limited 
functionality. 

July  18- 

Dell  enters  the 
market  for  net¬ 
work  switches 
with  low-cost 
products  for 
small  and 
midsize 
businesses. 


Sept  3 

•  Hewlett-Packard  and ' 
Compaq  announce  deal 
in  which  HP  picks  up 
Compaq  for  $25  billion  in  stock. 

•  The  ANX,  the  largest  VPN-based 
e-commerce  network  abandons  its 
multivendor  strategy,  ending  its  five- 
year  struggle  to  get  IP  Security 
equipment  to  interoperate. 

-  Aug.  6 

•  Code  Red  II  computer 
worm  spreads  by  exploiting 

buffer-overflow  vulnerabil¬ 
ity  in  Microsoft 
ISS  servers, 
consequently 
causing  network 
shutdown  at  workplaces 
including  Motorola  and  the 
Associated  Press. 

•  Cabletron  finalizes  the 
spinoffs  of  its  subsidiaries: 

Aprisma,  Enterasys  and 
Riverstone  Networks. 
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Aug.  7 

Cisco  meets  expectations 
for  fiscal  2001  fourth  quarter 
and  year-end  results. 

Aug.  16 

FutureLink,  one  of 
the  first  firms  to  call 
itself  an  application 
service  provider,  files 
for  Chapter  11. 


August 


Oct.  22 

AT&T  disbands  Concert,  its  highly  touted  but  little-used 
global  services  venture  with  British  Telecom. 

EMC  announces  a  five-year,  multibillion  deal  for 
Dell  to  resell  its  enterprise  storage  systems. 

•  SBC  cuts  back  Project  Pronto  plans  to  invest 
$6  billion  in  a  broadband  buildout  by  the  end  of 
2002,  signals  slowing  in  carrier’s  commitment  to  DSL. 

•  Network  Caching  Technology  sues  caching  and  content- 
delivery  vendors  Akamai,  CacheFlow,  Inktomi,  Novell  and 
Volera  In  a  move  that  could  disrupt  the  delivery  of  such 
products  and  services,  and  result  in  higher  prices. 


Sept.  4 

Ellen  Hancock  resigns  as  CEO  of  finan¬ 
cially  troubled  Exodus  Communications. 


Sept.  6 

U.S.  Justice  Department  says  it  will  no 
longer  seek  the  breakup  of  Microsoft. 
Instead,  it  wants  to  find  a  quick 
remedy  in  the  antitrust  case. 


Sept.  10 

.^Owest  Communications  lays  out  plans  to 
cut  4,000  workers  and  revises  earning 
expectations  downward  for  the  year. 


Sept.  20 

•  EMC  says  it  will  let  go 
2,400  workers  by  year-end. 


•  3Com  posts  first-quarter  net 
losses  tallying  300%  more  than  the 
year-ago  period;  company  lays  off 
6,000  employees,  or  half  its  work¬ 
force  at  its  12,000  high  in  2000. 


Sept  26 

Weighed  down  by  $3.5  bil¬ 
lion  in  debt.  Exodus  files 
for  bankruptcy. 


Oct  25 

Microsoft  ships  Windows  XP  Home  and 
Professional  editions,  its  first  operating 
system  that  combines  the  9x  and  NT  code 
bases  and  the  gateway  to  its  .Net  initiative. 

-  Oct  26 

AT&T  Wireless  closes  its 
fixed-wireless  business, 
taking  a  $1.3  billion  write-off  and  sig¬ 
naling  that  this  may  be  a  broadband 
access  technology  ahead  of  its  time. 


Nov.  20 

Microsoft  signs  an  agree¬ 
ment  for  a  nationwide  settle¬ 
ment  of  the  host  of  private 
suits  that  allege  the  com¬ 
pany  overcharged  for  its 
software,  amends  agree¬ 
ment  Dec.10  in  answer  to 
criticism  of  the  deal. 


Nov.  19 

IBM  brings  together 
3,000  consultants  and 
100  researchers  in  its 
new  Global  Services 
Safety  and  Security 
Practice. 


September 
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July  11 

In  its  first  acquisition  of 
the  year,  Cisco  picks  up  metro¬ 
politan  network  technology 
company  AuroraNetics  for  $150 
million  in  stock;  grabs  VPN 
accelerator  company  Allegro 
Systems  for  $181  million  two 
weeks  later. 

July  10 

Novell  and 

Cambridge  Technology ' 

Partners  initialize  merger;  Jack 
Messman  dons  the  CEO  role 
and  begins  pushing  Novell  as 
services  company. 

July  9 

AT &T  splits  off  AT &T  Wireless  by 
converting  tracking  stock.into 
common  shares. 


Aug.  8 

•  The  last  of 
the  national  DSL 
providers,  Covad 
Communications, 
joins  the  Chapter 
11  crowd 

•  Metricom  shuts  down 
its  Ricochet  high-speed  wireless 
data  network  in  all  15  markets, 
leaving  34,000  subscribers  hanging 
and  282  people  out  of  jobs. 
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Sept.  1 

Inching 
closer  to 
CEO,  IBM’s  Sam 
Palmisano  takes 
over  as  president. 

Sept  11 

Terrorist  plane 
attacks  bring  down  the 
World  Trade  Center,  halt¬ 
ing  trading  and  knocking 
out  communications  ser¬ 
vice;  crush  a  portion  of 
the  Pentagon;  and  lead 
to  a  fatal  crash  in 
Pennsylvania.  Industry 
executives  and  IT  profes¬ 
sionals  die  in  the 
attacks. 
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Sept  24 

VeriSign  buys 
telephony  services 
provider  llluminet 
for  $1.2  billion  in 
what  some  con¬ 
sider  an  ambitious 
attempt  to  domi¬ 
nate  the  emerging 
IP  telephony  stan¬ 
dard  Enum. 


Oct  2 

Nortel  cuts  more  jobs, 
exits  more  markets, 
closes  more  offices 
and  lowers  revenue 
targets  as  it  prepares 
to  record  a  third 
quarter  loss  of 
$3.6  billion. 


Aug.  23 

Cisco  reorganizes,  creating  central 
engineering  and  marketing  efforts 
around  11  technology  groups. 


Aug.  20 

Network  Associates’  unit  McAfee, 
and  start-ups  Arbor,  Asta  and  Mazu 
team  on  developing  end-to-end  pro¬ 
tection  against  distributed  DoS 
attacks. 
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October 


Oct.  16 

IBM  third-quarter 
earnings  decline 
19%  from  a  year 
ago;  Compaq’s 
plunge  77%. 

A. 

Oct  11 

'  Sprint  quietly" 
shuts  down  its  once- 
hyped  Integrated  On- 
demand  Network  con¬ 
verged  service  and 
lays  off  6,000,  7%  of 
its  workforce. 

•  Network  Associates 
disbands  its  PGP  unit 
and  announces  plans 
to  sell  off  the  divi¬ 
sion’s  firewall  and 
encryption  products. 


Oct  8 

•  AT &T  Wireless  takes  control  of 
its  largest  affiliate,  TeleCorp  PCS, 
in  a  $4.7  billion  stock  deal. 

•  Microsoft  succumbs  to  user 
heat  and  once  again  extends  the 
deadline  for  companies  to  enroll  in 
its  contentious  new  program  for 
licensing  and  upgrading  software. 


Nov.  1 

Nortel  CFO  Frank 
Dunn  (left)  takes 
over  for  John  Roth 
as  CEO. 

Nov.  15 

Nortel  cuts 
workforce  by 
1,400,  or  19%. 


Nov.  29 

EMC  reorganizes 
into  software,  hard¬ 
ware  and  services 
operating  units. 
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For  more  timeline  entries,  go 
to  our  Power  Issue  portal. 
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Nov.  30 

Exodus  sells  out  to  Cable  & 

Wireless  for  $575  million, 
plus  the  assumption  of  certain 
liabilities  totaling  $180  million. 

Dec.  4 

•  The  Goner  e-mail  virus  worms 
its  way  across  the  Internet. 

•  HP  becomes  the  first  major 
vendor  to  detail  shipping  plans 
for  blade  servers  when  it 
announces  January  availability 
for  its  Powerbar  family. 

-  Dec.  5 

AT&T  drops  its  $307  million 
acquisition  bid  for  bankrupt 
Excite@Home,  which  confirms  it 
will  cease  operations  in  90  days. 

Dec.  14 

Covad  gets  U.S.  Bankruptcy  Court 
approval  for  its  reorganization 
plan.  The  company  should  emerge 
debt-free  from  its  Chapter  11 
bankruptcy. 


1 1 


November 


December 
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Nov.  13 

Covad  receives  $150  million  infusion 
from  SBC  that  should  keep  the  DSL 
provider  running  for  the  short  term. 

Nov.  8 

Bowing  to  user  pressure  for  more  open  sys¬ 
tems,  EMC  and  Compaq  agree  to  exchange 
storage  hardware  APIs. 

Nov.  7 

IBM  donates  $40  million  of 
software  to  new  independent 
open  source  community 
working  to  develop  the  Java- 
based  Eclipse  software. 

Nov.  6 

Lucent  reveals  it  wants  to 
sell  its  1,400-worker  enter¬ 
prise  professional  services 
unit  by  year-end. 

Nov.  5 

Verizon  enters  Connecticut  business 
and  residential  long-distance  mar¬ 
kets:  follows  Nov.  7  with  long-dis¬ 
tance  services  for  enterprise  and  ^ 
government  organizations  ^ 

in  Pennsylvania. 

Nov.  2 

The  Justice  Department 
and  Microsoft  present  a 
proposed  final  judgment 
in  their  3-year-old 
antitrust  case  to  U.S. 

District  Court 
Judge  Colleen 
Kollar-Kotelly.  ^ 
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Dec.  17 

Sun  adds 
Web  services 
to  its  J2EE 
server  software 
platform. 


Server  Management 


CONTROL  IT 

SECURE  IT 

MANAGE  IT 

FROM  ANYWHERE 


ROSE  ELECTRONICS  KVM  switches  allow  single 
or  multiple  workstations  to  have  local  or  remote 
access  to  multiple  computers  located  in  server 
rooms  or  on  the  desktop. 

ROSE  is  a  leading  KVM  switch  manufacturer  with 
the  most  complete  range  of  server  management 
products.  A  KVM  industry  pioneer,  Rose  is  known  for 
its  technically  superior  and  price  competitive 
products. 

From  simple  access  to  complex  configurations, 

Rose  provides  easy  server  management  solutions. 

Call  ROSE  today. 


PROFESSIONAL  SINGLE  USER 
UltraView  Pro™ 

Professional  single-user  KVM  switch 
Supports  up  to  256  computers 


Is  to  one  computer 
laSc  KVM  sharing 


MULTI-USER  FIXED  CHASSIS 

UftsaMatrix™  E-series 
Professionai  muiti-user  KVM  switch 
2  -  4  KVM  stations  to  1 ,000  computers 


r 

1 
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MULTI-USER  EXPANDABLE  CHASSIS 


■/ '  X  series 

Enterprise  class  multi-user  KVM  switch 
i  KVM  stations  to  1,000  computers 
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TRONICS 
Rd. 

^77099 

^^jeiRGLAND 


UltraLink™ 

KVM  digital  remote  access 
over  Ethernet  or  modem 

■  Connect  to  remote  computer  over  Ethernet  or  dial-up 

■  Local  KVM  port  to  access  computers  at  UHraUnk 
unit 

■  Modem  port  with  dial-back  security 

■  Up  to  1280x1024  resolution,  supports  all  platforms 

■  Easy  to  install,  give  it  an  IP  address  and  run  the 
remote  client,  no  licensing  required 

■  Scaling  of  computer  image  reduces  amount  of  data 
sent  and  permits  fast  screen  updates  over  slow  links 

■  Quad  screen  mode  allows  you  to  see  four  servers 
from  one  screen 

■  SSL  security  and  passwords  prevents  unauthorized 
access 


333-9343  281  -933-7673 

GERMANY  .  FRANCE  .  BENELUX  .  AUSTRALIA  .  SINGAPORE 


CONVERTER 

Translator™ 

Keyboard  mouse  converter  for  Sun, 

Apple,  DEC  Alpha,  or  SGI  Onyx  KVM  converters 


WWW.ROSE.COM 
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Bravo,  Raritan! 


A  full  range  of  server  management  products 

For  more  fkjn  1 2  years,  tKe  toughest  critics  -  over  25,000  IT  professionals  - 
hove  experienced  the  beautiful  music  of  Roriton  KVM  solutions.  Every 
Raritan  KVM  switch  ir>cludes  a  dedicated  microprocessor  for  every  port  to 
prevent  keyboord/mouse  lock-ups  and  premium  circuitry  for  top  quality 
video,  providing; 

Tefal  Scalability  -  Whether  you  require  occess  for  1  or  32  simultaneous 
users,  manoging  2  computers  at  your  desktop  or  2,000  systems  at  a  server 
form,  Raritan  has  a  scalable  solution. 

Total  Oal*of*bimd  Control  -  BIOS-level  access  to  servers,  even  when  the 
netv*rork  is  down  -  no  network  bandwidth  required. 

Total  CoftvoaioHCO  -  Plug  and  play  set-up  with  coax  or  Category  5  UTP 
coble,  multi-plotform  support,  on-screen  user  interface,  and  non-blocked 
access  to  all  connected  devices  -  without  software  or  a  separate 
administration  network. 

Total  Socority  -  "Bullet-prooP'  security,  with  1 28-bit  SSL  encryption  for 
KVM  access  over  IP. 

Total  (boko  of  Access  Method  *-  For  large-scale  IT  environments,  Rariton's 
Parogon-TeleReoch  solution,  winner  of  Network  Computing's  Editor's 
Choice,  provides  superior,  secure  direct  access,  with  KVM  access  over  IP 
when  you  need  it.  Direct,  or  "over  IP"-  the  thoke  is  yocvs. 


^Raritan. 

www.raritan.com 

800-724-8090 


ftoriton  and  Porogon  or*  ragittarad  trodamarlu  of  Roriton  Computer,  Inc. 


Authorized  Reseller 
Buy  Sell  Lease  Repair 
New  Refurbished  Used 

Routers  Nortel  DSU/CSUs 

Switches  Memory  3Com 


Hubs  ISDN 

1  877  231  2451 


I’RODUCTS 


www.wdpi.com 


Citco  SrtTEMi 


Email:  cisco6@wdpi.com 
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Reseller 
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There  is  a  better  way 

to  secure  your 
wireless  LAN! 


Colubris  Networks’  CN1000  Family  of  Wireless 
U\N  Routers  with  integrated  IPSec  &  L2TR 


colubrisnetworks.com 

keyword:  wlan  security 


Colubris  Networks' 


Securing  your  Wireless  Future ' 


The  Hub  of  the  Hetwork  Buy 


Need  to  reach  employees  VISUALLY 

anywhere,  anytime? 


Eitiployee  at  Home 

(Streamed  over  the  Internet) 


Training 

(Live  in  New  York) 


Employee  in  Office 

(Streamed  over  the  LAN) 


UseVBricks  andVBXcoder.  They  enable 
you  to  stream  live  DVD-quality  video 
across  your  Local  Area  Network  and 
simultaneously  stream  that  same  video 
over  the  Internet  at  a  lower  rate  to  reach 
employees  anywhere,  anytime. 


■ax:  888.410.0671 


The  premiere  designer  and  manufacturer 
of  modular  ergonomic  computer  support 
furniture,  enclosures  &  cabinets. 

Racking  Systems  •  Enclosures  •  19"  Rackmount  • 
Relay  Racks  •  Personal  Workstations  •  KVM 

2-61  Borden  Ave.  L.I.C,  NY  11101 

$vww.  hergo.com 


Wondering  How  To 
Get  More  Out  Of 
Your  Data  Center? 


Try  SharkRacks™.  Our  rack-mount  units  will 
safely  house  virtually  any  19"  EIA  standard 
unit.  Best  of  all,  our  rack-mount  kits  have 
been  custom  engineered  with  "component- 
level"  cooling  to  re-direct  air-flow  out  of  the 
cabinet  so  it  doesn't  overheat. 

Have  Suns?  No  problem.  What  about  Cisco 
gear,  or  Compaq,  or  HP  servers?  Sure.  We 
can  rack  that.  Buy  any  of  our  standard  70"  or 
77"  models  and  fill  it  from  the  bottom  up.  And 
we  even  have  solutions  to  accommodate 
devices  that  are  not  rack-ready. 

With  SharkRack  you  get  a  great  looking 
cabinet.  Our  space  savings  and  cabling 
features  will  organize  your  systems  so 
administration  and  maintenance  are  a  snap. 
Most  importantly,  with  our  NetBotz  unit  watch¬ 
ing  over  your  systems,  you'll  always  know 
what's  going  on. 

Call  us  today  or  log  on  for  more  details  to  see 
how  we  can  help  you  save  space,  keep  cool, 
and  look  good. 


877-427-5722 

www.sharkrack.com 


The  SharkRack  LCD  monitor 
and  keyboard  unit  offers  a 
TFT  quality  video  image  on  a 
sliding  tray  that  is  only  1.75” 
high.  The  ultimate  in  rack¬ 
mounted,  space  saving 
interactivity. 


The  NetBotz^'^  RackBotz 
unit  quickly  installs  in  a 
cabinet  and  monitors 
internal  conditions.  If  a 
problem  occurs,  it  will 
send  out  an  alert  by 
email,  pager,  or  other 
custom  configurable 
device. 


SharkRack  Systems  are  the 
leading  racking  solution  for 
multi-vendor  configurations. 
We  rack  products  from  Sun"", 
Cisco’",  Compaq'",  HP'"  and 
virtually  any  1 9”  EIA  standard 
product.  Our  current  Sun'" 
rack-mount  kits  include: 


•  SunFire'"  3800-4800  series 
servers 

•  E3500,  E4500 

•  A5000 

•  T-3 

•  IVIany  more,  see 

web  site  for  ' 

details 
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,>^|i6k>bal  Technology  Associates,  developers 
;^S\:of  firewall  products  since  1 994,  proudly . 
^^.vexpands^e  GNAT  Box  firewall  system  '  ' 
offerings  with  the  RoBoX,  a  desktop  ';; 
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Box 

Firewall 
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appliance  for  remote  and  branch  offices 
at  an  affordable  price,  y 


•  10,000  concurrent  connections 

•  Stateful  packet  inspection 

•  Three  1 0/1 00  NiCs  with  DMZ 

•  IPSec  VPN  with  mobile  user  support 

•  DNS  and  DHCP  services 

•  Dynamic  &  Static  NAT 

•  Broadband  ready  -  PPPoE  support 


Powered  by 

ICS  A  certified  GNAT  Box  System 


Sales:  (800)  775-4GTA 
Tel:  (407)  380-0220 
Email:  info@gta.com 
Web:  http://www.gta.com 


*^Big  Security  in  a  Small  Box 
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’Global  Technology  Associates,  Inc. 

Firewall  developers  since  1994 


% 


Server  Management 
Made  Simple 


Your  environment  may  be  complex, 
but  its  management  does  not  have  to  be. 


ir^ternet  standards  exist  today  for  secure 
v:  V  "and  reliable  network,  system,  and 
application  management.  One  company 
"  continues  to  be  the  leader  in 


^  .  ''vmmues  lu  uc  me  leciuei  iii 

standards-based  management  software. 


#  SNMP  Research  International 


V  1  -V  www.snmp.com 
V  ..  +1  865  579  3311 

internet  Management  Experts 


*  j.v  ■ •, 


i6  remotely  addressable  power  outlels  — 
The  highest  density  available  of  any 
Remote  Power  Management  vertical  Strip. 
30-amp  power  Input  feed  distributed 
across  i6  outlets. 

Mounts  vertically  In  your  equipment  rack  or 
cabinet  and  requires  Zero  U  of  rKk  space. 
Load  Sense  provides  real-time  currerrt 
monitofing  In  the  remote  screen  Interfece 
and  through  a  built-in  LEO  display  for  on¬ 
site  measurement. 

Power-up  sequencing  of  all  i6  outlets 
prevents  an  In-rush  current  overload. 
Telnet,  SNMP.  Modem  or  llS-232  Intethices  for  easy, 
practical  and  secure  povrer  management  of  remote 
Internetworking  equipment 


Install  the  new  Sentry  IhMMf  tiSff  In 
your  data  center,  NOC  or  ea-to  ^dity 
and  gain  the  advantage  of  mnd^ly 
rebooting  up  to  i6  of  your  equ^n^tnt 
units  -  with^  occupying  any  spMB  to 
your  rack  or  enclosed  cabinet. 

Tty  the  New  Sultry  Power  Temst  to  yew 
rack  or  cabinet  and  lealfaetfao  beneitoa 
^  of  intelligent  Power  Dlatribotloo  HKl 
Remote  Power  Managemem. 

See  our  complete  product  Ine  at  wwKetrMrtHluaa 
or  caUSaoJ^SiS  or  mst^aoso 


Anott)ergmtpmilucttm\ 


Taps, 

Splitters 


Fiberoptic  ^ 
Attenuatore  Con™'*®'® 


An  Important  Part  Of  Thct^etwo® 


Cable 
Assemblies 


Bypass 

S\^tch 


Simulation 
Test  Box 


LAN  Test 

EQuipment  [Equipment 


into 

yourNETWORK 


GigaBit  Fault  Tolerant-Redundant  Security  Port  Selector 

Net  Optics'  Fiber  GigaBit  Fault  Tolerant  Port  Selector 
detects  fault  line  automatically  to  prevent 
your  network  traffic  from  stopping. 

This  product  is  a  MUST  for  ISP  centers, 
and  central  offices  with  critical 

data.  Works  well  with  all  GigaBit  1^00111*0 
Servers,  Switches  brand  names.  &  ■  >— n  >  ^ 

Network  Redundancy!  V^^fNETWORK 


^  visit:  www.netoptics.com/net-96260.html 


GigaBit  Copper  to  SX,  LX  or  ZX  Fiber  Converters 

Net  Optics'  Gigabit  Copper  to  Fiber  Converter  allows 
network  managers  to  migrate  to  GigaBit  Ethernet 
in  a  cost-effective  manner. 

Simply  plug-in  the  Cables. 


visit:  www.netoptics.com/sx-tx-converter.html 


GigaBit  ZX,  LX  to  SX  Media  Converter 

Net  Optics'  Fiber  Optic  Mode  Converter  is  used  to 
connect  two  devices  operating  with  GigaBit  multimode 
LX  fiber  to  SX  fiber. 

The  fiber  converter 
provides  transparent 
conversion  of  optical 
signals. 


visit:  www.netoptics.com/converter-gig.html 


Fiberoptics  Cable  Assemblies 

The  Net  Optics'  total  solutions  approach  can  provide  you 
with  any  type  of  fiberoptic  cable  assembly  you  need, 
from  LG,  MTRJ,  SC,  MIC,  FC  or  Escon  patch  cords  for 
your  ATM,  Gigabit  and  any  other  network. 

Also  available: 

LC,  SC,  MT-RJ  fiberoptic  Loopbacks. 
visit:  www.netoptics.eom/2.html 


Network  Monitoring  Accessories 

In  some  countries  ISP's  must  be  TAPable...  is  tbe  new  Law! 


GigaBit  SX,  LX  orZX,  ATM,  DS3,  T1,  Copper  and  Fiber  Taps 

These  Splitter  Taps  have  capabilities  that  will  allow  the 
networks  to  operate  at  a  continuous  flow  while  the  tap  is 
non-operational,  thus  maintaining  network  integrity.  This 
enables  you  to  monitor  the  network  without  disconnecting 
any  one  link! 

The  Fiber  Splitter  Tap  has  passive-link  integrity  that  is 
maintained  whether  the  device  is  on  or  off. 

Copper  Gigabit  to  Fiber  Taps  feature  two  Power 
Supplies  which  are  load  sharing.  If  either  unit  fails, 
the  remaining  power  supply  comes  up  to  full  power 
and  takes  over  the  additional  load. 

Compatible  with  all  analyzer  manufacturers  including: 

Network  Associates'  Sniffer®,  Agilent's  Internet  Advisor  and 
Cisco's  SwitchProbe  products. 

'-♦visit:  www.netoptics.com/11.html 

Net  Optics'  GigaBit  TX  to  SX  Tap  is  the  market's  first 
copper  to  fiber  tap! 


GigaBit  Fiber  Tap 


Copper  100BaseT  Tap 


6  Station  Tap 


Troubleshoot 

NETWORK 

_  Problems 


LiHJOpf/cs™ 

www.netoptics.com 


Bright  idects...  Built  far 

Note:  Sniffer®  is  a  registered  trademark  of  Network  Associates  Inc. 


Net  Optics,  Inc.  •  1230-AOId  Mountain  View-Alviso  Road  •  Sunnyvale,  CA  94089-2237  •  USA  Tel:  +1  (408)737-7777  •  Fax:  +1(408)745-7719  •  world@netoptics.com 


-pibrlds 


arketPlace 


The  Hub  of  the  Hetwork  Buy 


RACK  MOUNT  TFT  DISPLAYS 

We  provide  the  solutions  for  your  rack  mount  display 
requirements  with  our  innovative  TFT  product  line. 


NMimllaklel 

automate 

day-to-day 

tasks! 


"Be  forewarned,  OpalisRobot  is  an 
addictive  tool.  Once  you 've  used  it,  you  11 
want  to  automate  more  and  more  tasks. " 

-  InfoWorld 


KEYBOARD,  TOUCHPAD  AND  TRACKBALL  OPTIONS 
1 U,  2U  AND  PANEL  MOUNTED  CONFIGURATIONS 
12.1”,  13.3”,  15”  AND  17”  TFT  DISPLAY  SIZES 

Contact  us  for  more  information. 

www.recortec.com  1-800-729-7654  info@recortec  .com 

Proudly  manufactured  in  the  U.S.A.  by 

RECORTEC,  INC. 

1620-ABerryessaRoad  San  Jose,  Ca  95133  Tel:  (408)  928-1480  Fax:(408)729-3661 


OpalisRobot  is  a  robust  automation  solution. 
It  offers  IT  professionals  with  the  necessary 
tools  to  automate  a  broad  range  of 
administrative  tasks.  Monitor  (event  logs, 
files,  applications,  services,  processes, 
performance,  etc)  and  automate  corrective 
action.  Schedule  daily  maintenance  tasks 
such  as  running  programs,  scripts,  batchfiles, 
moving  files  and  much  more! 


♦  schedule  administrative  tasks 

♦  monitor  system  performance 

♦  automate  corrective  action 

♦  new  interface  design 

♦  new  web-based  client 

♦  new  centralized  management 

♦  new  reporting  &  notification 

www.opalisrobot.com 


1.888.0palisl (672-5471)  tel.+416.253.9383  info@opalis.com 


^  ATM 
PSTN 

Frame  Relay 
.  iP  ^ 


GU's  T1/E1  Analyst*  Card 


GL's  T1/E1  Analysis  Car^ 


Providing  clear,  uninterrupted  voice  is  critical,  irrespective  of  what  type  of 
network  is  carrying  the  voice.  GL's  Voice  Quality  Testing  (VQT)  Software, 
accessed  through  an  easy  to  use  GUI  interface,  provides  the  voice  quality 
rneasurement  and  analysis  tools  necessary  for  today's  voice  networks. 
Typical. network  applications  include  VoIP,  PSTN.  ATM,  Frame  Relay, 

^d  Wireless  Networks. 


the  Most  Widely  Accepted  Algorithms  for  Voice  Quality 
^^l^:J6sting  -  PAMS  (R800),  PSQM  (R861).  &  PESQ  (R862) 
^S^»»'^anual. or  Automatic  GUI  Qperation 
^j^^^^ssess  the  Effects  of  Noise,  Delay,  and  Echo  in  Networks 
|^i,L^V?^!NfSure  the  Effects  of  Packet  Jitter  in  VoIP  Networks 
^^^^^ialyze  the  Effects  of  Codec  Compression  in  Wireless  Networks 

^^^^^^^ebsite  to  learn  more  about  GL's  T 1/E1/T3  Analysis,  Digital  CO 
Analog  &  Wireless  Voice  Quality  Testing  Solutions. 


i  f  /  jjff  ::  a  r  /  /, 

.'Rhone:  30 1-670-4784  •  Fax:  301-670-9187 

-Info® gl.com  •  Web:  www.gl.com'vqt 
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CT 
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V 

PSQM  ^ 

Oegreded 

Votes 

PSQM>  ^ 

Vote* 

Ptt* 

PESQ  ^ 

PHe 

INSTANTLY  SEARCH  GIGABYTES  OF  TEXT 


dtSearch 


The  Smart  Choice  for 
Text  Retrieval®  since  1991 


"Superb  ...  a  muKitude  of  high-end  features"  —  PC  Magazine 

"A  powerful  text  mining  engine  ...  effective  because  of  ^ 
the  level  of  intelligence  it  displays"  —  PCAI 

"Very  powerful  ...  a  staggering  number  of  ways  ^ 

to  search"  —  Windows  Magazine 

"Impressive"  —  PC  Magazine  Online 

"A  tremendfMisly  powerful  and  capable 
text  search  engine" —  Visual  Developer  * 

"Intuitive  and  austere  ...  a 
superb  search  tool"  —  PC  World 


e:;  jutS€arch|  |> 


Fast,  precision  searching 

♦  over  two  dozen  text  search 
options 

♦  indexed,  unindexed,  fielded 
and  full-text  searching 

Organization-wide  reach 

♦  highlights  hits  in  HTML  and  PDF 
while  keeping  embedded  links 
and  images  intact 

♦  converts  other  file  types  —  word 
processor,  database,  spreadsheet, 
email,  ZIP,  XML,  Unicode,  etc.  — 
to  HTML  for  display  with 
highlighted  hits 

1-800-IT-FINDS 
WWW.  dtsearch.  com 

sa  les@dtsea  rch  .com 


Desktop 

Find  anything, 
anywhere. 
Instantly  ♦  $199 


Spider  and  search 
Web  sites  *  included 
with  all  products 


Network 

Search  the  many 
forms  of  data  that 
exist  across  a  large 
enterprise  network 
•  from  $800 


Publish  a  searchable 
database  to  CO,  OVD 
*  from  $2,500 


Text  Retrieval 
Engine 

Add  power 
searching  to 
a  product 

*  extensive 
sample  source 
code  in  muKiple 
programming 
languages 

♦  from  5999 


Web 


Add  instant 
searchir>g  to  your 
site  ♦  59^  per  server 


stop  by  www.dtsearth.com 
for  30^ay  evaluation  versions 


OBSERVER' 


Quickly  Pinpoint, 
Pre-solve  and  Prevent 
Network  Problems 


There  Is  A  Better  Way  To  Troubleshoot 
&  Manage  Your  Network — Observer^ 


■^yijlndows  XP 


Observer — Identifies 
network  trouble  spots  and  costs 
thousands  less  than  expensive 
hardware-based  analyzers. 

Full  packet  capture  and  decode 

for  over  500  protocols,  including 
TCP/IP  (v4  &  v6),  NetBIOS/NetBEUI, 
XolP,  SNA,  SQL,  IPX/SPX,  Appletalk 
and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/1000),  Token  Ring,  FDDI 

•  Windows'^  98/Me/NT /2000/XP 
compatible 

•  Over  4,000  frame  types  recognized 


Expert  Observer — Includes  all  of  the 
features  of  Observer  plus  real-time  and 
post-capture  expert  event  identification 
and  analysis — new  SQL  and  Frame  Relay 
experts  add  to  the  many  other  protocols 
covered,  time  synchronization  technology, 
and  modeling  of  network  traffic. 

Observer  Suite — Provides  a  full 
complement  of  tools  that  includes  all 
of  the  features  of  Expert  Observer  plus 
SNMP  management,  RMON  console/  . 
Probe  and  Web  reporting.  Includes  one 
remote  Probe. 

If  you  have  any  network  problems, 
find  out  the  cause  with  Observer, 

Expert  Observer,  or  Observer  Suite. 


NETWORK 

INSTRUMENTS 


0bser¥ef  Observer 

*99B  Observer  Suite 
mOS  ^3995 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.networkinstruments.com 

us  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fax  +44  (0)  1959  569881 


©  2001  Network  Instruments,  LLC.  Observer,  "Network  Instruments"  and  the  "N  with  a  dot"  logo  are  registered  trademarks  of 
Network  Instruments,  LLC.  All  other  trademarks  are  property  of  their  respective  owners. 


Remote  Network  Management  Solutions 

V  Access  Your  Network  Equipment  from  Anywhere  j 


Telnet  and  Dial-Up  Console/AUX  Port  Switch 

Cost  Effective  Terminal  Server  Alternative 


Telnet  and  Dial-Up  Network  Power  Switch 

Reboot  Locked-up  Equipment 


10Base-T  Ethernet  Interface 


RS232  Ports 


(  Console  Management  Switch  (CMS) ) 

•  8, 16  or  32  RS232  DB-9  Serial  Ports 

•  Simultaneous  Telnet  Sessions 

•  Non-Connect  Port  Buffering  -  32K 

•  IP  Security  Features 

•  Modem  Auto-Setup  Command 
Strings  (User  Definable) 

•  NEBS  3  Approved  HaiOTEMMHSTFWCR 


UNUX 

CONSOLE 


ROUTER 

CONSOLE 


osua:su 

CONSOLE 


1^  CMS-16 

V  1 

r 

Is 

f  pstnV_S=^_ 

V  (M.LF  J 

MOOail 

— 

lOCM-TERMNAL 


Local  RS232  Console  Port 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band  Management 


Individually  Controlled  Outlet  Plugs  (8) 


10Base-T  Ethernet 
Interface 


19”  Rack  Brackets 
Allow  Front,  Back, 
or  Center  Mounting 


(  Network  Power  Switch  (NP^ 

8  Individual  Outlets  •  Outlet-Specific  Password  Security 

On/Off/Reboot  Switching  •  Network  Security  Features 

Integral  1 0Base-T  Interface  •  1 1 5-VAC  (230-VAC  available) 
Co-Location  Features  •  Power-Up  Sequencing 


□ 

D 


western  telematic  incorporated 

5  Sterling  •  Irvine  •  California  •  92618-2517 


www.wti.com 


(800)  854-7226 

Keeping  the  Net. .Working! 

....... —  1 


DEVICE  •  NETWORK  •  SECURITY 
APPLICATION  •  MONITORING 


interloci 

network  management 


wwwjntef1od.com 


-r  - - 

a  part  of  Network  World's 
Planning  Guide 

^  Issue:  January  21,  2002 


If  your  company  is  planning  to  exhibit  at  ComNet  in  Washington,  DC,  then 
Network  World’s  Planning  Guide  is  a  must! 

Get  extra  exposure  in  this  pre-show/planning  guide  issue  and  pave  the  way  for 
increased  traffic  at  your  booth.  Plus,  receive  bonus  coverage  on  an  outsort 
under  the  belly  band  of  the  ComNet  January  28  “Show"  issue. 

Call  your  sales  rep  for  details  or  email  us  at  marketpiace@nww.com. 

TEL:  800-622-1108  ext.  6507  or  FAX:  508-460-1192 


•  No  PDA  or  other  device  to  carry. 

•  Works  with  your  SMTP  e-mail  or  Microsoft  Exchange. 

•  Requires  no  changes  to  your  e-mail  system  or  PBX. 

•  No  monthly  service  charges. 

800-843-1317  www.mailspeech.com  iSiSiSi 


fm@j7speech 

talking 

e-mail 

from  ai^y 

phone 

...almost 


Instant  e-mail  access  anytime,  anywhere. 


EQUINOX 

PCI  Multi-modem  Adapters 


With  a  price  per  port  and  performance  that  can't  be  beat 
Equinox  PCI  Multi-modem  Adapters  deliver  flexible  and 
cost-effective  dial-access  connectivity.  ; 

Compare  for  yourself! 

Equinox  PCI  Multi-modem  Adapters 
provide  a  44%  to  36%  savings 
over  the  leading  competitors 

of  similar  products.  ✓ 


Our  PCI  Multi-modem  Adapters 
iK are  available  In  4  and  8-port  models '  " 
$f|arTd  are  scalable  to  32  ports  per  server. 


SST-MM8P  PCI 


H^^nox  Multi-modem  Adapters 
^ilaij  in  minutes  and  require  no 
l^g^atpts.  They  are  compatible 
popular  operating 
^^ms^nd  are  easily  deployed, 
i>§#^^^|iPageable  and  available 
^l^i^^^erformance  point 
unmatched.  ’ 


ny  before  you  buy! 

Call  Today!  800-275-3500,  ext.  615 
or  +1  -954-746-9000,  ext.  399 
for  your  FREE  JO-cfay  evaluation. 
Email:  sales@equinox.com 


an  Avocent  Company 


Let  SBS  be  your  preferred  partner,  [.cvcnigt*  SIkS’  proven  technology,  innova¬ 
tive  products  and  dedicated  support  to  provide  ()K.Ms  w  ith  standard  and  custom 
CPU  boards,  I/O  mcKlules,  and  fully  integrated  system  solutions  for  a 
v  arietv'  of  communication  networking  applications  Team  w  ith  your 
preferred  partner  to  leverage  SBS’  product  breailth  and  experti.se 
while  optimizing  your  performance  and  time-to-market. 

When  you  need  an  integrated  .solution,  plea.se  contact  the 
SBS  Sales  Team  at  (8««)  SBS-COMM. 


Technologies 

'  preferred... 


www.sbs.c 


Video  Security  Management 
for  NETWORKS! 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


NwiHrom  Designer 
1912SwitcNis 


Workstations 


^  * 


IPX 

CDP 


CCNI^ 


PC  based  Video  Surveillance  System 
Live  Video  from  any  workstation 

Record 64  video  cameras  digitally 
Video  archived  in  MS  Access '^format! 


€CHO  DAAX 


for  Windows  98® 
and  Windows  2000® 


ECHO  DMX  Is  a  Trademark  of  Anderson  Communications  Inc. 
Windows  Is  a  Registered  Trademark  of  Microsoft  Corporation 


CiSSP 


CIW 


Security 


TM 


SANS 


Checkpoint  CCSA^ 
Checkpoint  CCSE^ 
Checkpoint  CCAE^ 
Citrix  Security  &  iCA 


Cisco  MCNS^»  Check 
Cisco  CSPFA^  Check 
Cisco  CSVPN^  Citrix 
Cisco  IDSPM^ 

MS.  Designing  Security 


ikr*t 


Ail  Boson  Software,  Inc  study  guides,  practice  tests,  and/or  rruttensls  is  ik.i  r4)omored  t-;y  .sudorsed  by  rit  aitirafcd 
with  ISC2.  SANS,  Cisco  Syatetra,  Inc.,  ProSoft.  inc  .  Checx  Poini  iiv;.  Ciuix,  'nc..  Mictojoft,  lr>c  .  uf  .ifiy  olhe>  rc-npany. 
Boson,  Boson  Software.  Boson  Tiaanng,  Router  Univerarty.  RouterU.  Router  Ernfiator,  RouleiSMU  RcuierStm.  KtWig. 
QuizWare,  Network  Emt^ator  Network  Simulator  boson  com.  Boson  Rooter  Simotator  and  Rouir->  s»miiia»r.  a^r- 
Trademarks  or  Regtsterad  Trademarks  of  Boson  Software.  Inc  in  the  United  Slates  .  ind  cortam  er  counSr;«. 

Al  other  trademarks  are  trademarks  of  their  respective  owners  Copyoght  2001  Boson  Software,  inc 


My  job  .  .  . 

find  a  compelling  way  to  improve  my  IT  skills  and  get  certified. 


OnlineExpert.com 

by  LearnKey 

I  needed  a  convenient  way  to  sharpen  my  IT  skills  and  master  certification 
objectives.  What  I  found  was  a  dynamic  e-learning  program  with  a  proven 
strategy  and  a  99%  certification  success  rate.  OnlineExpert  uses 
full-motion  video  to  bring  expert  instructors  right  to  my  desktop. 

Hands-on  labs  help  reinforce  learning  concepts  and  online 
mentors  are  there  to  keep  me  motivated  and  on  track. 

OnlineExpert  is  a  dynamic  learning  resource  for  IT  professionals  - 
I  wouldn't  be  certified  without  it. 


^  nnllr 


Online 

Courses  from 

fjetworkWorld 


THt  Prtnwtt  Sourc*  (w  IT  Uftrnwg 

www.netsmarT.com 


OnlineExpert.com  -  Find  it.  Use  it.  Like  it. 


Microsoft*  •  CompTIA*  •  Novell*  •  Cisco*  •  Lotus*  •  Adobe'  *  Linux  •  Corel* 

1.800.865.0165  ■  onlineexpert.com 

•  na^leerrVtey  Inc  002X101 


liamKw. 


Learn  From 
The  Experts  “ 

Souroe  Code#  4048 


NetworkWorld's 


The  Hub  of  the  Hetwork  Buy 


Marketplace 


r^NslV/orkVWs 


Marketplace 


The  Hub  of  the  Hetwork  Buy 


J 


sm 
•l!'/.  lUi 


Cable  University 

(800)  537-8254 
wA’.CableL.net 

FRKE  online  training  in  network 
cabling  installation  &  maintenance! 


NetworkTraining.com 

(800)  NET-SKIL 
(800)  638-7545 

Netw'ork  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 

BNETSYS  Inc. 

(800)  BNETSYS 
www.bneLsvs.coin 


Get  More  (or  Today's  Budget! 

Contact  BIZI 
to  SAVE  up  to  80% 

•  50-80%  Savings  off  Retail  List  Prices 

•  120-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 


Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-Z494 

or  (315)  458-9606  fax:  (315)  458-9493 

Your  global  partners  in  new  &  quality 

We  Buy,  Sell,  Trade  and  Lease...  pre-owned  networking  equipment 


CISCO,  BAY/NORTEL,  3COM,  CABLETRON,  EXTREME,  FOUNDRY,  JUNIPER 


N0RTEL  NETWORKS 


Also  Available;  Weilfleet,  Bay,  Fore, 
Xylogics,  Livingston.  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612>8SS>1927  E-Mail:sale$etom$tarinc.com 


1 

i 

Refurbished  Specials: 

1  r 

V”.  i 

ASN/2-J2inb  Rehirbished  Advanced  Stack  Node  Bundle 

Mxdudex  Ar0002EI3-32inb  Rtxtunddnt  Base  Unit 
.,  -  .  -.D-  Ethernet,  l>AF2niOOS  (2ua<l  Sync 

Special  $2,995 

lx  xxooiiooa  Fast  Packet  Cache.  U  AF2l(MOI3  128  bit  Compression  Module 

i 

BaySUck  330T-HD  (A12OI2EI0)  24  Port  10/100  svyitch 
..ii  fucJwi  Grades  may  vary.  “A"  GrarJe  sale  pnce  3330.00 
('-  year  W-rranty 

As  Low  As  $150 

i 

'■ 

BaySUdi  430-24T  (AL20I2EI4)  24  Pctrt  10/100  SUckaUe 

Special  $895 

■ 

Backbone  Router  Spedal-4C  1004003 

U  11.;...^  .  Dual  looei  «HCh  the  Fast  Flt£2060^mb 

Special  $3,249 

t  'rant  used?  Try  our  low  prices  on  new!  Call  Today! 

hr  fret  Quote! 

"I  SSS-81ANWAN 

•  '  (888-852-6926)  "-"SC  ^ 

LAN  Exchange  •  WWW.nle.COm 


ifisop 


.liiin|KTS.  I’ictails,  Termination  Hoxes, 
I’reeonneetori/.ed  Hackhone  Cable, 
Mode  Condilionin)>  Cables, 
Ktbernel  Conxerters  and  Sxxitehes, 
CATS  Products,  Photonic  Dexices 

XX  xxxx.liberdyne.com 

^FIBERDYNE  LABS,  INC. 

I -(800 1  894-9604 
(.M5)  895-8470 
Fax  (315)  895-84.^6 


lO 


Bay  Network^ 


Y.f )','/( £)£)%  Dsh 


Why  Are  tVe  The  Best? 


’  Nortel  Service  Contracts 
'  Nortel  Service  Renewals 


>  Free  Technical  Support 
•  Next-Day  Hardware 
Replacement 


•  Good  As  New  Gear, 

Same  as  New  Warranty 
-  at  Better  Than  New  Prices 


View  Cart  Clear  Cart 


FACTORY  DIRECT 
FIBER  OPTIC  PRODUCTS 


i  Instructor  led  &  online  Cisco 


certification  training  @  no  charge 


Contact  these  companies 
today  to  help  you  with  your 
training  needs! 


WRCA,NET 

NEW  USED 


AUTHORIZED  RESELLER 
Access/Routers/Swltches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 

800-699-9722 


For  more  information  on 
advertising  in  Network 
World’s  Marketplace  contact: 

Enku  Gubaie,  800-622-1108 
ext.  6465,  egubaie@nww.com 


IMMEDIATE  AVAILABILITY 


Netfast  Communications  Inc.,  56-29  56*'  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894-1573 

Network  World  5/2001 


Save  big  on  new/used:  >  Routers  >-  6igabit/FE/ATM  Switches 
>•  Access  Servers  >  Optical  Networking  >•  Wireless  BUY/5ELL/RBNT 


>■  CISCO  ►  Juniper  >  Lucent 

WWW.  digitalwarehouse.  com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


>  Nortel 

>  Foundry 

>  Extreme 


►  Marconi 

>  Adtran 

>-  Quick  Eagle 


.  ■-  1  '■ 

1^  NCOeeORATIO 

We  BUY/SELL  New  &  Used  LAN/WAN 
Connectivity  Products 

Specializing  in  CISCO 


TOP  DOLLAR  PAID  SS 


T3  Systems,  Inc. 

500  Cirby  Way,  Suite  D 
Roseville,  CA  95678 

(9161  784-3000 

fax:  (916)  797-7284 

www.T3Sy8teinsinc.com 


OvernigW 

deiiverv  available 


Authorized 
Cisco  Reseller 


Cisct  Ststers 


Network  Products  and  Services 
with  Network  World's  Marketplace. 
Call  800-622-1108  ext.  6507 


CISCO 

New  &  Used 

Fuiiy  Guaranteed 
Overnight  Delivery 

■ 

■  ■■ 

5*  AsbU  UBW 

800.451.3407 

Routers 
Switches 
Interlace  Modules 

90  Castilian  Dnva.  Suita  110,  Santa  Barbara,  CA  93117 

Access  Servers 
Accessories 

www.nctworkhardwarc.com 

BUY  ONLINE 


NETWORK  HARDWARE  RESALE*' 


The  World 
Of  Work  Is 
Changing 
Every  Week. 


Luckily,  We 
Are  Too! 


For  the  most  up  to 
date  opportunities 
and  coverage,  stay 
tuned  in  with  us. 

ITcareers 

where  the  hest  get  better 

1-800-762-2977 


Multiple  openings  available  tor 
exp'ed  Prog/Systems  Analysts, 
DBAs  and  Software  Engineers. 
Duties  include  but  not  limited  to 
developing  and  designing  s/w 
systems  using  various  h/w,  OS. 
tools,  software  packages  and 
languages;  develop  client  server, 
mainframe,  midrange,  ERP  and 
wreb  applications;  Oracle  database 
admin/systems  admin.  All  posi¬ 
tions  require  a  BS/MS  in  CS/ 
Engg  or  related  field.  Competitive 
salary.  Some  travel/relocation 
required.  Send  Resumes  to;  HR, 
Opal  Soft.  Inc.  3150  Almaden 
Expwy  Ste  205,  San  Jose,  CA 
95118. 


IT  Data  Analyst  I  -  First  Union, 
Charlotte,  NC.  Provide  tech, 
programming  &  data  processing 
using  SAS  &  Unica  Impact/Affini- 
um  to  implement  info-based 
marketing  activities,  incl.  ad-hoc 
reporting  &  analysis,  data-mining, 
campaign  mgmt.,  and  program 
eval..  Reqs.  BA  in  Info,  Systems, 
Comp.  Science  or  Mathematics 
&  1  yr.  in  pos.  offered  or  as 
Teaching/Research  Asst,  or  In¬ 
tern.  The  1  yr  reqd.  exp.  must 
incl.  work  w/  database  design  & 
implementation,  appl.  dvpi.,  C, 
Unix,  &  SQL.  6  mths.  of  reqd. 
exp.  must  have  included  work  w/ 
Oracle.  40hrs./wk,  Send  resumes 
to  Andrew  Barnes,  1 525  West  W. 
T.  Harris  Blvd.,  Charlotte,  NC 
28288-0134. 


SYSTEMS  ANALYSTS;  Advent 
Global  Solutions  one  of  the 
fastest  growing  IT  service  com¬ 
panies  requires  Systems  Analysts 
to  analyze,  design  and  develop 
operational  procedures  to  auto¬ 
mate  processing  and  to  develop 
new  systems  to  improve  produc¬ 
tion.  Knowledge  of  SAP.  Oracle, 
and  other  business  related 
software  is  essential.  Needs  a 
Bachelors  in  Engineering/CS  or 
in  any  related  field  combined 
with  5  years  relevant  experience 
in  designing  and  developing 
computer  software  systems. 
Please  send  resumes  to  Advent 
Global  Solutions,  Inc.,  Human 
Resources,  17314SH249,  Suite 
#205,  Houston,  TX  77064  or 
Fax.  (281)970-3839. 


Aero  Service  Corp.,  an  IT,  engi¬ 
neering  and  consulting  company 
located  in  Livonia.  Ml  is  seeking 
IT  professionals  possessing 
MS/BS  or  equiv.  and/or  relevant 
work  exp.  for  employment.  Work 
with  three  (3)  of  the  following: 
Oracle  Web  Server,  Distributed 
Operations  Management  System 
(DOMS),  Designer  2K,  Oracle, 
UNIX  Shell  Scripting,  Pro'C, 
PL-SQL  and  Web  Deployment. 
Mail  resumes  to:  Aero  Service 
Corporation,  c/o  Beth  McQueen, 
17187  N.  Laurel  Park  Drive, 
Suite  165,  Livonia,  Ml  48152. 


Telecommunication  Analyst 
(F/T).  Richardson.  TX.  Analyze 
and  provide  wireless  telecom¬ 
munication  system  (GSM,  UMTS 
&  CDMA  technology)  specification 
requirements;  provide  models  for 
predictive  analysis  of  algorithms, 
capacity  and  performance  of 
core  network  design;  Research 
relevant  wireless  telecom  and 
internet  standards;  recommend 
protocols  in  2.5G,  3G,  NGN 
domain  to  define  system  archi¬ 
tecture  allowing  network-wide 
interoperability.  BS  in  electrical/ 
electronics  /  computer  engineering 
and  1  year  related  experience. 
Send  resume  to  HR.,  Spatial 
Wireless.  Inc.,  1651  North 
Glenville,  #216,  Richardson. TX 
75081. 


Operations  Coordinator:  Establish 
schedules:  run  batches; 
monitor  logs/reports:  conduct 
troubleshooting  errors;  develop 
improvements  on  processes; 
coordinate  daily  operations; 
monitor  and  maintain  daily  tape 
backup  cycles  and  off-site  storage 
service;  and  provide  user  account/ 
security  administration;  install  and 
upgrade  Novell  Netware  and 
Microsoft  NT  servers;  provide 
installation,  testing,  configuration 
and  implementation  of  ERP 
(Enterprise  Resource  Planning) 
products. 

Bachelor's  degree  in  Computer 
Science  required.  One  year 
experience  in  the  position  or  one 
year  as  a  Systems  Engineer 
and/or  Senior  Executive  required. 
Related  occupation  must  include 
experience  installing  ERP 
products. 

40  hrs./wk;  8:00am-5:00pm; 
$55, 000/year.  Must  have  proof  of 
legal  authority  to  work  perma¬ 
nently  in  the  U.S. 

Send  2  copies  of  both  resume 
and  cover  letter  to:  Illinois 
Department  of  Employment 
Security,  401  South  State  Street 
-  7  North,  Chicago,  Illinois 
60605,  Attention:  Leonard  Boksa, 
Reference  Number  V-IL-30684- 
B.  NO  CALLS.  AN  EMPLOYER 
PAID  AD. 


Computer/Info  Systems 
SR  PROGRAMMER  ANALYST 
Analyst  to  develop,  program  and 
support  custom  mfg  system.  5 
yrs  exp.  Needs  PB,  VB,  Oracle, 
Sybase.  ASP,  XML  skills.  Bach¬ 
elor  degree  or  equivalent. 
Resume  to:  Royal  Die-John  949 
E,  Green  St.,  Bensenville,  IL 
60106. 


Sr.  Software  Engineer:  Wanted 
by  optical  networking  system 
developer  in  Oceanport,  NJ  to 
design  Wavelength  Management 
System  Server  and  infrastructure 
software.  Bachelor's  degree  or 
equivalent  in  Computer  Science 
or  related  field  and  a  minimum 
of  2  years  of  experience  in  the 
Development  of  Network  Man¬ 
agement  Systems  for  Optical 
Communications,  respond  to: 
Doreen  Connors,  HR  Dept. 
(ref#_008),  Tellium,  Inc.,  2 
Crescent  Place,  Oceanport,  NJ 
07757. 


SYSTEMS  ANALYSTS:  Systems 
On  Line  Inc.,  Houston  based 
company  requires  Systems 
Analysts  to  research,  analyze, 
design  and  develop  operational 
procedures  to  automate 
processing  and  to  develop  new 
systems  to  improve  production. 
Knowledge  of  SAP.  Oracle,  and 
other  business  related  software 
is  essential.  Needs  a  Masters  in 
Engineering/CS  or  in  any  related 
field  combined  with  1  years 
relevant  experience  in  designing 
and  developing  computer  software 
systems  OR  Bachelor’s  combined 
with  5  years  relevant  experience 
considered.  Please  send 
resumes  to  Mr.  Srinivas  Sonti, 
Recruiter,  Systems  On  Line, 
Inc.,  3737  Hillcroft,  Suite  #  275, 
Houston,  TX  77057-771 6. 


Manhattan  Associates.  Inc.,  a 
worldwide  leader  in  supply  chain 
synchronization  systems  is  look¬ 
ing  for  IT  professionals  to  join  our 
team.  Current  openings  include: 

PKMS  Implemenfation-  all  levels. 
Consultants  &  specialists  will 
coordinate  client  projects  &  in¬ 
teract  with  client  org,  evaluate 
client  bus.  ops  &  sys  environ¬ 
ments  to  implement  client  pro¬ 
prietary  software  sys,  advise  & 
design  sys  test  plans,  develop 
test  &  product  environ  at  client 
sites,  &  develop  proposals  & 
supports  for  sales  presentations. 
Consultants  req:  BS  in  comp, 
sci,  engg,  or  related  tech,  field. 
Substantial  travel  req.  and  Spe¬ 
cialists  req:  MS  in  comp,  sci, 
engg,  or  related  tech,  field  or 
management  field. 

Software  Developers.  Assist  in 
defining  sys  scope  &  require¬ 
ments.  analyze  use  of  existing 
sys  requirements,  &  design  & 
develop  sys  in  light  of  future 
directions  in  hardware  &  software 
growth.  Develop  &  direct  design 
of  software  sys.  MS  in  comp,  sci, 
engg,  or  related  tech,  field.  Tech¬ 
nical  knowledge  of:  RPG/400, 
Java.  C++.  MicroFocus  Cobol, 
or  COM/\/C++/Visual  Basic 
demonstrated  through  edu.  or 
exp. 

Software  Analysts.  Design, 
develop,  code,  test  &  debug 
software  applications.  Req.  BS  in 
comp,  sci,  engg.  or  related  tech, 
field.  Tech  knowledge  of:  RPG/ 
400,  Java,  C++,  MicroFocus 
Cobol.  or  COM/VC++/Visual 
Basic  demonstrated  through 
edu.  or  exp. 

Senior  Software  Engineers. 

Develop  &  direct  software  pro¬ 
gramming,  documentation  &  sys 
testing  procedures  for  software 
program  apps.  Req.  MS  in  comp 
sci.  engg  or  related  tech  field  &  3 
yrs  exp  as  an  analyst,  program¬ 
mer,  or  developer,  or  a  BS  in  a 
tech  field  &  5  yrs  exp  as  an 
analyst,  programmer,  or  devel¬ 
oper.  Tech  knowledge  of  RPG/ 
400,  Java,  C++,  MicroFocus 
Cobol,  or  COM/VC++/Visual 
Basic  demonstrated  through 
edu.  or  exp. 

Resumes  to:  J.  Lurey,  Manhattan 
Associates,  2300  Windy  Ridge 
Pkwy,  7th  FI.  North,  Atlanta, 
Georgia  30339 


Multiple  openings  for  Prog/Sys 
Analysts,  DBA's,  Sys/Admin  and 
S/W  Engineers  to  design/develop 
S/W  appis  using  some  of  the 
following  -  Cobol,  CICS,  DB2; 
Java,  PB,  HTML,  XML;  data 
warehousing,  cognos;  wireless/ 
web  technologies;  C++,  VB, 
Developer  2000;  SAP,  ABAP/4; 
Oracle/Sybase/Informix  DB  admin; 
Unix/NT  system  admin;  Net. 
Commerce,  MQSeries,  Web¬ 
sphere;  BS/MS  or  equivalent  in 
CS,  Engg,  Science,  Math  or  Bus 
Admin  req.  Salary  commensurate 
with  exp.  F/T.  Travel/relocation 
involved.  Resumes  to:  HR, 
Smartsoft  International  4898 
South  Old  Peachtree  Road, 
Suite  200,  Norcross,  GA  30071. 


Software  Engineers 
Hardware  Engineers 
Test  and  Quality  Engineers 

Positions  available  in  MA  and  FL. 

Post  resume  online  at: 
www.unispherenetworks.com; 
or  send  resume  to: 
Unisphere  Networks, 

1 0  Technology  Park  Dr. 
Westford,  MA  01886; 

Fax:  (978)  589-0071 ; 
e-mail: 

jobs  @  unispherenetworks.com 
EOE.  Principals  only  please. 


A  new  millenium,  a  new  solution.  ITcareers. 

Call  Janis  Crowley  at  1-800-762-2977  ([)  Careers 


ShaktiSoft,  Inc.,  a  national  com¬ 
puter  consulting  company,  requires 
following  skills  for  various  com¬ 
puter  software  positions: 

•C.  C++,  Java.  JavaScript, 
CGI/PERL,  SQL.  Pro'C.  XML, 
HTML 

•Visual  Basic,  ASP,  Visual  C++, 
MFC,  Windows  SDK,  Power 
Builder,  Crystal  Reports,  IIS. 
ISAPI,  Active-X,  NSAPI 

•  OOA/D,  COM/DCOM.  Corba, 
Rational  Rose,  UML 

•  Oracle,  MS  SQL  Server,  Informix 
and  Sybase  developers/admin¬ 
istrators 

•  Unix.  Linux,  Windows  NT/2000 
system  and  network  adminis¬ 
trators, 

•  Packaged  Solutions  (SAP, 
Oracle  Applications,  People- 
Soft,  Baan) 

•COBOL,  CICS,  IDMS,  MVS, 
IDMS,  AS/400.  RPG/400 

•  SQA  Suite.  Win  Runner,  Load 
Runner,  MS  Test,  White/Black 
Box  Testing 

•  VxWorks,  RTOS,  pSOS,  SNMP, 
TCP/IP,  Assembly,  Telecom 

•  DSP,  ATM.  Frame  Relay,  ASIC 
design.  VHDL,  SAS,  ISDN, 
Routers 

•  PC  Support,  Help  Desk,  HP 
OpenView,  Technical  Writers 

Positions  are  based  in  our 
Fremont,  California  office,  but 
will  require  travel  throughout  the 
country.  Qualified  applicants  must 
have  a  bachelor's  degree  plus 
two  years  relevant  experience. 
Positions  offer  competitive  salaries 
and  benefits  packages.  For 
consideration,  submit  resumes 
to:  Shaktisoft,  Inc.;  ATTN:  RE¬ 
CRUITMENT;  4937  Dunsmuir 
Common;  Fremont,  CA  94555. 
EOE. 


PeopleSoft  Analyst  -  San  Jose, 
CA  -  A  leading  provider  of  Internet 
communication  infrastructure 
software  &  application-  specific 
software  is  seeking  a  PeopleSoft 
Analyst.  The  PeopleSoft  Analyst 
will  be  responsible  for  utilizing 
industry  exp  in  financial  applica¬ 
tions,  accounting  &  tax  &  system 
exp  in  PeopleSoft  Financials 
Software,  to  analyze  requirements 
&  provide  production  support  & 
training  services  for  the  following 
functions;  International  Financials, 
Human  Resources  &  Profes¬ 
sional  Sen/ices,  Req'd:  Bachelor’s 
degree  in  Information  Systems, 
Industrial  Management,  Finance 
or  related  w/2  yrs  exp  in  the  job 
or  as  PeopleSoft  Consultant  or 
PeopleSoft  Project  Mgr.  Send 
res.  to:  Suzanne  Smith,  Back¬ 
Web  Technologies,  2077  Gateway 
Place,  Suite  500,  San  Jose, 
CA  95110.  NO  PHONE  CALLS 
PLEASE.  Pis  indicate  REF# 
PSA  210. 


SAP  Systems  Analysts/ 
Programmers 

Analyze  user-requirements,  pro¬ 
cedures  &  problems  to  integrate 
&  customize  SAP’s  client-server 
software  systems  for  clients. 
Based  in  San  Francisco;  some 
travel  (employer  paid). 

Send  resume  to: 

Global  Enterprise  Solutions,  Inc. 
4040  Civic  Center  Drive,  Ste.  200 
San  Rafael.  CA  94903 


Philips-Lead  Quality 
Assurance  Engineer 
Develop/review/report/implement 
Quality  Assurance  Plans,  quality 
procedures/instructions  to  support 
software  projects.  Create/modify 
test  data,  scripts  &  perform  QA 
reviews  w/SEI/CMM,  levels  2/3 
&  phase  gate  development. 
Measure/analyze/report/plan/de 
ploy  improvements  to  process. 
Manage  project  budget/personnel. 
B.S.  degree  in  computer  related 
field  +  6  yrs.  exp  in  software 
mngml/QA  including  exp  in 
SEI/CMM,  levels  2-3,  phase 
gate  develop  Fax  resume  m 
801-596-7119. 


Mum  ',Z24£.WWW  3 
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:  Soflware  Eng.  (mult,  openings): 
Designs,  ctevelop!^  and  imple¬ 
ments  computet  software  systems 
applying  principles  and  tech¬ 
niques  ol  comp  science,  engi¬ 
neering  and  mathematical 
analysis.  Analyzes  s/w  require¬ 
ments  to  determine  leasibility  of 
design  and  directs  s/w  system 
testirtg  procedures,  programming 
and  documentation  using: 
grapihic  user  interface,  object 
oriented  design  and  related 
languages,  internet  based  tech¬ 
nology,  h/w,  s/w  and  o/s.  Work 
requires  frequent  travel  and 
relocation.  Must  have  two  yrs  as 
Sr.  soft  eng.  or  comp,  prof  req'd 
ind.  two  years  of  demonstrable, 
professional  exp.  with;  2  of  A  and 
2  of  B.  arxt  one  year  of  experieix» 
with  2  of  C:  A)Oracle,  PL/SOL, 
SQL.  SQL  Server.  SQL  forms, 
Reportwriter.  B)  Pro'C,  Power- 
builder.  Rational  Rose,  Windows 
NT/98/95/2000,  Visual  Basic, 
C+-f,  MS  Visual  Slick,  MS  Visual 
Source,  C)  JAVA,  JAVA  Beans, 
Servlet.  J-tools.  Microsoft  IIS. 
JAVA  Script,  HTML,  ASP. 
WEBIogic..  Master's,  degree 
or  foreign  equivalent  in  one  of 
several  ltd.  fields:  computer 
sci./appis,  eng.,  math..  Will 
accept  BS  plus  5  years  of 
progressive  experience.  Salary: 
$78.000/year.  F/T.  Please  submit 
resumes  to:  Mgr ,  Armstrong  Cty 
Team  PA  Careerlink,  1 270  f5orth 
Water  St..  PO  Box  759,  Kittan¬ 
ning,  PA  16201.  Reference  Job 
Qrder  No.  WEB212956. 


Seeking  qualified  applicants  for 
the  following  positions  in  one  or 
nxire  of  the  following  locations  - 
Memphis,  Qrlando,  Irving/Dal¬ 
las.  TX  and  Colorado  Springs: 
Programmer,  Programmer  Ana¬ 
lyst,  Sr  Programmer  Analyst, 
Technical  Advisor,  Software 
Engineer,  Technical  Analyst,  Sr 
Technical  Analyst,  Systems 
Programmer,  Sr  Systems  Pro¬ 
grammer.  Business  Applications 
Analyst,  Sr  Business  Applications 
Analyst.  Database  Administrator 
and  Sr  Database  Administrator. 
Candidates  must  have  a  bachelot's 
degree  in  computer  science, 
MIS,  engineering  or  related  field. 
Experience  varies  based  on 
position  (from  0-7  years).  Expe¬ 
rience  desired  with  one  or  more 
of  the  following:  C;  C-i-+;  UNIX; 
Java;  SQL;  logistics  applications; 
object-oriented  development; 
RDBMS;  OLAP  tools;  client/ 
server  technology;  CASE 
management;  mainframe 
systems;  DB2.  Send  resumes 
to  FedEx  Corporate  Services. 
Attn.  Christin  Decker,  1900 
Summit  Tower  Blvd.,  Suite  14(X). 
Orlando,  FL  32810.  EOE 
M/F/DA/ 


Computers-Citicorp  N.A.  seeks: 

Software  Developers-Web 
Developers/Administrators-QC 
Analyst-Project  Managers- 
Programmers/Systems  Analyst/ 
Administrators-e-Commerce 
Specialist-IT  Direclors-Techrxilogy 
Managers-DBAs.  For  our  Florida 
location  with  BS  or  MS  in 
Computer  Science;  Engineering; 
Math;  Science  &  Information 
Technology  or  equivalent  or 
qualifying  experience  in  any  of 
the  following:  Windows,  UNIX, 
NT,  AIX,  Sun/Solaris,  SL. 
Sybase.  Oracle.  E-space. 
C.C+-f.  ProC,  Vbasic,  ASP. 
Microsoft,  Nortell  Networks. 
JavaScript,  Netscape,  MS  IIS. 
Shell  Scripting,  HTML.  SQL, 
FoxPro,  Perl.  Avaya,  Networking 
Security  Tools.  QC,  Encryption 
Tools.  CASE  Tools,  LAN/WAN/ 
Votce/Data  &  E-Commerce 
Technologtes.  An  equal  opportu¬ 
nity  employer.  M/F/D/V.  Mail 
resumes  to  Citicorp  N.A..  Human 
Resources,  1401  W  Commercial 
Blvd..  Ft  Lauderdale.  FL  33309. 
Attn;  MM  NO  CALLS  OR 
FAXES.  PLEASE 


Call  your 
ITcarecrs  Sales 
Representative 
or  lams  C'mwley. 
1-80(^762-2977 


Software  Eng.  (mult,  openings): 
Designs,  develops  and  imple¬ 
ments  computer  software  systems 
applying  principles  and  tech¬ 
niques  of  comp,  science, 
engineering  and  mathematical 
analysis.  Analyzes  s/w  require¬ 
ments  to  determine  feasibility  of 
design  and  directs  s/w  system 
testing  procedures,  programming 
and  documentation  using:  Oracle 
RDBMS  and  related  languages, 
h/w,  s/w  and  o/s.  Work  requires 
frequent  travel  and  relocation. 
Must  have  one  yr  as  soft,  eng.  or 
comp.  prof,  req'd  incl.  one  year  of 
demonstrable,  professional  exp. 
with;  Oracle  RDBMS.  Java  JDK, 
Visual  Caf^.  Servlet.  Bach, 
degree  or  foreign  equivalent 
in  one  of  several  ltd.  fields: 
computer sci./appls.  eng.,  math.. 
Salary.  $70.000/year,  F/T. 
Please  submit  resumes  to:  Mgr., 
Armstrong  Cty  Team  PA  Career- 
link,  1270  North  Water  St..  PO 
Box  759.  Kittanning.  PA  16201. 
Reference  Job  Order  No. 
WEB212943. 


SOFTWARE  ENGiNEER  to 
provide  on-site  software  consul¬ 
tancy  to  design,  develop,  test, 
implement,  support  and  maintain 
software  systems  using  COBOL, 
ac++.  SQL,  CA-W4GL,  Cognos 
Powerhouse.  Perl  scripting  and 
Unix  script  languages;  integrate 
web  applications  and  legacy 
systems  in  UNIX  and  IBM  main¬ 
frame  environment;  design  and 
develop  relational  databases 
using  Turbo  Image,  Ingres. 
Allbase  and  Oracle  on  HP  3000 
and  HP  90(X)  machines  in  MPE 
iX,  HP-UX  and  Windows  NT 
operating  Systems.  Require: 
eight  years  of  experience  in  the 
job  offered  or  as  Programmer/An¬ 
alyst  or  any  experience  providing 
skills  in  described  duties.  40% 
travel  to  client  sites  within 
the  United  States  required. 
Competitive  salary  and  benefits. 
Mail  resume  to:  President, 
YASH  Technoiogies,  inc.,  2100 
Parklake  Drive,  NE,  Suite  F, 
Atlanta,  GA  30345-2167. 


Programmer/Analyst,  Must  have 
Bachelor's  Degree  in  Computer 
Information  Systems  or  equiva¬ 
lent,  and  min.  2  yrs  exp.  in  job 
offered,  min.  6  months  exp.  in 
Microsoft  Access.  Must  have 
proof  of  legal  authority  to  work  in 
the  U.S.  Develop  and  implement 
software  systems  and  client 
server  applications;  systems 
maintenance;  enhancement 
support  for  ciient  server  applica¬ 
tions  under  Windows;  system 
admin,  activities.  Evaluate  user 
requests  for  new  and  modified 
programs  to  determine  feasibility, 
costs,  time  requirements,  and 
compatibility  with  existing  systems 
and  computer  capabilities.  40 
hrs/wk,  9AM-5PM.  $63K/yr. 
Apply  in  person  or  by  sending  2 
resumes  to;  Gwinnett,  Job  Order 
#GA  7037769,  1535  Atkinson 
Rd.,  Lawrenceville,  GA  30043- 
5601  or  the  nearest  Dept,  of 
Labor  Field  Service  Office. 


Lahey  Ciinic  has  the  following 
openings  in  our  Burlington,  MA 
office: 

PeopleSoft  Database 
Administrator  (Job  Code:  PDA) 

Database  Administrator-SQL 
(Job  Code:  SQL) 

Candidates  must  have  either  a 
minimum  of  2  years  PeopleSoft 
system  administration  expenerx;» 
or  experience  in  a  database 
technical  support  environment 
including  administrative  support 
and  on-call  experience. 

Interested  candidates  should 
send  resumes  and  job  code  to 
Patnek  DeVivo,  Human  Resources 
Generalist.  Lahey  Clinic.  41  Mall 
Rd..  Burlington.  MA  01805.  No 
phone  calls  please. 


Systems  Analyst.  $63K/yr.  8a- 
5p.  40  hrs/wk.  Analyze,  dsgn, 
dvip,  prgm.  test  &  impimt  s/ware 
systms  &  applies  using  ORACLE. 
Sybase.  SQLBase.  AS400, 
Centura  (Gupta).  RPG400. 
VisualBasic  (VB),  FoxPro  &  MF- 
COBOL.  Masters  or  equiv  in 
Comp  Sci  or  Engg,  Electronics, 
Electrical  or  related  branch  of 
Engg;  Mathematics,  Statistics. 
Commerce  or  Bus  Admin.  In  lieu 
ol  Masters  deg,  Bach  in  reqd 
major  +  4  yrs  work  exp  using 
ORACLE.  Sybase.  SQLBase, 
AS4(X),  Centura  (Gupta),  Visual- 
Basic  accepted.  Must  have  proof 
ol  legal  auth  to  work  in  US. 
Report  or  send  2  resumes  to: 
Gwinnett  JO.  #GA  7043767, 
1 535  Atkinson  Rd. .  Lawrencevilie. 
GA  30043-5601  or  nearest  DOL 
Field  Srve  Ofc. 


Computer  Programmers.  Mini¬ 
mum  Bachelor  Degree  in 
Computer  Science  or  equivalent. 
2  yrs.  exp.  Devel.,  maint.,  and 
computer  systems  for  fin.  inst.  as 
follows:TUXEDO.  C,  Unix.  Sheil, 
VFP,  Web  Logic,  ASP,  Socket 
API  Programming,  PowerBuilder 
6.5,  Visual  Basic,  Infomix,  SQL 
and  TCP/IP.  40  hrs.  per  week,  9 
a.m.  through  5  p.m.  Monday 
through  Friday.  Attn:  CPPLW,  PO 
Box  5275,  New  York,  NY  10185- 
5275. 


Computer  Programmers.  B.S.  in 
Computer  Science,  related  or 
equivalent.  Microsoft  MCSE-rl. 
Min.  2  yrs.  exp.  professionally 
developing,  applying,  and  main¬ 
taining  computer  systems  and 
software.  2  yrs.  exp.  with  Windows 
2000,  MS  Windows  NT,  Windows 
9x,  DOS,  Macintosh,  SCO-Unix, 
SUN  Solaris,  SGI  Iris,  C/C^•+, 
MFC,  VB,  VC-H-,  Assembly, 
Microsoft  SQL  Server,  MS- 
Access,  ADO,  T-SQL,  HTML. 
IIS4.0,  Exchange  Server  5.0, 
TCP/IP,  Photoshop,  Installshield. 
40  hrs.  per  week,  9  a.m.  through 
5p.m.  Monday  through  Friday. 
Send  Resume:  Attn:  CPWT,  PO 
Box  5275,  New  York,  NY  10185- 
5275. 


Systems  Analyst.  Responsible 
lor  Wholesale  Distribution  Systems 
analysis,  design,  and  develop¬ 
ment;  website  design  and 
programming;  computer  system 
support  needs;  and  research 
and  dissemination  of  information 
on  technology  issues.  Must  have 
Bachelor's  degree  in  Computer 
Science,  MIS  or  related,  one 
year  experience,  and  knowledge 
of  PROGRESS  and  UNIX.  Send 
resume  with  cover  letter  to  Big 
Rock  Sports,  L.L.C.,  Attn:  Norm 
Pollock,  173  Hankison  Drive, 
Newport,  North  Carolina  28570. 


♦ 


R&D  Engineer;  For  language 
modeling.  Perform  programming 
development  in  a  speech  recog¬ 
nition  group.  Min  req's:  2  yrs 
exper  w/speech  recog.,  expertise 
in  large  vocab  language  model¬ 
ing,  C  Programming.  Respond  to 
HR@eScription.com 


Project  Director-Plan,  direct  and 
coordinate  activities  of  computer 
professionals  in  multi-tiered 
client/server,  internet/intranet 
based  multi-user  applications 
projects.  Min.  3  yrs.  exp.  in  position 
offered  or  as  a  Lead  Tech. 
Consultant  and  ‘MS  degree  in 
Comp.  Sci.  or  related  field.  ‘In 
lieu  of  MS.  will  accept  BS  plus 
2  additional  yrs.  of  exp.  in  job 
offered  or  as  a  Tech.  Consultant. 
Exp.  references  required.  Salary 
$94K/yr.  Send  resume  to: 
Teckpros,  85  Arlington  Drive, 
Covington,  GA  30016. 

Computer  Programmers.  B.S.  in 
Comp.  Sci.  or  related.  Novell 
CAN.  Microsoft  MCP.  Min.  2  yrs, 
exp.  developing,  applying,  and 
maintaining  heavily  used  data¬ 
base  and  LAN  for  financial  ser¬ 
vices  firm  and  2  yrs.  experience 
with  MS  Windows  NT  4.0 
(LAN)/9x/2k,  NOVELL.  Netware 
4.11  (LAN).  MS  Dos.  C/C++, 
MFC,  VB,  VC++,  Pascai,  As¬ 
sembly,  Microsoft  SQL  Server 
7.0,  VFP.  FoxPro,  FoxBASE.  40 
hrs.  per  week,  9  a.m.  through  5 
p.m.  Monday  through  Friday. 
Send  Resume:  Attn:  CPPGR. 
PO  Box  5275,  New  York.  NY 
10185-5275. 

Thomson  Financial  currently 
has  a  position  available  for 
Team  Manager  at  our  Boston, 

Massachusetts  office.  Please 

send  resumes  to:  Thomson 

Financial.  Attn.  HR.  22  Thomson 

Place,  Boston.  MA  02210.  Fax; 
617-856-5601.  We  are  an  equal 
opportunity  employer. 

Comp  S/ware  Co  in  Skillman, 
NJ  seeks  Progrmmr/Systms 
Analysts/Softwre  Engrs.  All 
positions  req  Bach  degree  in 
Comp  Sci/Comp  Eng/Math  or 
reltd  field  &  1  -3  yrs  exp.  Send 
resume  to  Optimal  Solutions  Inc, 
3  Richmond  Dr.,  Skillman,  NJ 
08858. 

SYSTEMS  ANALYST:  Analyze 

and  design  system.  Duties  as 

team  lead.  Utilize  VB6.  ASP.  SQL 

Server  7.0.  Req.:  Bachelor's 

in  Sci.,  Math,  Eng.,  or  related. 

(Employer  will  accept  a  foreign 

degree  equiv.)  1  yr.  exp.  in  the 

job  off.  or  1  yr.  as  programmer- 

anaiyst  or  comb  of  both.  Resume 

to:  Definition  6,  inc.  21 1 5  Monroe 

Dr.,  Atlanta,  GA  30324. 

Chief  Technology  Officer/Direc- 
tor/Sr.  (Consultants  needed.  ITTI. 
LLC,  an  Alpharetta.  GA  based 
company,  is  seeking  qualified 
candidates  possessing  MS  or 
equivalent  and  relevant  work 
experience  tor  senior  level  posi¬ 
tions.  Experience  with  negotiating 
and  management  in  managing 
broad  technology  projects 
required.  Work  with  some  of  the 
following  CORBA.  EJB,  ATG 
Dynamo,  Perl,  Sun  Solaris  and 
Oracle,  Mail  resume  to:  ATTN: 
HR.  ITTI,  LLC  80  Old  Sandhurst 
Landing  Alpharetta,  GA  30022. 

Help  Desk  Level  II  sought  by 

IT  consulting  firm.  Must  have 

Bachelor's  degree  in  Computer 

Science  or  related  field  and  at 

least  2  years  of  IT  experience. 

Experience  in  troubleshooting 

technical  and  hardware  problems 

required.  Respond  to:  Joseph 

Triolo,  Spherion  Infrastructure 

Solutions  Group,  9  Polito  Avenue, 

Lyndhurst,  NJ  07071 . 

SAP  Data  Conversion  Engineer: 

Design  and  Development  of  SAP 

computer  software  systems  and 

data  conversion.  Required:  BS 

in  Computer  Science  and/or 

Math  or  Eiectrical  Engineering  or 

related,  and  certification  in  SAP 

R/3  Controlling  Track.  No  Phone 

Calls.  Resumes  forwarded  to: 

P.  W.  Kennedy.  BackOffice  Asso¬ 
ciates,  inc  P.  0.  Box  1215 

Orleans,  MA  02653  or  fax  to 

508-255-2707. 

FirstRain  is  a  leading  software 
development  company  that 
markets  and  sells  a  family  of 
software  products  for  web 
services,  business  portals  and 
mobile  information  solutions.  We 
currently  have  multiple  openings 
for  senior  software  developers, 
software  engineers,  and  product 
specialists.  FirstRain  provides 
a  dynamic  and  creative  work 
environment  where  you  can 
learn  and  grow  your  skills.  We 
provide  the  opportunity  to  work 
on  some  of  the  leading  internet 
and/or  wireless  web-based 
technologies  being  developed. 
Excellent  compensation  and 
benefits  package.  Please 
respond  via  e-mail  to 
careers  @  firstrain.com. 

"Wanted  Programmer  Analyst/ 
with  SAP  &  Internet  by  IT  Con¬ 
sulting  Firm  in  Newington,  CT. 
Must  have  at  ieast  two  years 
experience  in  implementing  net 
enabled  modules,  particularly 
SD/MM,  utilizing  SAP  SD/MM 
Ver  4.0,  HTML,  Java  Script, 
CRM,  PERL,  ARIS,  MS  Project 
and  MS  Access  besides  Master 
Degree  in  Business  Administra¬ 
tion.  Respond  to  HR  Manager, 
Infowave  Systems,  Inc,,  705 
North  Mountain  Rd.,  Suite  #  A 
220,  Newington,  CT  061 11." 

Several  computer  related  posi¬ 
tions  available  for  large  software 

development,  support  and  sales 

company.  Degree,  technical 

skills  &  experience  vary  per 

position.  Send  resume  to  Kim 

Vouigaris,  MAPICS,  Inc.,  600 

West  Cummings  Park,  Woburn, 

Massachusetts  01801. 

Software  Consultant  wanted  for 

NJ  based  Co  for  job  Iocs 

throughout  the  USA.  Must  have 

Bachelor's  degree  in  Comp.  Sc., 

Engg.,  &  2  years  of  exp.  in 

Comp.  Software  Developing 

and/or  Consulting.  Respond 

to:  HR  Dept.,  Akshay  Software 

International,  Inc.,  2025  S.  UrxxXn 

Hwy.,  Ste.  207,  Edison,  NJ  08817. 

(Ref:  RG8048IM). 

* 

Business  Systems  Analyst 
2  -  Boston,  MA,  Evergreen 
Investments.  Analyze  &  deploy 
web  appis.  using  Systems  DvIp. 
Lifecycle  (SDL).  Work  w/  CRM 
software  appis.  Reqs.  BA  in 
Comp.  Science  or  Finance  &  2 
yrs  exp.  in  pos.  offd.  or  as  a  Fin. 
Analyst  or  Business  Consultant. 
The  2  yrs.  reqd.  exp.  must  incl. 
employment  in  the  consulting 
or  financial  services  industry, 
deploying  web-based  appis., 
using  CRM  and  SDL,  and  tinarx:iai 
market  data  vendors  such  as 
Bloomberg.  40hrs/wk.  8-5. 
$68.000-$80, 1 00.  Send  resume 
&  cvr.  Itr.  to  Luzanna  Korshuk, 
200  Berkeley  Street,  Boston,  MA 
02116. 

SAP  Consultant,  Atlanta:  Prep, 
feasibility  studies  for  SAP 
applications  in  manufacturing 
environments.  Identify  &  imple¬ 
ment  solutions  w/in  SAP  system; 
design,  develop,  write,  test 
programs  &  perform  SAP  imple¬ 
mentation.  Prepare  end-user 
documentation  &  training  material. 
Train  end-users.  Provide  post 
implementation  support  &  main¬ 
tenance.  Requ:  Bachelors  (or 
foreign  degree  equiv)+  min.  1  yr 
in  job  offered  or  as  SAP  User 
Support  Analyst.  Send  resume 
to  HR.  1513  Johnson  Ferry  Rd; 
Ste  B-6;  Marietta,  GA  3(X)62. 

Sr.  Sys.  Analyst  wanted  by  NJ 

based  co.  Must  have  Bachelor's 

degree  in  Comp.  Sc,.  Engg., 
Mgmnt.  Info.  Sys.  or  Bus.  Admin. 

6  yrs.  of  exp.  in  Comp.  S/W  de¬ 
veloping  and/or  consulting.  Will 

accept  Master's  degree  &  3  yrs. 

of  exp.  in  lieu  of  the  Bachelor's 
degree  &  6  yrs.  of  exp.  Respond 

to:  HR  Dept..  Bathena  Holding 
Company,  Inc.,  1659  State 

Highway  88.  Brick.  NJ  08724  No 
phone  calls.  (Ref:  GG7963IM). 

Solid  results,  record  speed  -  IDG  Recruitment  Solutions. 
Call  Janis  Crowley  at  1-800-762-2977  •  IDG 
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IT  Careers  in  Financial  Services 


The  nation's  -  and  some  would  say  the  world's  -  financial  center  lies  at  the  heart  of  New  York  City.  From 
the  New  York  Stock  Exchange  to  the  offices  of  major  financial  institutions,  this  service  industry  constantly 
pushes  the  envelope  on  information  technology.  In  the  days  and  weeks  following  Sept.  11,  the  IT  community 
moved  into  high  gear  to  reestablish  networks  and  infrastructure  -  to  get  the  nation's  economy  back  on  track. 
Untold  hours  of  effort  were  donated  and  staffers  at  IT  firms  throughout  the  financial  district  created  new 
levels  of  expertise  and  performance  in  the  work  they  did  to  rebuild  the  systems. 


However,  even  before  Sept.  11,  "demand  for  our 
services  had  shifted  from  new  application  develop¬ 
ment  to  improved  quality  control,"  explains  Jim 
Seery,  area  vice  president  for  consulting  firm 
Spherion.  "Debugging  and  rewriting  applications  is 
costly,  making  testing  and  quality  assurance  more 
important  than  ever  to  our  clients  as  part  of  cost 
containment." 


Spherion's  key  practices  include  Enterprise  Applica¬ 
tion  Integration,  Software  Quality  Management,  and 
Information  Design  Services. These  three  aspects 
provide  a  balance  for  the  firm  as  economic  needs 
shift.  "It  also  provides  variety  in  projects  and 
options  for  careers,"  says  Seery.  "An  important  part 
of  this  practice  includes  e-learning,  which  involves 
delivering  knowledge  to  the  desk  of  every  employee 
as  well  as  providing  online  coursework."  Spherion  is 
hiring  quality  assurance  analysts,  process  improve¬ 
ment  specialists,  software  developers,  project  man¬ 
agers  and  those  certified  in  the  Mercury  Tool  Suite. 
"We  look  at  the  market  demands  and  the  skill  sets 
we  have  and  create  new  learning  opportunities 
for  employees." 

Both  Spherion  and  the  Security  Industry 
Automation  Corporation,  known  as  SIAC 


throughout  the  financial  world,  have  been  provid¬ 
ing  support  to  the  financial  services  industry  for 
more  than  three  decades.  SIAC  was  one  of  the 
firms  that  played  a  role  in  bringing  Wall  Street  back 
online  following  the  events  of  Sept.  11.  SIAC  has 
been  responsible  for  the  NYSE's  flawless  transition 
toY2K  and  conversion  to  the  decimal  system. 

The  SIAC  team  also  developed  a  virtual,  or 
three-dimension,  trading  floor  known  as  3DTF. 

"The  results  of  our  efforts  show  up  every  night 
on  the  six  o'clock  news,"  says  Lynn  Hart,  SIAC's 
managing  director  of  human  resources. 

SIAC  added  more  than  200  positions  in  the  first 
half  of  2001.  "We  look  for  people  who  have  a 
well-rounded  background  vs.  a  specialty,"  says 
Hart.  "And  we  look  for  good  business  savvy, 
excellent  skills  to  interface  with  customers  and 
leadership  potential." 

#IDG 

Recruitment  Solutions 

For  more  job  opportunities  with  Financial  services  firms,  turn  to  the  pages 
of  ITcoreers. 

•  If  you'd  like  to  take  port  in  on  upcoming  ITcoreers  feature,  contact 
Jonis  Crowley,  650.312.0607  or  jonis_crowley@itcareers.net. 

•  Produced  by  Carole  R.  Hedden 

•  Designed  by  Aldebaron  Graphic  Solutions 
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Look  who’s 

hiring  at ' 

ITcareers.com 


Every  day  hiring  managers 
turn  to  ITcareers.com  for 
the  best  IT  candidates.They 
know  us  and  they  know  we 
can  deliver. 

If  you  want  a  better  challenge, 
we  challenge  you  to  find  a  better 
IT  career  site  thanlTcareers.com. 
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^^CAREER  FAIR 

“The  *1  Diversity  Career  Fair  In  The  Nation” 

iliil 


Meet  face-to-face  with  the  area's  hottest  companies  and 
land  a  job  with  more  money,  opportunity  &  challenge! 


2002  UPCOMING  SCHEDULE  OF  EVENTS 


LOSANGEUS,CA 

i  COLUMBIA,  MD  i 

DALLAS,  TX 

ST.  LOUIS,  MO 

Mon^  January  21 

:  Wed.,  January  23  i 

Tues.,  March  5 

Moh.,  March  25 

WASHINGTON,  DC 

i  PHILADELPHIA,  PA  ! 

DETROIT,  Ml 

ATLANTA,  GA 

Mon.,  January  21 

:  Wed.,  February  13  : 

Tues.,  March  5 

Tues.,  March  26 

CALL  1-800-5627469  FOR  MORE  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 


Or  check  out  www.naacpcareerfair.com  to  find  out  more  about 
these  events  and  other  career  opportunities. 


The  NAACP  Diversity  Career  Fair  is  produced  ond  managed  by  Shomex 

2601  Ocean  Park  Boulevard,  Suite  200  •  Santa  Monica,  CA  90405  •  (310)  450-8831 


I  R  t)  S  1  O'  S  IJ  I.  I.  I  V  A  N 


summits.frost.com/CRM 


Transforming  Your  Business  Using  CRM  and  PRM-Third  Annual 
Executive  Summit 

An  Interactive  Forum  for  Chief  Executives  ond  Senior  Sales,  Marketing,  and 
Customer  Core  Management  Seeking  to  Gain  Competitive  Advantage 


CAftf  HISTOniES  AND  INSIGHTS  FROM 
EXECUTIVES  IN  THE  TRENCHES:  K 


SHAWN  SICKER 
Senior  Director. 
e-tusinesi 
AMynietrix.  Inc. 

JAY  SUTTERSRODT 

DirtctOf, 

Strategic  Profccts 
Siemens  Medical 
Syttems.lnc. 

MARK  J.  FOSTER 

Vice  Pretident. 

Sales  Effectiveness 
ATAT  Business 


MOHAN  MENON 

Vice  President. 
Clobal  Customer 
Value 

MasterCard 

JAMIE  MOORE 
Clobal  CRM 
Manager 

MARK  SAUTER 

CRM  Business  Process 
Consuhont 
Dow  Corning 
Corporation 


EXECUTIVE  SUMMIT  HIGHLIGHTS: 

■  Innovative  format  providing  unparalleled 
interaction  among  delegates  and  speakers:  Executive 
Forum  Workshops.  General  Session  Think-Tanks. 
Roundtable  Discussions.  Panel  and  Q&A  Sessions. 
Online  CRM  Survey,  and  more  (sec  page  three  for 
details) 

■  Executive  Forum  Golf  Tourn.imcni.  Sunday.  January  1 3. 
2002:  Perfect  for  ANY  Level  change  the  next  bullet 
"substantial  networking...)  by  deleting  "  Executive 
Forum  Golf  Scramble"  second  to  last  bullet,  change  to 
Roll-iip-your-sleeves  Executive  Forum  (singuhr)  on 
CRM  Analytics  and  Managing  Customer  Touchpoints. 
Monday.  January  14.2002 

■  Substantial  networking  opportunities  including 
Executive  Forum  Golf  Scramble  and  Southwestern 
BBQ.  Las  Vegas  Night  Welcome  Reception.  Speaker- 
Hosted  Luncheon  Roundtables,  and  more 

■  Roll-up-your  sleeves  Executive  Forums  on  CRM 
Analytics  and  Managing  Customer  Touchpoints 

■  Make-it-happen  Executive  Workshop  on  The  Leader  as 
Coach:  Evoking  Excellence  in  Your  Team 

■  Frost  &  Sullivan  Market  Engineering  Awards 
FVescntation  for  CRM  Excellence  In  Your  Team, 
Thursday.  January  17.2002 


The  SunBurst  Hotel 
Scottsdale,  Arizona 

cxecuTivE  foruh: 

January  1 3- M.  2002 

GENERAL  SESSION  A 

MAIN  exhibition: 

January  IS-16.  2002 

executive  workshop: 

The  leoder  os  Coach:  Evoking  Exceilence  in 
Your  Team 
January  17,2002 

Mention  CRM  Magatlne  and  register  at  VIP  Rates 


For  trsore  information  email:  cfsaies@frott-com 


GENERAL  SESSION  EXHIBITORS 


I8AAN  CRM 


INSIGHTEXPRESS. 

LLC 


MARKETFIRST 


MICROSOFT 


SIEBEL  SYSTEMS 
STONE  ANALYTICS 


TERRALIGN 
VISUAL  INSIGHTS 


Register  Now  at  I.877.GO  FROST 


CUNY  SCHOOL  ■LAW 

QUEENS  COLLEGE 


CHIEF  INFORMAHON 
TECHNOLOGY  OFHCER 

Reports  to  tire  Associate  Dean  for  AdniinLstration  and 
Imance.  Responsible  for  design,  destlopment,  and 
implementation  of  strategics  to  support  the  academic  aird 
administrative  computiirg  and  technology  environment  of 
the  Law  School.  S/he  will  provide  oversi^t  and  direction  for 
the  Law  School  Technologv’  plan  and  develop  long  term 
plans  and  strategies  for  me  fiimre  growth  and  daily 
opcradonal  aspects  of  miming  a  modem  Law  School 
program.  Other  areas  of  manaeement  responsibility  include 
the  law  school  networks,  office  computing  systems, 
telecommunications,  audio-visual  program  support,  s)’stems 
support  and  training,  hardware  matters,  and  supervision  of 
professioiral  and  technical  personnel.  We  arc  seeking  a 
creative  and  experienced  professional  with  a  desire  to  work 
in  a  diverse  environment  who  has  a  commitment  to  our 
mission  as  a  public  interest  law  schcxil. 

Required  qualifications  including  a  bachelor's  degree  and 
eight  years  of  progressive  management  responsibility  and 
expencnce  in  the  informarion  technology  fields  including 
enterprise  hardware  and  application  systems.  PC's  and  lo^ 
area  networking,  Internet  access  and  Web  application 
development  and  voice  telecommunications  is  required.  A-l- 
Haitlwarc  and  MCSE  Certification  preferred.  Successfiil 
candidate  should  have  experience  in  muldplatform 
computing  with  an  emphasis  on  PC 
hardware,  network  and  end-user  support. 

This  is  an  ECP-Asst.  Administrator  position 
paying  $85,000-$103,000per  annum,  commensurate 
with  salary  history,  qualifications  and  experience. 

For  more  information,  see 

<wvw.cuny.edu/abtcuny/cunyjobs/execadmin.html>. 

To  apply,  send  application  letter  and  resume 
(no  phone  or  e-mail  please)  to: 

Chief  of  TechnoloCT  Search 
David  Reids 

C.UJV.Y.  School  of  Law  at  Queens  College 
iOE  65-21  Main  Street,  Rushing,  NY  11367 


PROGRAMMER  ANALYSTS 
required  tor  our  Louisville.  KY 
office.  Design,  develop  &  maintain 
new  &  existing  software  applica¬ 
tions  using  Developer  2000. 
Designer  2000.  VB.  Oracle.  Cobol. 
C-f-i-.  Erwin  &  object  oriented 
design;  Develop  &  implement 
client/server  applications  in  oracle 
financials  &  using  synchroniza¬ 
tion  techniques  in  Oracle  tools 
such  as  PL/^L.  Developer  2000 
&  designer  2000;  Write  source 
codes  based  on  design  specifi¬ 
cations.  research  feasibility  of 
new  products/features,  add  new 
features.  Perform  unit,  system 
&  integration  testing  before 
release  &  correct  bugs:  Develop 
relational  database  system  in 
oracle.  VB  &  Windows.  Unix 
environment.  Bachelors  req'd  in 
Math,  Computers.  Engineering 
or  related  field  of  study  -i-  2yrs  of 
experience  in  the  job  described 
above.40  hrs/wk.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Please 
send  resume  to  HR  Manager, 
Indacle  Software,  Inc.  1303 
Clear  Springs  Trace.  Ste.208, 
Lousiville,  KY  40223 


Mphasis-BFL  Ltd.  and  its  sub¬ 
sidiary  Mphasis  Corporation  has 
multiple  openings  for  the  following 
positions  at  its  CA  offices  in 
Santa  Monica  &  Sunnyvale:  New 
York:  Programmer  Analyst, 
Software  Engineer,  Project 
Manager,  Management  Analyst, 
Finance  Manager,  Business 
Development  Manager.  Please 
send  resume  and  salary  history 
to:  hr@mphasis.com  or  mail  to: 
HR  444  Park  Avenue  South, 
Suite  #503,  New  York,  NY  10016 


Computer/Info  Systems 

ONE  Community,  Inc,  is  a  national 
consulting  firm  exclusively 
focused  on  our  customers' 
demand  chain.  We  seek  the 
following  professionals  to  join 
our  team: 

•  Software  Engineers 

•  IT  Project  Engineers 

•  Programmer  Analysts 

•  Financial/Management 
Analysis 

Consultants  with  in-depth  knowl¬ 
edge  of  one  of  the  following 
technologies:  ATG,  iPlanet. 
Silverstream,  Java,  Java  Script, 
Seibel,  MFC,  ODBC,  Visual 
Basic,  GUI,  Shell  Scripts,  C++. 
Visual  C+-r,  MS  SQL  Server. 
Requires  BSCS/EE  or  MSCS 
/EE  and  0-3-r  years  experience. 

Our  locations  include:  Austin, 
Dallas,  Houston.  Plano  and  San 
Antonio,  TX;  Chicago,  IL;  San 
Francisco  and  Los  Angeles,  CA; 
Boston,  MA;  St.  Louis,  MO. 

Applicants  must  have  work 
authorization  to  accept  permanent 
employment  in  the  U.S.  We  otter 
a  competitive  compensation  and 
benefits  package.  Send  cover 
letter,  resume  and  transcripts  to: 
ONE  Community,  Inc.,  Corporate 
Headquarters.  2895  GreenspoinI 
Pkwy.,  #500,  Hoffman  Estates, 
IL  60195.  An  Equal  Opportunity 
Employer. 

ONE  Community,  Inc. 


Ntiwork  Sarvic*  Solulioni 


NET2S  is  a  leading  International 
Consulting  and  Engineering  firm 
specializing  in  networking  and 
communications  technologies. 
We  are  presently  seeking  to  fill 
the  following  positions: 

•  Sr.  Unix  Administrator 
•TIBCO  Engineer 

•  Network  Security  Specialist 
•Telecom.  Engineer 

•  Sr.  Software  Engineer/ 
Developer 

All  positions  require  BS/MS 
degree  with  a  minimum  of  2  to  3 
years  of  experience  in  the  field. 
Must  possess  excellent  commu¬ 
nication  skills  as  well. 

NET2S,  82  Wall  Street  Suite  400. 
New  York,  NY  10005;  Fax:  (212) 
279- 1 960;  Phone  (21 2)  279^565; 
or  Email:  iobus-nv  Q  net2s.com 


Fitiri  Inc  is  looking  for  Tibco 
Programmers  with  knowledge  in 
live  market  data,  full  range  of 
emerging  market  analytics, 
historical  data  archiving  & 
retrieval  for  Trading.  Sales, 
Research,  Capital  Mkts,  &  Risk 
Mgmt.  You  will  be  responsible  for 
designing,  developing,  testing, 
implementing,  and  supporting 
middleware  messaging  compo¬ 
nents  used  as  primary  interfaces 
between  network  applications. 
Candidates  must  have  a  BS 
degree  in  CS,  MIS  or  Eng,  along 
with  lyear  experience  in  Tibco 
Rendezvous,  ADB,  Adapter 
SDK,  Hawk,  MB.  IM  and 
Java.  Fax  your  resume  to 
713-981-3815  or  e-mail  to 
resume@litiri.com 


Satyam  Computer  Services 
looking  tor  Individuals  to  fill 
multiple  positions 

•  Client  Server  Developers 

•  Mainframe  Developers 

•  Web-based  Developers 
Urgent  skills  in  demand  include: 

•  PeopleSoft,  Lotus  Notes  & 
Dominos.  SAP/ABAP,  AS400 
/Baan/ASCI/VLSI  Engineers 

•  Dalawarehouse  Development, 
Unix  Client  server  architecture, 
design.  Datawarehousing  tools 
Will  serve  multiple  clients  on 
projects  throughout  the  U.S. 

Mid-level  &  Senior-Level 
positions  available. 

E-mail  resumes  to: 
resumesus  @  satyam.com 
Include  JOB  ORDER  #122301 


- ♦ - 

Calif,  based  IT  co.  has  multiple 
openings  at  its  Torrance  office  for 
Programmer/Analysts,  Software 
Engineers  and  Business  Devel¬ 
opment  Consultant.  Please 
send  a  resume  with  salary  history 
and  requirements  to  RJT 
Compuquest,  23430  Hawthorne 
Blvd.,  #305.  Torrance,  CA  90505. 
ATTN:  Suzanne. 


e-lite  companies 
ging  companies 
al  companies 


B-normous  opportunities 


'.vhoro  th«  best 
gt  bettor 
1  BOO  762  2977 


Computerworld  •  InfoWorld  •  Network  World  •  December  24  -  December  31, 2001 


SPECIAL  REPORT 

From  Network  World  Fusion 


m 


Network  World  Fusion  offers  a  SPECIAL  REPORT: 

Fighting  Distributed  Denial  of  Service  Attacks 

For  a  limited  time,  you  can  get  a  copy  of  this  SPECIAL  REPORT,  free.  Just  sign 
up  for  any  of  Network  World's  over  40  technology  specific  e-mail  newsletters  by 
January  8th,  2002  and  we  will  send  you  the  Network  World  Fusion  SPECIAL  REPORT: 
Fighting  Distributed  Denial  of  Service  Attacks  absolutely  free.  Remember,  you  can 
only  gain  access  to  this  SPECIAL  REPORT  by  signing  up  for  a  Network  World  Fusion 
newsletter.  Sign  up  today  at  http://www.nwwsubscribe.com/foc291 


O 


'istributed  Denial  of 
Service  attacks  can  cripple 
your  on-line  business. 

They  were  responsible 
for  putting  such  Internet 
giants  as  Yahoo.com  and 
Amazon.com  offline 
for  as  long  as  a  week. 

If  your  company  has  an 
Internet  presence, 
you  need  to  know  what 
DDoS  attacks  are  and 


how  to  prepare  for  them. 


Produced  by  Network 
World  Fusion  and  written 
by  Mich  Kabay,  a  Certified 
information  Systems 
Security  Professional  (CISSP) 
and  author  of  NW  Fusion's 
Security  e-mail  newsletter, 
this  SPECIAL  REPORT  is  an 
exclusive  offer  only  from 
Network  World  Fusion. 


Sponsors  of  the  Network  World  Fusion  SPECIAL  REPORT:  Fighting  Distributed  Denial  of  Service  Attacks  include: 


:V.;  Agilent  Technologies 


McAfee 


www.nwfusion.com 


O  2001  Network  World.  Inc.  Al  rights  reserved  Al  trademarks  are  the  property  of  tfieir  respective  owners. 
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B  Sales  Offices 


Can)l  Lasktr.  Associate  Publisher/Vtca  President 
Jana  Waiaaman.  Sates  Operations  Coordinator 
Internet,  clasi'er.  jweisaman^nwwxom 
(508)  480-3333;FAX:  (506)  460-1237 


■  Network  World.  Inc. 

IISTumpike  Road,  Southborough,  MA  01772 
Phone:  (508)  460-3333 

TO  SEND  E-MAIL  TO  NWW  STAFF 

rirstname_lastname@nww.com 


New  Vork/New  Jersey 

Tom  Davis,  Associate  Publisher.  Eastern  Region 

Etisa  Della  Rocco.  Regionat  Sales  Manager 

Terry  Sanders.  Account  Executive 

Aimee  Jacobs.  Sales  Associate 

Internet;  tdavis,  elisas,  tsanders.  ajacobs@nww.com 

(201)  587-0090/FAX:  (201)  712-9786 


Northeast 

Donna  Pomponl.  Regional  Sales  Manager 
Kathryn  Zinn,  District  Manager 
Caitlin  Morgan.  Sales  Assistant 
Internet:  dpomponi,  kzinn.  chorgan(g nww.com 
(506)  460-3333/FAX:  (508)  460-1237 


Mid-Atlantic 

Jacqui  DiBianca,  Regional  Sales  Manager 
Marta  Hagan,  Sales  Assistant 
Internet:  jdibian,  mhagan@nww.com 
(610)  971-1530/FAX:  (610)  975-0637 


Midwest/Marytand 

Eric  Danetz.  Sr^mor  District  Manager 
Aimee  Jacobs.  Sales  Associate 
Internet:  edanetz,  ajacobs@nww.com 
(201)  587-0090/FAX:  (201)  712-9786 


Central 

Dan  Gentile.  Midwest  Regional  Director 
Grade  Vela,  Sales  Assistant 
Internet:  dgentile,  gveia@nww.com 
(512)  249-2200/FAX:  (512)  249-2202 


Northern  California 

Sandra  Kuplec,  Associate  Publisher,  Western  Region 

Miles  Dennison,  Regional  Sales  Manager 

Sean  Wegiage,  Senior  District  Manager 

Carmela  Bagiione,  Account  Executive 

Luisa  Luk,  Account  Executive 

Tina  Barnes,  Sales  Operations  Manager 

Celtna  Esquivias,  Sales  Assistant 

Internet:  skupiec.  mdennison,  sweglage,  cbaglione,  iluk, 

tbames.  ce8quivia8@nww.com 

(650)  577-2700/FAX:  (650)  341-6183. 

Northwest/Rockies 

Karen  Wilde,  Regional  Sales  Manager 
Lara  Greenberg,  Regional  Sales  Manager 
Kim  Gaffrey,  District  Manager 
Internet:  kwilde,  Igreenberg,  kgaffrey  @nww.com 
(650)  577-2700/FAX:  (650)  341-6183 


EvileeThibeault,  CEO/Publisher 

John  Gallant  President/Editorial  Director 

Eleni  Brisbois.  Administrative  Planning  Manager 

FINANCE 

Mary  Fanning,  Vice  President  Finance 
Paul  Mercer,  Finance  Manager 
Mary  Kaye  Newton,  Billing/AP  Coordinator 
HUMAN  RESOURCES/BUSINESS  SERVICES 
Monica  Brunaccini,  V.  P.  H.R./Business  Services 
Elizabeth  Price,  Director  of  Human  Resources 
Eric  Cormier,  Human  Resources  Representative 
Frank  Coelho,  Senior  Manager,  Business  Services 
LisaThompson,  Business  Services  Administrator 
Mark  Anderson,  Business  Services  Supervisor 
Kevin  McMillen,  Business  Services  Coordinator 
MARKETING 

TerryAnn  Croci,  Director  of  Marketing 

Wendie  Larkin,  Senior  Public  Relations  Manager 

Barbara  Sullivan,  Senior  Research  Analyst 

Johanna  Lombardi,  Marketing  Communications  Manager 

Donna  Kirkey,  Senior  Design  Manager 

Kristin  Wattu,  Senior  Marketing  Specialist 

Judy  Schultz,  Senior  Graphic  Designer 

Cindy  Panzera,  Graphic  Designer 

Nancy  Petkunas,  Marketing  Specialist 

GLOBAL  PRODUCT  SUPPORT  CENTER 

Nancy  Parquette,  Corporate  Programs  and  Events 

Manager 

ADVERTISING  OPERATIONS 

Karen  Wallace,  Senior  Director  of  Advertising  Operations 
Maro  Eremyan,  Advertising  Coordinator 
JamiThompson,  Advertising  Coordinator 
Veronica Trotto,  Direct  Response  Ad  Coordinator 

PRODUCTION 

Ann  Finn,  Senior  Production  Director 
Greg  Morgan,  Senior  Production  Manager 
Mike  Guerin,  Senior  Print  Buying  Supervisor 

CIRCUUnON 

Richard  Priante,  Senior  Director  of  Circulation 
Darcy  Beach,  Circulation  Operations  Manager 
Bobbie  Cruse,  Subscriptions  Manager 
Mary  Mclntire,  Senior  Marketing  Specialist 

RESEARCH 


Southwest 

Becky  Bogart  Randell,  District  Manager 
Angela  Norton,  Sales  Assistant 
Internet:  brandell,  anorton@nww.com 
(949)  250-3006/FAX;  (949)  833-2857 


Southeast 

Don  Seay,  Regional  Sales  Manager 
Internet:  d8eay@nww.com 
(404)  845-2886/FAX:  (404)  250-1646 


Custom  Publishing 

Shaun  Budka.  Custom  Media  Solutions  Manager 
Internet:  sbudka@nww.com 
(508)  460-3333/FAX:  (508)  460-1237 

Fusion 

Alonna  Doucette,  Vice  President  Online  Development 
James  Kalbach,  Director,  of  Online  Sales 
Jeff  Schwartz.  Online  Account  Manager 
Stephanie  Gutierrez.  Online  Account  Manager 
Debbie  Lovell.  Online  Account  Manager 
Kristin  Baker.  Sales  Operations  Manager 
Rayna  Meleedy,  Sales  Operations  Manager 
Internet:  adoucette,  jkalbach,  jmschwartz, 
sgutierrez.  diovell,  kbaker,  rmeleedy@nww.com 
(610)  341-6025/FAX:  (610)  971-0557 


MARKETPLACE 

Response  Card  Decks/MarketPlace 

Richard  Black,  Director  of  Marketplace 
Kanma  Zannotti,  Senior  Account  Manager 
Enku  Gubaie.  Senior  Account  Manager 
Cara  Peters,  Account  Manager 
Amia  Gaston.  Account  Manager 
Sharon  Steams.  Sr.  Media  Dev.  &.  Operations  Mgr. 
Chris  Gibney,  Sales  Operations  Coordinator 
Internet:  rblack.  kzannott.  egubaie,  cpeters, 
agaston,  ssteams,  cgibney@nww.com 
(508)  460-3333/FAX:  (506)  460-1192 


Ann  MacKay,  Research  Director 

DISTRIBUTION 

BobWescott,  Distribution  Manager/(508)879-07(X) 

IDG  LIST  RENTAL  SERVICES 

Paul  Capone,  Account  Executive 

P.O.  Box  9151,  Framingham.  MA  01701-9151 

(800)  343-6474/(508)  370-0825,  FAX:(508)  370-0020 

SEMINARS  AND  EVENTS 

Robin  Azar,  Vice  President  of  Events 

Michele  Zarella,  Director,  Events  Business  Development 

Sandra  Gittlen,  Events  Editor 

Betty  Amaro-White,  Event  Finance  Manager 

Andrea  D'Amato,  Sales  Director/Strategic  Partnerships 

Maureen  Riley,  Event  Sales  Manager 

Kristin  Ballou,  Senior  Event  Sales  Manager 

Sandy  Weill,  Event  Sales  Manager 

Debra  Becker,  Dir.,  Marketing  &  Audience  Development 

Amy  Letichevsky,  Marketing  Manager 

Timothy  Johnson,  Marketing  Coordinator 

Kevin  (Billigan,  Director.  Events  Operations 

Jill  Keaveney,  Senior  Event  Planner 

Tim  DeMeo,  Event  Coordinator 

ONLINE  SERVICES 

Alonna  Doucette,  V.R,  Online  Services 

Hillary  Freeley,  Director,  Online  Audience  Development 

Charley  Spektor,  Director,  Business  Development 

Adam  Gaffin,  Executive  Editor.  Online 

Melissa  Shaw,  Managing  Editor,  Online 

Jason  Meserve,  Multimedia  Editor 

Sheryl  Hodge,  Online  Copy  Chief 

Carryl  Hauser,  Online  Copy  Editor 

Mario  Matoska,  Senior  Web  Producer 

Katherine  Ward,  Web  Producer 

Christopher  Cormier,  Web  Producer 

Kris  Guay,  Associate  Web  Producer 

Elaine  Valovic,  Web  Researcher 

INFORMATIDN  SYSTEMS/NEW  MEDIA  SERVICES 


W.  Michael  Draper,  V  P.  Systems  ^Technology 
Tom  Kroon,  Senior  Software  Engineer/Architect 
Bob  Roddy.  Web  Software  Engineer 
Manav  Sehgal,  Web  Software  Engineer 
William  Zhang,  Senior  Software  Engineer 
Rocco  Bortone,  Senior  Network  Manager 
Peter  Hebenstreit,  Network  Specialist 
Kevin  O'Keefe.  Systems  Support  Manager 
Brian  Wood,  Senior  Systems  Support  Specialist 
Joshua  Mason,  Systems  Support  Specialist 
Puneet  Narang,  Manager  of  DatabaseTechnologies 
Pam  Gertsios,  Database  Specialist 
Anne  Nickinello,  Director  of  New  Media  Services 
Deborah  Vozikis.  New  Media  Design  Manager 
Sean  Landry.  Web  Producer 
Michael  Ferreira,  Graphics  Production  Coordinator 


J.  McGovern.  Charman  of  the  Board 
Conliti,  CEO 

Worid  t$  a  publicatioo  of  IDG.  the  world's  largest 
of  cornputerreiated  information  and  the  leadirx) 
provider  of  mformatKxi  services  on  information  tech- 
IDG  publishes  over  275  computer  publications  in  75 
Ninety  million  people  read  one  or  more  IDG  publi- 
each  month.  Network  World  contributes  to  the  IDG 
Service,  offermo  the  latest  on  domestic  and  mterna- 
tionai  computer  news. 


IT  CAREERS 

VP/General  Manager,  Janis  Crowley.  East  Regional  Manager, 
Deanr>e  Holzer,  Jamie  Swartz,  Midwest  Regional  Manager. 
Laura  Wilkinson.  Sr.  National  Accounts  Manager,  Donna 
Ougo,  Marketing  Director,  Kelli  Flanagan,  Operations 
Manager,  Donna  Kent  Advertising  Coordinator,  LeiUmi  Lopez. 
Advertising  Coordinator,  Carla  Amaral.  Marketing  Specialist 
Heidi  Tanakatsubo,  Sales  Support  Tina  Silveira,  Sales 
Support.  Nikki  Wllson(800)  762-2977/FAX:  (650)  286-2770 
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BrightStof  Storage  Management  Solutions 

For  years,  storage  management  has  been  an  ever-increasing  cost,  not  a  source  of  potential 
opportunity.  But  that's  all  about  to  change.  Because  we've  created  BrightStor,  the  most 
comprehensive  suite  of  end-to-end  storage  management  solutions  on  the  market.  BrightStor 
lets  you  leverage  your  resources  and  data  across  your  entire  enterprise,  regardless  of 
platform  or  protocol.  In  fact,  BrightStor  is  the  only  suite  of  solutions  that  supports  all 
three  industry  models  —  DAS,  NAS  and  SAN  —  cross-platform.  Which  means  you  can  look 
at  your  eBusiness  needs  as  a  whole,  not  piece  by  piece.  So  you  can  optimize  your  resources 
across  your  entire  storage  infrastructure.  And,  most  importantly,  you  can  do  more  than  just 
store  information.  You  can  actually  use  it. 
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